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"1 FORESEE A BRIGHT FUTURE FOR YOU" 


You don’t need to gaze in a crystal ball to forecast After the war, when selling becomes tough again, 
your future —if you are a Webster dealer. you'll have a backlog of steady repeat sales in this item 


a ha : ...a leader to win more business against the field. 
Take Webster's Micrometric Carbon Paper, for 8 


example. And then—as now and always —you'll have behind 


you the Webster reputation for quality products and fair 
fore the war, it gave youa sales edge ‘ompetition. . . 
Before the war, it gave youa sales edge on competitior dealing...a complete line...the support of Webster 


During the war, it won hundreds of new friends for advertising and merchandising. 


you...became standard equipment in many a war-busy That’s why we predict a profitable future for all 


business. Webster dealers. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 


{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico--one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIl., 
under Act of March 3, 1879. 
‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by copyright, 1945, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
the publishers obviously cannot undertake to 
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Because of the ground 
transactions between advertisers and 





guarantee 


offer their services in resolving any disagreements which result from relations established 
through the journal. 


A Corona Typewriter 33 Keep Prices Down 188 Rite-Rite Mfg. Co. 179 
Corry-Jamestown Mfg. Corp.....173 Lawson, F. H., Co., The 101 Rivet-O Mfg. Co. ne 179 
Acco Products, Inc. 130 Cotterman, I. D. 179 Leopold Co. 76 Roberts Number Mach. Co. 170 
Acme Bulletin & Direty. Corp...179 Cram, The George F., Co. 181 Lightning Calculator Co. 156 Roberts, Weldon, Rubber Co... 191 
Acme Visible Records, Inc. 43 Cramer Posture Chair Co. 148 Rochester Wire-O Binding Co. 181 
Adirondack Chair Co. 171 C-Thru Ruler Co. 136 M tockwell-Barnes Co. 184 
Agency Paper Co. 131 Royal Metal Mfg. Co., The 192 
ry er J., Co. 91 DEF Mailers’ Service & Equip. Co..178 Royal Typewriter Co. 11 
All-Steel-Equip. Co. 50 Majestic Loose Leaf, Inc. 180 
Allen Caleulators Inc. 111 Darnell Corp., Ltd. 171. Manifold Supplies Co. 35 s 
Allen & Co. . : : 171 Dawn Mfg. Corp., Ltd. 187 Markilo Co. 178 ; 
Allied Carb. & Rib. Mfg. Corp...138 Dayton Stencil Works 178 Markwell Mfg. Co. 140, 168 Sengbusch Self Cl. Inkst’d Co. 185 
Allied Metal Products Mfg. Co...182 Dennison Mfg. Company 191 Mashek, Frank, Comnany 157 Service Products Co. 167 
Almac Pisaties, Sac. 180 Domore Chair Co. 65 Master-Craft Corp., Div. S.-W...117 Shalleross Co., The 166 
Amberg File & Index Co. 93 Downey, C. L., Co. 174 Meilicke Systems, Inc. 179 Shaw-Walker Co. 
Amer. Dictating Machine Co...159 “ott Bool Corp. 177 Meilink Steel Safe Co. 70 105, 106, 107, 108 
a a“ og am a + Ehrlich Upholstery Works 181 on i? ot ag Co. 95 a aher. ee > Co. Bs 
American Map Co., inc. 64 Eraser Company, The 175 Meyer & Jenthe, Inc. 175 Sheyboygan nair Co. ‘ 
Amer. Passbook Co. 179 Eureka Specialty Prtg. Co. 144. Michigan Desk Co. 142. Sheppard, C. E., Co. 120 
Amer. Writing Paper Corp. 170 Eversharp, Incorporated 63 Mittag & Volger, Inc. 49 Sikes Co., Ine., The 72 
Ames Supply Co. 84 Faber, A. W., Inc. 97 Mohler, A. 178 Sinclair & Valentine Co. 170 
Anderson-Hickey Co., Inc. 132 Faber, Eberhard Pencil Co. 155 Monroe Cale. Machine Co. 55 Smead Mfg. Co., Inc., The 79 
Art Metal Construction Co. 73 Fair Furniture Co. 114 Morton, R. P., Company 98 Smith, L, C. & Corona Type- 
Art Steel Sales Corp. Federal Fibre Corp. 163 Mutschler Bros. Co. 168 writers, Inc. 33 
125, 126, 127, 128 Feldco Loose peo Co. 161 Myrtle Desk Company 123 Speed Key Mfg. Co. 180 
Associated Stationers Supply Fulton Specialty Co 167 Speed-O Print Corp. 87, 88 
Co 150 N O Speed Products Co. 121 
Autocopy, Inc. 146 GHI Staedtler, J. S., Inc. 181 
Autmte. Pencil Sharpener Co...186 . National Blank Book Co. 181 Starkey Paper & Supply Co.....181 
Galef, J. L.. &S 179 National Desk Co., Inc. ee Stewart, R. A., & Co. 186 
B see at, Bah ee : ee New’ England Woodworking Storms, H. M., Co. 92 
General Fireproofing Co. ee Ds Co 122 Sturgis Posture Chir Co. 52 
Bainbridge Kimpton & Haupt, pee _ R., & Company OS New Indiana Chair Co 124 Sun Rubber Co., The 145 
Inc. 116 Glob “W or ‘Co. The ot Norta Distributing Co. 182 Superior Type Co. 186 
Bankers Box Co. 64 — e-Wernicke Lo., a 60, 6 Northern States Envelope Co... 82 Swan Pencil Co., Ine. 174 
Barkley, ( & Co. 66 Graff, Geo. B., Co. : 174 Office Furniture Wholesale Dis- System Service Company 178 
Bassick Company 100 Gregory Fount-O-Ink Co. 109 tributors 146 
Bethel Mfg. Company 166 Guide System & Supply Co. 153 Office Specialty Mfg. Co. 166 TU V 
Bolens Products Co. 94 Gunlocke, W. H.. Chair Co......... 99 iq Town Rib. & Car. Co. 83 
Boorum & Pease Co. 113 Gunn Furniture Company.........71 Oxford Filing Supply Co. 181 Technygravh Co., The 178 
Box F-79 112 Hall-Welter Co.. 187 Underwood Corporation 
Bright Chair Co. 146 Hanson Scale Co. 174 P Q Back Cover 
Brown, Arthur, & Bro. 86 Harding, Milo, Company 187 United Autogy raphic Reg. Co,....129 
Browne-Morse Co, 85 Harter Corporation ....... 4 Pacific Asiatic Factors, Ltd.....133 U.S. Bronze Sign Co. 180 
Buckeye Ribbon & Carbon Co..172 Herring-Hall-Marvin_ Safe Co. Abe Pacific Cb. & Ribhon Mfg. Co... 78 U. S. Typewr. Rib. Mfg. Co.....110 
Business Efficiency Aids See See, Tee 193 Parker Pen Co., The 69 U.S. War Bonds—Stamps 190 
Hich Point Bndg. & Chair Co. 102 Peerless Imperial Co., Inc. 67 Vail Mfg. Co. 143 
Cc Imperial Desk Co. 158 Peerless Steel Equip. Co. 189 Van Dyke Industries 96 
Imperial Mfg. Co. : 67 Perma-Bilt Equipment Co. 181 Victor Adding Machine Co. 77 
Cardinell_ Corp. 179 Imperial Methods Co 176 phillips Process Co., Inc. 183 Victor Safe & Equip. Co. 103 
Carter’s Ink Company 189 Indiana Desk Co. 139 Photo Materials Co. 167 Vovel-Peterson Co. 175 
Clarotype Co., The 180 Industrial Tape Corp. eg Post, Frederick, Co., The 89 
Codo Mfg. Corp. 147 Ink Specialties Co., Inc. 182 Precise Developments Co. 183 w Y 
Cole Steel Sales Co. 165 Int'l Bronze Tablet Co., Inc. 178 Pronto File Corp. 118 Wabash Filing Supplies, Inc... 160 
Columbia Rib. & Car. Mfg. Co. 39 Invincible Metal Furniture Co. 149 Quality Park Envelope Co. 74 Warshaw Mfg. Co. 166 
Columbia Steel Equipment Co...135 Webster, F. S., Co. 4 
Commonwealth Publishing Co...179 3K L R Weis Mfg. Co. 51, 52, 53, 54 
Consolidated Business Systems, Wells Office Furn. Co. 141 
ne. (ebaihadaneaeue 137 Jasper Chair Co. 154 Red Feather Products, Ltd. 59 Wilson Jones Co. 3 
Consolidated Stamp Mfg. Co....180 Jasper Desk Co., The 162 Regal Typewriter Co. 175 Wood Office Furn. Institute 119 
Continental Ink Co. 180 Jasper Office Furniture Co. 115 Remington Rand, Inc. 45 Woodstock Typewriter Co...180, 183 
Cook, The H. C. Co. 171 Jasper Seating Co. 172 Reyburn Mfg. Co., Inc. 184 Write, Inc. 163 
Copy Papers, Inc. 104 Kahn, David, Ine 81 Rite-Line Sales Co., Ine. 146 Yawman and Erbe Mfg, Co. 169 
ANNE RPA Ye) ay Ee 
| WA LA K Of 
The rate for classified advertisements is ten cents a word, minimum charge $2.00. 
SITUATIONS WANTED WANTED—SALESMAN for Comptometers Must be experienced and have 
OFFICE EQUIPMENT EXECUTIVE with over 25 years’ experience, desires management ability with recommendation from manufacturer. Excellent draw- 
position with national manufacturer in central states, full time. At present ing account against commissions. — Sales territory in Honolulu, Hawaii. Apply 
manager furniture department for large stationer. Address F-83, care Office Alexander Brothers, Limited, Box 354, San Mateo, Calif. 
ote se pnel MAN OR LADY OF CHARACTER and ability experienced in outside sales and 
SALESM AN WHOSE EXPERIENCE includes field work and sales promotion na store work. Pe *srmanent position: best lines Pre better town in “which to live. 
pects, to return to industry soon, after several years in war production. Pre- Randle Office Supply Co., Valparaiso, Indiana, 


serve as 
through 
supplies. Can 
Office Appliances, 
SALES MANAGER WELL 
sales program for some 
furniture. 
a top-grade sales 
sary. Has travéled 
Convincing references from 
Address F-84, care Office 
FACTORY TRAINED AND 


chines, having complete 


stationery or office 
make new 
Chicago 6. 


Will 


producer. 


all parts of the 


assistant with large producer. 
equipment retailers, 
connection 


KNOWN throughout the 
manufacturer 
Excellent record in building 
spend 


Appliances, 
EXPERIENCED 


shop equipment, 


Capable of handling any 


and maintaining sales force, is 
as much 
United States. 
top names in industry. 
Chicago 6. 


product sold 
including filing equipment and 
short notice. Address F-82, care 
available to direct 
supplies or office 
himself 
field as neces- 
location. 


Office 


industry is 
stationery, filing 
time in the 
Prefers midwest 
Address F-84, care 


Office Ma- 


Repairman of all Makes 
Lathe and 


including Air Compressor, 


tools of all kinds, wishes to connect with active dealer of Office Machines 
and Supplies to operate Service Dept. and assist in sales. Must be able to 
make at least $100.00 per week. Courteous, Prompt and Efficient Service is 
my motto Reply F-80, care Office Appliances, Chicago 6. 

SALES EXECUTIVE, youthful forties, married, excellent health. Thoroughly 
ae Branch Office National manufacturer, sales, training, promotion, 
public relations, Box F-86, care Office Appliances, 100 E. 


management. 
42nd St. a as 2s 


SALESMEN WANTED 


AAA-1 MANUFACTURER of most 


complete, 


fine quality line of hectograph 


and spirit duplicating materials, printed forms and supplies, inked ribbons, 
carbon papers, etc., has territory openings for steady, reliable type of sales- 
men who are workers. New exclusive products have created an unusual op- 
portunity for able representatives. Permanent post war employment. Oppor 
tunity for excellent earnings. Salary and expenses paid. See display ad in 
this magazine. Write Old Town Ribbon & Carbon Co., Inc., 750 Pacific 
Street, Breoklyn 17, N. Y 


SALESMAN. Excellent 


EXPERIENCED RETAIL STATIONERY 
References exchanged. 


growing southwestern city of 75,000. 
eare Office Appliances, Chicago 6. 


ENERGETIC, 
future in rapidly 
Address T-207, 


EXECUTIVES WANTED 


WANTED—EXPERIENCED MAN for position of Assistant to Owner-Manager 
of retail store dealing in office supplies, office equipment, school supplies, 
gifts, books, wall paper and picture framing. Store well established and 
located in progressive mid-western city of 25,000. Applicant must be quali- 
fied to assume full responsibility of purchase and sale of office supplies and 
office equipment and have such general merchandising knowledge as required 


manager in carrying out 
full particulars as to ex- 
Address T-199, care Office 


departments of store, and assist 
policies. If interested give 
compensation desired 


to work in other 
sales and promotional 
perience, references and 
Appliances, Chicago 6. 


IS NEEDED by oldest and largest office machine 
western territory. Have factory agen- 
machines, also merchandising all types 


A DIRECTOR OF SERVICE 
dealer operating several branches in far 
cies for all leading types of new office 
of used office machines and new office furniture. This is an opportunity of 
a lifetime for a man of good balanced judgment, capable of absorbing and 
dispensing complete mechanical information on al] service needs and instruct- 
ing and developing new mechanics, capable of organizing for post war busi- 
ness particularly the art of selling service. Liberal salary in line with re- 
sponsibilities to man fully qualified. State fully your experience and general 
qualifications. Enclose recent photo. All applications strictly confidential. 
Address T-202, Office Appliances, Chicago 6. 


care 


WANTS AND FOR SALE, Continued page 5 (opposite ) 
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WANTS AND FOR SALE, Continued from page 4 (opposite) 


MECHANICS AND REPAIRMEN WANTED 


ENTERPRISING DEALER in southwestern city having many natural advantages 
including most healthful climate, has opening for first-class typewriter me- 
chanic. Direct factory agencies. Good pay to qualified person. Send full 
particulars including references to T-215, care Office Appliances, Chicago 6. 
TYPEWRITER AND OFFICE MACHINE MECHANIC—Permanent; good salary; 
medium sized northern Ohio city; present mechanic leaving because of health; 
wanted by June fifteenth or soon after. Business established over fifty years. 
Send full particulars and references to T-204, Office Appliances, Chicago 6. 
HELP WANTED—tTypewriter Repairman, opportunity for capable and sincere 
9 eee comparatively young. Bergen Typewriter Service, 253 Main St., 
fackensack, N. Jd. 
ce RITER MECHANIC—All makes preferred; manufacturing agency; per- 
manent post war job for right man. Standard Typewriter Co., Danville, Ill. 
WANTED Typewriter and Adding Machine Mechanic. Good salary, permanent 
position to steady man. Pleasant working conditions. Opening in medium 
sized town in western Minnesota. Commission offered to increase earning. 
Apply to T-197, care Office Appliances, Chicago 6. 
WANTED—Office Machines Mechanic by a North Dakota Company in business 
for 70 years, must be able to service all makes of typewriters, adding 
machines and calculators. This is a permanent proposition for a sober and 
industrious man. Address T-208, care Office Appliances, Chicago 6. 
WANTED GOOD MECHANIC by well established Midwest typewriter and add- 
ing machine dealer; post war job; good pay to right party. All applications 
confidential. Address T-201, care Office Appliances, Chicago 6. 
SAN FRANCISCO DEALER wants expert mechanic on all styles of Burroughs 
machines with the ability to learn to repair other makes. Salary $300.00 
per month plus annual bonus. Address T-214, care Office Appliances, Chi- 
cago 6. 
MECHANIC FOR NIAGARA Duplicators, Typewriters and Adding Machines. 
Ideal working conditions, highest income, permanent. Correspondence invited, 
confidential. Lamont Office Equipment Co., 1544 Broadway, Detroit 26, 
Michigan. 
WANTED—Office Machine Mechanic. Must have adding machine experience. 
Write £-206, care Office Appliances, Chicago 6. 
MAN TO TAKE CHARGE of Business Machines Dept., typewriters, adding ma- 
chines and Mimeograph, repairs and selling. Write The Office Supply Co., 
Missoula, Mont. 
EXPERIENCED TYPEWRITER AND ADDING MACHINE Mechanic, good salary, 
pleasant working conditions in a modern shop. Flake Typewriter Co., 45 2nd 
St., Yuma, Arizona, 
WANTED—Combination Typewriter and Adding Mechanic. Permanent position. 
Good salary. Peter Paul Mechanical Service, 330 S. Wells St., Chicago 6, 
Illinois. 
BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 


REPRESENTATIVES AVAILABLE 


MAN WITH TWENTY YEARS of office equipment and stationery supplies ex- 
perience, is interested in a specialty line for New England or Boston and 
vicinity. Address F-77, care Office Appliances, Chicago 6. 

EXPERIENCED MID-WEST SALES ORGANIZATION, headquarters Chicago, has 
capacity for commercial stationery lines. Interested in filing equipment, fur- 
niture and office specialties. Will warehouse lines. Financially responsible. 
Address F-78, care Office Appliances, Chicago 6. 

EXPERIENCED SALESMAN with established following selling stationery to 
jobbers, chain, department, drug, gift, stationery stores in California, desires 
additional line. Commission basis. Address F-81, care Office Appliances, 
Chicago 6. 

WANTED—A complete line of ribbons, carbons, stencils, etc. All or part of 
Hawaiian Islands. Reply P. O. Box 3662, Honolulu, T. H. 


EXPORT REPRESENTATIVES AVAILABLE 


JACQUES BELBEL, 115 Kobesey Street, Cairo, Egypt, is interested to enter 
into business relations with exporters and manufacturers of Office Appliances, 
Fountain Pens, Typewriters, etc. Please send offers and samples by regis- 
tered mail. 

FINANCIALLY STRONG, LEADING, OLD-ESTABLISHED SWISS Sales Company, 
specializing in office machines and equipment, having a very efficient organi- 
zation throughout Switzerland and good connections in other European coun- 
tries, seeks general agencies on firm account basis for complete line of type- 
writers, adding machines, accounting machines and billing machines. Related 
articles also would be considered. References and back guarantees available. 
Interesting propositions from manufacturers will be handled personally in 
U.S.A. by manager of concern. Please address detailed offers (in duplicate) 
as soon as possible to F-79 in care of Office Appliances, Chicago 6, one copy 
being accompanied by detailed prospectuses. 


REPRESENTATIVES WANTED 


MANUFACTURER of new fast-selling stationery specialty desires representa- 
tion in Atlanta, Cleveland, Denver, Kansas City, Minneapolis, Richmond, St. 
Louis and New England. Products sold through stationery jobbers and dealers 
only. Exclusive commission arrangement. Box T-198, care Office Appliances, 
Chicago 6. 

FACTORY REPRESENTATIVE WANTED—For Southwest TERRITORY—by na- 
tionally known manufacturer of writing materials to augment present sales 
a in this area. Salary with bonus arrangement. All expenses paid. 
Full time—permanent. Give complete background and details of experience. 
All replies confidential. Box T-211, care Office Appliances, 100 East 42d St., 
New York 17. 


WANTED TO BUY RETAIL BUSINESS 


DESIRE INTEREST OR PURCHASE printing or office supply shop. Prefer 
Wisconsin. I am a young man with experience in both lines. Let us meet. 
Address T-203, care Office Appliances, Chicago 6. 

WANTED—Going typewriter and adding machine business located in large 
Eastern city. Will pay cash. Address T-205, care Office Appliances, Chicago 6. 
SALESMAN WITH TWENTY YEARS’ experience with retail stationer may buy 
established business, preferably in smaller city of the Middle West, or might 
buy interest with privilege of enlarging holding later. Not in a hurry but 
will be glad to consider promptly any proposition. Address F-85, care Office 
Appliances, Chicago 6. 


STORE SPACE TO RENT 


FINE OPENING for office supply business. Will rent 1000 square feet in 
the biggest office furniture store in SW. If you know the business this is a 
honey. Write for particulars. Address T-213, care Office Appliances, Chi- 
cago 6. 


WANTED MANUFACTURERS’ FACILITIES 


WANTED firm interested in manufacturing a patented perpetual calendar. 
Address T-200, care Office Appliances, Chicago 6. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices but now require 90 to 150 days’ time. We 
especially feature ‘‘CONKLIN,’’ SWAN, WATERMAN, WAHL, PARKER, WELTY, 
SHEAFFER, MOORE, etc., but can repair all other makes. We feature Gold 
Pen Points and Repairing. Mail all makes to ONE place for better service. 
ASK ABOUT NEW WELTY PENS, $1.50 TO $10.00 LIST. Welty Pen and 
Repair Co. (Est. 1904), 38 So. State St., Chicago 3. 
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FOUNTAIN PEN REPAIRING—Largest and best equipped pen shop in Middle 
West gives TWO-DAY SERVICE on Fountain Pens and Mechanical Pencils. 
Authorized and recommended by Sheaffer, Parker, Eversharp, Waterman and 
other leading manufacturers. Factory prices. All work guaranteed. We pay 
return postage, furnish dealer repair envelopes. Price list and envelopes on 
request. Collins Pen Shop, 150-52 E. Fourth Street, Cincinnati 2, Ohio. 


TRADE SCHOOLS 


TYPEWRITING REPAIRING—Original, simplified Home Study Course. Stu- 
dents operating own repair shop. Weber Typewriter Mechanics School, Box 
269, Osborn, Ohio. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. Dehn, 
Jr., 1643 101st Ave., Oakland, Calif. 

FOR SALE—Old Style typewriter parts.—Platen cores, R model Remington 
type Dalton parts & type. Victor-Dalton, Pike Burro Handles. What do you 
want? Tate McGee, Box 503, Shawnee, Oklahoma. 


TYPEWRITER OVERHAUL CHECK SHEETS 


INCREASE Your Typewriter Overhaul capacity up to 25 per cent. Checking 
sheet invented by former instructor eliminates oversights—reduces service 
calls. Simple to use. Fits all makes. Cost only 2c per machine. Trial order 
of 100 sheets $2. Postpaid. Business Machine Service, Wahpeton, North 
Dakota. 


MECHANICAL REPAIRS 


ELECTRIC MOTORS all kinds of accessory or appliance horsepower, minor 
repair, rewind and rebuilt. Work done by highly experienced craftsmen. In- 
dustrial Supply & Equipment Co., P. O. Box 42, Cincinnati 11, Ohio. 


JANITORS SUPPLIES 


BRUSHES all types; Pails, Waste Containers, Sand Urns; Mops and Brooms; 
Industrial Soaps. Inquire Industrial Supply & Equipment Co., P. O. Box 42 
Cincinnati 11, Ohio. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon fMopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 537 
South Dearborn St., Room 306, Chicago 5. 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Compto- 
meters, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Ma- 
chines, and everything in the office machinery line. State model, serial num- 
ber and we will quote highest cash prices. International Office Appliances, 
Inc., 326 Broadway, New York 7, N. Y. 
BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, re- 
build. Comprehensive service for dealers. Adding and Bookkeeping Machine 
Service Co., 1307 Grand, Kansas City 6, Missouri. 
ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee 3, Wis. pi oR 
QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, 
complete. Inquiries solicited on all types of other machines. American Busi- 
ness Machines, 135 Grand St., New York 13, N. 
DICTAPHONES—-EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York 3, N. Y. 
KARDEX, ACME, all makes used visible filing equipment. Thousands of re- 
conditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, 
Inc., 548 Broadway, New York 12, N. Y. 
GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
7-9 Waverly Place, New York 3, ; £ al 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full eqongreties to 
dealers. Commercial Card System, 135 Grand St., New York 13, N 
ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. Quan- 
tity of McCasky Production Panels. Commercial Card System Co., 135 Grand 
St., New York 13, N. Y. 
VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Write and tell us what Visible Equipment you need or have for sale. 
—- prices to Dealers. E. H. Heineman, 4 North Eighth St., St. Louis 1, 
0 





WANTED 


INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x6 size, 
complete with card holders. We are also interested in extra 8” Interna- 
tional card holders in any quantity. Advise what you have available. E. H. 
Heineman, Box 552, St. Louis 1, Mo. 

VISIBLE EQUIPMENT: 10—Ten drawer, 2—Fifteen drawer Kardex visible 
4x6 Fee excellent condition. Paxton’s, 207 E. Washington St., Blooming- 
ton, . 

WANTED—COIN COUNTERS and Coin Sorters; Abbott, Standard Johnson and 
Coin Audit. Hand and electric. Adding Machine Sales & Service Co., 1100 
Prospect Ave., Cleveland, Ohio. 

WANTED—New or used interchangeable 3x5, 4x6, 5x8 PLAIN AND DISC 
RULED INDEX CARD MACHINE. Must rule and rotary cut from rolls. Also 
used OHLM or ANDERSON FOLDER MACHINE. Send full details to T-209, 
care Office Appliances, Chicago 6. 

WANTED—MAIL-O-METERS. State condition and price. Arcade Office Ma- 
chine Service, 542 S. Broadway, Los Angeles 13, California. 

WE WILL PAY CASH for late model L. C. Smith-Elliott stencil cutters, A. B. 
Dick Mimeographs, Checkwriters and other office machines. Nettle Office 
Equipment Co., 37 Pearl St., Boston 10, Mass. 

WANTED TO BUY—Portland Tabbing Machine, complete with Dies. Address 
for complete details, T-210, care Office Appliances, Chicago 6. 

WANTED TO BUY surplus equipment of all types. Ready buyer. Columbia 
Trading Corp., 7 Waverly Place, New York 3, N. Y. 

FOR SALE—Multipost Stamp Affixer in good working order. Cheap. a -#. 
Howison, 9 W. Grace St., Richmond, Va. 

WANTED TO BUY—‘‘Brandt’’ Change Maker, or similar make. J. F. Howison, 
9 W. Grace St., Richmond, Va. 

ADDRESSOGRAPH models 1950-2700-F. 2B-F2E. Graphotypes G280 Pica, 
Elite A.C. Folder 58-A.C. Pitney Bowes F.S. D.C. Multigraphs—Model 66- 
P.LA. 7 roll Drums——Office Equipment Service, 120 Liberty Street, New 
York 6, N. Y. 

DICTAPHONES Model 12——Dictators & Transcribers Al condition. Burroughs 
Moon Model 7-1347989, also Model 2-1318893, both good working order. 
Saver & Wallingford, 83 Duane Street, New York NM. Ye 


MULTIGRAPH RIBBONS—and other wide inked ribbons remanufactured, also 
silk ribbons. New ribbons of all kinds in the reel. Dealer proposition. Lewis, 
413 West State, Milwaukee. 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Copies of patents shown here can be obtained Wt : == 
from the Commissioner of Patents, Washington, REE 6.905.900 2,576,086 2,374,198 
D. C., for ten cents each in cash, postoffice = | 
money orders or certified check. Stamps and 2,373,671 2,376,026 : a 


personal checks not accepted. 


2,373,671. Caleulater, Robert N. Feicht, Dayton 
Ohio. Application October 29, 1943, Serial No. 508,272 

















Granted April 17, 1945 } > .\ 

2,373,790. Manifold Register. Roy R. Smith, Jr Bee afr = 
Kansas City, Mo Application September 4, 1943 mA) - 

Serial No. 501,234. Granted April 17, 1945 fd 2» A: 

2,374,024. Sanitary Phone Attachment. Leon D o 4 2,376,278 2,374,301 
levy, New York, N. Y. Application June 22, 1944 a 2,374,350 
Serial No. 541,625. Granted April 17, 1945. = 

2,374,026. Envelope Construction. Martha McKeen, | 2,374,208 
Easton, Pa Application March 6, 1941, Serial No 
381,976. Granted April 17, 1945. 

2,374,039 Duplicating Machine. Roscoe R. Rock “ ee 
hill, Shorewood, Wis., assignor to Rex-O-Graph, Inc . it . nc 
Milwaukee, Wis., a corporation of Wisconsin. Applica wan’ | = , { » 
tion December 23, 1940, Serial No. 371,224. Granted fu . WET ns. a 
April 17, 1945 = | x opr a ate abe 

2,374,198. Inking Pad. Carl C. Harris, Orange i og tt 
Mass., assignor to Rivet-O Manufacturing Company | ; ;° = es 
Orange, Mass., a corporation of Massachusetts. Appli -- : oom 2,374, 395 2,376, 408 me 
— May, 27, 1942, Serial No. 444,692. Granted veins 2,374,658 —— 

pril 24, 1945 2,374,635 


2,374,202 Autographic Register. Pearl M. Hiles, 
Dayton, Ohio, assignor to The Standard Register Com- 
pany, Dayton, Ohio, a corporation of Ohio. Applica- 
tion January 21, 1942, Serial No. 427,629. Granted 
April 24, 1945 

2,374,275 Pay yg John Ertola, New York 











































N } Application April 22, 1944, Serial No. 532,225 . 
Grante “d April 24, 194 5 
74,333. Multiplying Calculator. Loring Pickering , “ 
Crosi man, Maplewood, N. J., assignor to Monroe Cal . 
culating Machine Company, Orange, N. J., a corpora y 
tion of Delaware Application April 29, 1941, Serial | 
No. 390,946. Granted April 24, 1945. ae 
2,374,350. Posture Chair. Walter F. Herold, Easton 2,376,706 2,374,927 
Conn., assignor to The Bassick Company, Bridgeport 
Conn., a corporation of Connecticut Application Octo - 
ber 1, 1941, Serial No. 413,139 Granted April 24 { | 
1945 aes a 
2,374,361 Autographie Register Machine. Howard ® 
W. Lewis, Newton Lower Falls, Mass Application i rT | 
February 4, 1944, Serial No. 521,099. Granted April | a ' 
24, 1945 “ « ¢a0 } : : | 
2,374,374. Multiplying Machine. Samuel A. Neidich, -= 2,378,135 2,375,188 
Ventnor City, N. J., assignor to Underwood Corpora- 2,374,965 2,375,619 
tion, a corporation of Delaware. Application December eae 
30, 1939, Serial No. 311,733. Granted April 24, 1945 
2,374,395 Binder. Lawrence J. Thoele, Chicago, 2,375,427 
Ill., assignor to Plastic Binding Corporation, Chicago 
Ill., a corporation of Delaware. Application April 19, anes, 
1944, Serial No. 532,011. Granted April 24, 1945 ae. oA ? 
2,374,402 Machine for Typewriting on Cartons. , " <*). 
Thomas C. Wornel, Cincinnati, Ohio, assignor to Un > i : a 
lerwood Corporation, New York, N. Y a corporation ¥ we f* . . , 
of Delaware Application November 29, 1941, Serial . — eee ad = eel ie [:. 
No. 420,903. Granted April 24, 1945 wtih, t a == 4s 
2,374,635. Loose Leaf Binder. (Clyde T. Cadwallader i J “lz 
Kenmore, Rs Y., assignor to Dorothy Cadwallader, 2,375, 582 cat Ba “ah | 
Kenmore, N. Y. Application May 18, 1944, Serial No ome, 4 ‘| 
536,136. Granted April 24, 1945 — 575, 804 Seraerr : } 
2,374,658 Shelf Construction. James FE. Bales . 
Aurora, IIL, assignor to Lyon Metal Products, Incor 2,375,826 2,375,726 
porated, Aurora, Ill a corporation of Illinois Ap : 
plication June 1, 1942, Serial No. 445,264. Granted . 
May 1, 1945 
2.374.695. File Folder. James B. Murray, Garden | ” aa: 
City. N. Y¥. Application May 17, 1944, Serial No. | Ca 
535,932. Granted May 1, 1945 = A Oras 
2,374,760 Calculating Machine. Vigo Waldemar y nage Pos “a % | ie hi 
Lindstein, Stockholm, Sweden, assignor to Svenska Kas =e oa of alas . y ' gies it 
saregisteraktiebolaget, Stockholm, Sweden, a joint-stock > Jf s —— , in 
company of Sweden Application April 22, 1940, Serial 75,770 i : ) 1a ia . 
No. 331,056. Granted May 1, 1945 “i eee wy a 2,376,241 
2,374,798 Envelope. eee Berkowitz, Kansas gx 
City, Mo.. assignor to Tension Envelope Corporation of | 
Kansas City. a corporation of Delaware Application seicihcaci 
August 3. 1942, Serial No. 453,321 Franted May | 
1945 | 
2,374,803. Nonmetallic Loose Leaf Binder and the | 
ng William C. Broadwell, Warren. Mass. Applica “ ake ao 
tion February 20, 1943, Serial No. 476,594. Granted ex a Z Mi 
May 1, 1945 (Oat -zy & I. 
2,374,84 Recording and Reproducing Apparatus. | ee ‘ . / Z 
Joh J Shively and Harry R. Van Deventer, New ” - aie \ | a { )) 
York, N. Y assignors to Telephone Answering and J - er A " 
Recording Corporation, New York, N. Y., a corporation ir’ : <4 sat 
of Delaware Application July 10, 1943, Serial No ee € 140,021 141,220 
194,132. Granted May 1, 1945. 2,376,268 140,913 
2.374,927. Coin Controlled Locking Device for Type- 141,084 141,268 
writers. Marlyn ©. Ford, Jacksonville, Fla. Applica 
tion July 30, 1943, Serial No. 496,795. Granted May 
1, 1945 | 
2,374,965. Accounting and Filing System. Herbert 
Weston New York, N. Y.; vested in the Alien Prop 
erty Custodian Application August 2, 1941, Serial No 2,375,666. Calculating Device. Mortier W. La Fever Delaware. Application August 25, 1943, Serial No 
105.130. Granted May 1, 1945 . Arlington County, Va Application May 28, 1943, 99,913. Granted May 15, 1945 
2,375,135. Automatic Composing Typewriter. Byron Serial No. 488,834. Granted May 8, 1945 
} Reynolds, Jackson. Mich Application March 20 375,726 Wooden Shelving. James E Sales DESIGN PATENTS , : 
1941, Serial No. 384,278. Granted May 1, 1945 Aurora, lll., assignor to Lyon Metal Products, Incor 140.913. Design for a Dictating Machine Cabinet. 
2,375,188 Drafting Pen. Harold H. Blake, Jr., porated, Aurora, I}l., a corporation of Illinois Ap Louis Z. La Forest, Parsippany-Troy Hills Township 
Burlingame, Calif Application October 16 1943 plication November 21, 1942 Serial Ne 166,40 Morris County, and Richard M. Somers, West Orange, 
Serial No. 506,507 Granted May 8, 1945 Grant ed_ May 8, 1945 N. J., assignors to Thomas A. Edison, Incorporated, 
2,375,419. Magazine Hammer. Edward Krantz, Chi 2,375,770 Fountain Pen. Arthur O Dahlberg, West Orange N. J., a corporation of New Jersey 
cago, 111.; Helen Krantz, administratrix of said Edward Sc arsd le, ee. Application November 19 1943, Application tei A 20, 1945, Serial No. 118,064 
Krantz, deceased, assignor of one-half to enry Serial No. 510,902. Granted May 15, 1945 Granted April 17, 1945 ra 
Torstenson and one-half to Valentine rea both af 2,375,942. Staple Puller. Harry W. Palmer, Spring 140.921. Design for a Calendar Base or Similar 
Chicago Hl Application March 14, 1941, Serial No field, Mass Application October 26, 1944, Serial No Article. Charles Vermann, New York, N. Y. Applica 
3249. Granted May 8. 1945 500,417 jranted May 15, 1945 tion oa 24, 1944, Serial No. 113,747 Granted April 
» 375,427 iti j 2,375,976 Listing Calculator. Loring Pickering 17, 19 ‘ 
Phiiip Mannin Dri ener tees ae Rh mee men Crosman, South Orange, N. J., assignor to Monroe i] si, Design for a Letter Opener. Edward K 
ton Rand In tuffalo. N. Y a corporation of Calculating Machine Company, Orange, N. J., a_cor- Madan. Maplewood, J. Application December qt, 
Delaware Application July 1 1943. Serial No poration of Delaware. Application August 7, 1942, 1944, Serial No, 116,790. Granted May 1, 1945. _ 
195. BGE Granted May 8. 1945 P Serial N $54,025. Granted May 15, 1945 141,213 Desion for a Casing for a Calculating 
9 Q7~ Kay Typewriting Machine. Achille Colomt 1 Extensible Suspension for Drawers and Machine or the Like. Newton S._ Leichter, Beverly 
oy Sate " Ranttaatien acd ane Lf 5942. the Like. James R. Clark, Rochester, N. Y.. assignor Hills, Calif., assignor to Clary Multiplier Corpora- 
Serial No. 458.496. DP : Ma Pods. ’ - to Yawman and Erbe Mfg. Co., Rochester, N. Y a tion, Los Angeles, Calif., a corporation of California 
sheen Rit .  Grantec ay ©, ~s ve corporation of New York. Application August 15, 1941 App lication March 13, 1945, Serial No. 118,473 
2,375,582. Sheet a Loose Leaf Book Pages. William Serial No. 407,035. Granted May 15, 1945 Granted May 15, 1945 
P. Pitt, Union, J. Application March 1, 1944, 2 241. Card Positioning Means. John T. Ferry 141.220 Design for a Tape Dispenser. Harry 
Serial No. 524,569. Granted May 8, 1945 trooklyn, N. Y., assignor to Remington Rand Inc Preble, Jr., New York. N. Y assignor to Interna 
2,375,594 Accounting Machine. Pascal Spurlino, Buffalo, N. Y., a corporation of Delaware. Applicatior tional Plastic Corporation. Morristown, N. J., a cor- 
William M. Carroll, Arthur R. Colley, and Alfred G March 3, 1944, Serial No. 524,935. Granted May 1° poration of Illinois Application December 14, 1944 
Kibler, Dayton, Ohio, assignors to The National Cas! 1945 Serial No. 116,901. Granted May 15, 1945 
Register Company Dayton, Ohio, a _ corporation of 2,376,268 ga Business Machine. John |! 141,268. Design for a Desk Calendar Unit. Thomas 
Maryland Application January 30, 1941, Serial No Ostline, Chicago ll assignor to Automatic Electric W. Norris, Milwaukee, Wis. Application November 22, 
76 O71 Granted May 8, 1945 Laboratories Ine Chicago, 1 a corporation of 1944, Serial No. 116,487. Granted May 15, 1945 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 





Remington Rand, Inc., Buffalo, N. Y¥Y.—Remington Rand production set 
a record for the fiscal year ended March 31, 1945, James H. Rand, Jr., 
chairman and president, said in a preliminary report to directors. 

While preliminary figures indicate that the annual report will show net 
sales of $133,000,000, a slight increase over the previous year, this amount 
does not fully reflect the extent of the company’s operations, Mr. Rand 
said. 

“War materials having a value of approximately $31,000,000 were pro- 
duced in Government-owned plants operated on a management fee basis, 
and war products estimated at $18,000,000 were manufactured by partly 
owned companies with the engineering and manufacturing assistance of the 
temington Rand organization. Thus the resulting over-all production for 
the year reached $182,000,000, an increase of nine per cent over the corre- 
sponding figure of $166,808,877 for the previous year.” 

Preliminary net income of $5,200,000 was equivalent to $2.46 per share 
on common shares outstanding after giving effect to the issuance of the 
stock dividend on April 2, 1945, and the reduction in preferred dividend 
requirements brought about by the call and purchase of 82,457 shares of 
preferred stock for redemption during the year. This compares with net 
income of $4,342,870, or $2.01 per share, on the common shares outstanding 
at the close of the previous fiscal year. 

Of total production for the year, about 38 per cent represented deliveries 
of Remington Rand business machines, record control systems and office 
equipment authorized as essential to the war effort.—GET 


Eversharp, Inc., Chicago, I1l._-The consolidated net income of Eversharp, 
Inc., and its Canadian subsidiary in the fiscal year ended February 28 was 
$1,009,148, or $5.90 a share, Martin L. Straus IJ, president, reported May 
3. Profit in the preceding fiscal year was $465,844, or $8.10 a share. 

Sales for the year were approximately 133 per cent larger than in the 
preceding year, President Straus said, and in the first two months of the 
current fiscal year sales were approximately 60 per cent above the cor- 
responding period in 1944. (Chicago Tribune, May 4.) 

Eversharp stockholders in annual meeting May 15 approved an_ in- 
crease in the authorized common stock from 200,000 to 500,000 shares and 
a split of the outstanding shares on a two-for-one basis, increasing the 
total from 165,000 to 330,000. Stockholders voted to surrender pre-emptive 
rights to subscribe for any additional stock issued by the company. A 
quarterly dividend of 30 cents on the 330,000 new shares of common and a 
regular quarterly dividend of 25 cents on the preferred were declared. 
Directors said extra dividends would be declared when earnings and busi- 
ness conditions warranted. 

Net sales of Eversharp in the first 2% months of the current fiscal year 
which started March 1 were approximately 65 per cent above the cor- 
responding period a year ago, Martin L. Straus II, president, said. 


International Business Machines Corp., New York, N. Y¥.—Net profit of 
International Business Machines Corp. and subsidiaries for the three 
months ended March 31, as reported April 20, was $9,726,437 before pro- 
vision for U. S. Federal and Canadian income and excess profit taxes. This 
compares with net profit of $9,654,529 for the corresponding 1944 period, 
an increase in net profit of $71,908 before taxes. 

After providing for estimated taxes (including $5,858,000 excess profit 
taxes after deducting post-war credits of $689,100) the net profit for the 
three months of 1945 was $2,517,647, representing an increase of $22,808 
over the net profit of $2,494,829 reported for the first quarter of 1944. In 
1945, the company added 54,482 shares through a stock dividend, making a 
total of 1,145,926 shares of stock outstanding on which the net profit for 
the first quarter of 1945 was equivalent to $2.20 a share. 

“Net profits as reported above are subject to review by the War Con- 
tracts Price Adjustment Board, but the net profits as stated are after 
provision for voluntary re-negotiation of war contracts made with the 
United States Government computed in the same manner as was accepted 
by the Government for the year 1943,"’ President Thomas J. Watson stated 
in his report. 


W. A. Sheaffer Pen Company, Fort Madison, lowa.—_Net earnings reported 
by W. A. Sheaffer Pen Company in its fiscal year ended February 28 were 
$1,104,160, or $7.07 a share, compared with $1,132,650 or $7.09 a share, com- 
puted after setting aside $225,000 for post-war adjustments in the pre- 
ceding fiscal year. No contingency provisions were made in the 1945 fiscal 
year. (Chicago Tribune, April 29.) 


Parker Pen Company, Janesville, Wis...The Parker Pen Company and 
its Canadian subsidiary earned $1,294,891, or $6.82 per share for the year 
ended February 28, 1945. This compares with $1,105,139, or $5.70 per 
share, for the corresponding period ending February 28, 1944. Both figures 
ire subject to renegotiation. (Chicago Daily News, May 8.) 





NEW TRADE LITERATURE 








Ralph C. Coxhead Corporation, New York, N. Y., has issued a new 
booklet of interest to all concerned with economies in office administration 
and entitled ‘‘Vari-Typer, a New Tool for Business."” The booklet describes 
the Vari-Typer composing machine which writes in over 600 different 
types, including modern foreign languages, as ‘‘one of the most important 
tools for American business developed in recent years.’’ The increasing 
popularity of the machine is ascribed to the paper work economies which 
it effects. The 16-page booklet, i'lustrated in color, contains complete 
information on how to use Vari-Typer, and reproductions of Vari-Typed 
work. A copy may be obtained by writing on business letterhead to the 
talph C. Coxhead Corporation, 333 Sixth Avenue, New York 14, N. Y. 


The Bureau of Economic and Business Research at the University of 
Illinois announces the publication of a 44-page booklet entitled, ‘“‘Should 
I Start My Own Business?”. The booklet carries chapters on Why Start 
a Business?, Qualifications for Operating a Business Successfully, Finding 
and Evaluating Opportunities, and so on. It is designed especially for 
G.I.’s or others who are considering bank loans for business ventures. 
Requests for this free publication should be sent to the Bureau of Economic 
and Business Research, 205 Commerce Building, Urbana, Ill. 
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BUSINESS OPPORTUNITIES 





Wanted Abroad 


Liege, Belgium, Dealer Seeks to Re-establish Connections—Backed by 
40 years of experience in selling and servicing office machines, Leon Gaspar, 
15 Rue Chestret, Liege, Belgium, again wants to establish relations with 
United States manufacturers. At the present time he is seeking agencies 
for American-made electric calculating machines and typewriters. Other 
office machines will eventually interest him. 


Office Supply Lines Sought in Cuba.—Acosta-Nussbaumer Trading Com- 
pany, S. A., Cuba 222, Havana, Cuba, desires to import and distribute 
otlice supplies, appliances and equipment and asks that the name of the 
company be referred to any United States manufacturer interested in 
introducing his products in Cuba. 


Bulgarian Firm Ready to Serve—Jordan Ivan Boyadjieff & Sons, Belt- 
cheff 39, Sofia, Bulgaria, is in a position to establish business relations 
again in Bulgaria with American producers of office appliances. This old 
firm, established in 1881, reports renewed confidence in American goods, 
although they have not been imported during the past six years. 


Colombo, Ceylon, Firm Desires American Lines._W. D. E. Bastian of the 
firm of W. E. Bastian & Co., 23 Canal Row, Post Office Box No. 10, 
Colombo, Ceylon, former agents for the Royal Typewriter Company in that 
island, writes that he is interested in several American lines if he can 
procure them. Bastian specializes in office equipment and stationery. 


Jerusalem Firm Seeks American Contacts. The firm of M. Toucatly & 
Company, Post Office Box 396, Sansour Building, Ben Yehuda Street, Jeru- 
salem, would appreciate contacts with American office appliance manu- 
facturers interested in the export of their products to Jerusalem and 
neighboring countries. 


Firm in Mexico Desires Trade Literature.__Frederico Beyer V., Aldama Y 
Tercera No. 301, Chihuahua, Chih., Mexico, is interested in receiving descrip- 
tive catalogs of office appliances manufactured in the United States and 
states he will be in the market for large quantities of such supplies . 


Firm in Athens Interested in Imports. E. P. Karageorges, General 
Agencies, Leocharous Street 6, Athens, Greece, is interested in the im- 
portation of American lines of office appliances and stationery articles and 
asks for offers of representation and catalogs. 


Wanted at Home 


Trade Literature Wanted by Lewis Business Furniture Company. —Ileury 
J. E. Block, sales manager of Lewis Business Furniture Company, 1218 
Madison Avenue, Toledo 2, Ohio, would appreciate receiving catalogs from 
factories having items his company could distribrte. In addition to office 
furniture and shop equipment, the concern is adding a complete line of 
business systems, including any new efficiency items developed by the 
manufacturers. 


Expanding Georgia Firm Wants Catalogs, Contacts...S. W. Carter, 207 
East Central Avenue, Valdosta, Ga., is now expanding into a general office 
supply business after having operated a Remington Rand agency in Val 
dosta for the past five years. Wishing to handle a more complete line of 
ready stock, he desires to establish contact with various wholesalers and 
have his name placed on their catalog mailing lists. 


David A. Hendler Seeks Products tor New Business..-Now managing his 
own business in office furniture, factory seating service and office planning 
counsel, David A. Hendler desires to contact interested parties for the 
handling of their products. The address is 3835 Wilshire Boulevard, Los 
Angeles 5, Calif. 


Expanding !daho Firm Seeks Trade Literature...The Electrical Appliance 
Service, 405 Sherman, Coeur d'Alene, Idaho, is expanding to a complete office 
appliance business and desires catalogs on office furniture, file cabinets, 
lamps, smoking stands, trays and other office items. 


= 


WATCH YOUR POST-WAR CREDIT 


At the close of the last war many dealers were plunged into difficulties 
because inventories accumulated for the satisfaction of increased de- 
mands during the war could not, upon the cessation of war, be liquidated 
with sufficient rapidity to keep pace With accruing commitments. 

While this same condition is unlikely to be repeated in as great a 
measure, the manufacture of many substitute products and the poorer 
quality of many standard products holds further danger. Upon the 
cessation of war and the resumption of manufacture of the genuine 
product, many a dealer will find himself with goods which he is unable 
to liquidate, with the result that he will find it impossible to pay his 
bills unless he has been prudent and fortified himself with cash reserves 
to serve as a shock absorber against such possibilities. 

Today the merchant who has earned substantial profits must pay, by 
the way of taxes, a very considerable portion of his operating profits, with 
the result that his capacity to accumulate reserves is materially reduced. 
This circumstance makes it increasingly necessary that greater care he 
exercised in planning against the suddenly changing conditions which 
will follow when the war ends. 

As we approach the post-war period, with its possibilities of slow re- 
conversion, credit men should think even more of diligently employing 
the basic fundamentals of credit. They should reappraise their accounts 
and see whether, under changing conditions, these accounts will be able 
to meet credit requirements. As for the new account, it should be given 
even greater scrutiny than ever before. 

(Weekly Bulletin of the Stationers and Publishers Board of Trade) 
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WAR LOAN 





OLD GLORY FLIES ON IWO JIMA.—Before that goal was reached 4,100 
American boys gave their lives, and almost three times that number were 
wounded. Because it symbolizes the superhuman efforts of our fighting men 
on all fronts, because it represents their unflagging and invincible courage, 
this picture most fittingly strikes the keynote for the Mighty Seventh War 
Loan, May 14 to June 30. Half of our great military task is completed. To 
proceed from V-E Day to V-J Day will take time, heroic and backbreaking 
effort, overpowering equipment. Millions of fighting men—freshly out- 
fitted and equipped—will have to be moved from Europe halfway around 
the globe. More of everything will be needed. More B-29’s. More tanks, 
half-tracks, jeeps and trucks. More rocket mortars, airborne radar. To 
meet the monetary cost of war is relatively easy. The sacrifices necessary 
to buy extra War Bonds pale into insignificance in the brilliant light of the 
oblations of our men on the fighting fronts. Every bond you buy helps shorten 
the war, reduces their sacrifice, speeds the day of Victory in the Pacific. 
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hnow Your Profit Monthly 


operations is considered only 
annually or semi-annually by 
most office appliance dealers. In 
pre-war days this was poor busi- 
ness practice, but it did not hold 
the hazard it does today because 
conditions were more stable be- 
fore Pearl Harbor. Today, and in 
the post-war tomorrow, the dealer 
should know where he _ stands 
monthly if he expects to keep out 
of trouble. A recent survey indi- 
cated that 80 per cent of retailers 
do not make such compilations 
but are content with statements 
prepared over a longer period of 
time—from three to 12 months— 
very often the latter. 


Our war economy and the post- 
war period apparently not far off 
bring monthly profit and loss 
statement analyses into sharp 
focus. War restrictions (some of 
which may be carried over to the 
post-war period), reconversion 
problems, the transition of war 
workers from war production to 
civilian output, unemployment for 
some persons, lower wages, heavy 
investments in War Bonds that 
may or may not be cashed after 
war’s end to buy desirables not 
obtainable during the war or to 
make up a reduction in income, 
the heavy post-war investment in 
modernization by progressive busi- 
nessmen, the marketing of new 
products, the introduction of new 
processes that may revolutionize 
production methods, the returning 
soldier who won’t sell apples this 
time, high taxation, post-war gov- 
ernmental expenditures to keep 
unemployment in low—these and 
many other factors are certain to 
create a condition of instability 
even greater than that experi- 
enced during the war. 

When one is in good health, lit- 
tle does he need watching; but 
when illness comes, then his 
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physical condition needs close at- 
tention. In normal times things 
run rather smoothly, so that the 
analysis of operating figures may 
be let slide without serious results. 
But the instability that will en- 
gulf all businessmen for some time 
to come is an unwholesome condi- 
tion that must be watched care- 
fully by means of monthly 
analyses of the profit and loss 
statement. To wait for semi-an- 
nual or annual statements these 
days will more than likely robot 
a business. We have pointed this 
out in print a number of times, 
but our field studies indicate that 
too many office appliance dealers 
still persist in dangerous long- 
term analysis. 


Objections Answered 


In discussing this matter with 
dealers, we have discovered cer- 
tain reasons why they by-pass the 
monthly statement and will an- 
swer their objections here. One 
main reason, say dealers, is the 
necessity for taking inventory 
monthly. The majority of dealers 
who talk this way have no stock 
control system, which will be es- 
sential to profitable management 
in the post-war period when prices 
may fluctuate widely at times. 
Whether prices will go up or down 
after the war, no one knows. For 
a while after the last war, prices 
dropped, then went up. Some au- 
thorities state that our productive 
efficiency has been increased so 
much due to the stress of war that 
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we won’t have inflation, that 
prices should decrease instead of 
increase. Others say the opposite. 
The OPA asks for price control 
after the war. Many businessmen 
oppose it. 

With these and other conflicting 
demands and _ opinions _inter- 
mingled with the hectic atmos- 
phere and mad scramble of the 
post-war economy, it is quite obvi- 
ous that the dealer must keep 
close track of the purchase prices 
of re-sale goods, turnover, and 
the comparative salability of re- 
sale items, particularly the new 
products offered. He can’t afford 
to be heavily laden with lines that 
experience a big cut in price. He 
should know about how much 
stock is needed to keep post-war 
business moving at a maximum- 
profit level. He can’t depend upon 
pre-war figures. An adequate 
stock control system is the medium 
that will provide such vital infor- 
mation and supply him with a 
quick inventory figure on mer- 
chandise cost for his monthly 
profit and loss statement. Every 
six months he may take a physical 
count, adjusting his stock records 
and book figures with the actual 
inventory. 


More Monthly Estimates Needed 


Even without stock control, the 
dealer can prepare a profit and 
loss statement monthly, although 
the result will be more of a “guess- 
timate.” The procedure involves 
going back to the last statement 
and computing the cost of sales, 
using this percentage to sales on 
the current statement. The result 
will be the margin earned on mer- 
chandise sold during the month. 
Although this will not give the 
profit to the dollar, the result is 
accurate enough to show compar- 
ative profits trends monthly. Then 
when inventory is taken subse- 
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quently, the margin percentage to 
use on subsequent statements is 
the margin percentage on the 
statement prepared at that time 
and it is not changed until in- 
ventory is taken again. It would 

e better if inventory could be 
taken quarterly until stability re- 
turns. Some dealers may have no 
trouble doing this. 

Another reason why dealers do 
not prepare profit and loss state- 
ments monthly is their difficulty 
in prorating expenses. The inven- 
tory figure at the end of a period 
takes care of the cost of sales; no 
prorating is necessary. But over- 
head must be prorated for the 
period to get an accurate net 
profit and this allocation must be 
consistent. Some dealers prepare 
monthly statements but disregard 
this allocation or they change 
the set-up each month. The re- 
sulting figures are seldom worth 
while and make it impossible to 
compare profit month-by-month, 
which is an important essential of 
business analysis. 

Some dealers prorate only fixed 
expense, such as depreciation and 
mortgage interest, not realizing 
that certain variable items also 
should be prorated, particularly 
salaries and commissions. If the 
month ends on Wednesday and 
pay day is the following Saturday, 
the outgoing month should be 
charged with pay roll up to Wed- 
nesday. Otherwise, the net for 
that month will be inflated with 
the net for the next month, when 
the bill is paid. For some dealers, 
a three-day pay roll not charged up 
may Swell the net profit to twice 
its proper size. On such expenses 
as light, water, incoming freight 
and express, telephone, traveling 
expense, rent, store supplies, de- 
livery expense, dues and subscrip- 
tions, heat and office expense, the 
charges are made “as is” monthly. 
Taxes, mortgage interest and 
other interest paid, insurance and 
depreciation are prorated 1/12 of 
the yearly expense per month. 
Salaries and commissions are pro- 
rated according to the amount 
due, but not yet paid, as of date 
of statement. 


Expenses Should Be Prorated 


Legal and accounting services, 
if high, should be prorated month- 
ly, or, in cases of extraordinary 
expense, direct to net worth. Ad- 
vertising expense may be charged 
to the month used, or spread 
over a period of time if an ex- 
tended advertising campaign is 
under way. Repairs are usually 
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charged to.the month incurred, 
but if high and effecting a big cut 
in net profit, this expense should 
be taken into consideration when 
analyzing results. It is difficult to 
prorate repairs because, unlike in- 
surance or taxes, they do not cover 
any set period. 

Extraordinary repairs are some- 
times charged to net worth. For 
example, if a dealer is insured for 
$10,000 and fire causes an $11,000 
loss, it would be manifestly unfair 
to charge net profit with the 
$1,000 shortage in any month or 
over the year. The charge should 
be to net worth. Likewise, if the 
dealer writes off $500 in bad 
debts it would obscure compara- 
tive analysis to charge monthly 
profit with this expense without 
making an allowance for same. He 
may charge net worth, although 
he would be permitted to deduct 
this aS an expense on his income 
tax return in the year it was as- 
certained worthless. The method 
oi prorating bad debts is to set up 
a reserve for this expense, com- 
puted as a percentage of credit 
Sales, the usual percentage being 
the average bad debt loss to sales 
for the past three years. In this 
way the expense is divided evenly 
over the months. Bad debt losses 
are charged to the reserve, not 
to profit and loss. Social security 
taxes should be prorated on the 
basis of pay roll for the month. 


Don’t Record Allocations 


It isn’t necessary to record these 
allocations in the books because 
that would mean excessive record- 
ings. Compute them on a separate 
piece of paper and then enter 
them on the statement. However, 
at the end of the year, the annual 
statement should be prepared as 
per the books and allocations en- 
tered. In some cases, such as de- 
preciation, this expense will be 
closed out to profit and loss in 
full. In other cases, such as in 
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insurance, there may be a Carry- 
over to the next year. For ex- 
ample, if insurance premiums 
were paid in March, 1945, for one 
year, then on December 31, 1945, 
when the annual statement was 
prepared, the dealer would have 
had three months’ unexpired in- 
surance paid for, covering Janu- 
ary, February and March of 1946. 
Hence, the books should show a 
deferred asset for this payment. 


Don’t Overcomplicate Plan 


The dealer can carry prorating 
too far. For example, a purchase 
of stamps may last two months. 
Theoretically, this expense should 
be allocated over two months, but 
it is so Small that full charge to 
the month of outlay is more prac- 
tical. Likewise, the dealer may buy 
ten tons of coal in March to heat 
his store for the current year. 
Here, too, the charge should be 
allocated over 12 months, but un- 
less the bill is large and may dis- 
tort profits it is usually charged 
to the month of purchase. The 
dealer must use his common sense 
in prorating. Always keep re- 
cordings as simple as possible, al- 
though accurate and comprehen- 
sive, and use the same method of 
prorating at all times. 

Some dealers assume _ that 
monthly profit and loss analysis 
will involve costing procedure, also 
pricing. It will simplify these 
business chores and assure greater 
accuracy. In pricing, the overhead 
is a percentage calculation based 
upon prior-period figures. If the 
prior period goes back six months 
or a year, the overhead percentage 
used in costing or pricing may be 
“off the beam” because the burden 
may have increased or decreased 
since then. By means of a month- 
ly statement, the overhead ratio 
for the prior month may be used 
on current operations. For ex- 
ample, suppose the dealer pre- 
pared a profit and loss statement 


-in June, 1945, finding overhead 35 


per cent of sales. He uses this 
percentage in pricing sales in De- 
cember of 1945. Then he prepares 
another profit and loss statement 
and finds that overhead is 40 per 
cent of sales. He short-costed his 
Sales five per cent in December 
and perhaps for the prior July— 
in other words, when the over- 
head expense increased. 

In more stable times, such de- 
fiections are less likely. But today 
and in the post-war tomorrow, 
costs will fluctuate with great fre- 
quency and with more or less wild 
abandon. Hence, the dealer must 
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Keep his figures under his spec- 
tacles continually. Monthly profit 
and loss analysis is not difficult, 
even for the small dealer. In this 
article we have given the main 
difficulties experienced by office 
appliance retailers and we feel 
sure that our unraveling of these 
mysteries will be helpful in the 


preparation of the monthly state- 
ments essential to profitable op- 
eration. Keep monthly statements 
in a loose leaf binder for easy 
reference. 

The dealer who loses money 
doesn’t go in the red because he 
wants to do so, but because he 
doesn’t know he has hit the crim- 


Are You Satisfied With 


By HARRY J. DeBURGOS 


Division Manager, 

Allied Carbon & Ribbon 
Manufacturing Corporation, 
New York, N. Y. 


OU MAY or may not be Satis- 

fied with your present sales 
volume, depending on what the 
profit and loss statement discloses 
But irrespective of what it may in- 
dicate, are you taking full advan- 
tage of your sales potential? 

Is your sales volume what it 
should be? How can one know? 
Of course, we know that by study- 
ing a profit and loss statement we 
can determine whether a business 
is operating successfully or not. 
However, it will not indicate 
whether you have taken advantage 
of all your sales possibilities. 

There are a number of things a 
store owner can do if he is inter- 
ested in bringing his sales volume 
close to the saturation point. 

In this connection, how many 
of the following questions can 
you answer in the positive? 

1. Are you carrying quality lines 
which, when sold, have a reason- 
able chance of repeating? 

No dealer can exist without re- 
peat sales. 

2. Do you have a neat attrac- 
tive store wich is likely to leave a 
good impression on a v's:tor? 

First impressions are usually 
lasting ones. Why not make a 
good impression? 

3. Have you taken full advan- 
tage of your space to display your 
merchandise attractively? 

A store in which merchandise 
is properly shown will often make 
the caller inquire about and buy 
items which he had no intention 
of doing when he walked in. 

4. Are you taking full advantage 
of your windows? 
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Interesting and attractive dis- 
plays will induce pedestrians to 
stop and, in many cases, to walk 
into your store. Window displays 
should be changed periodically. 

5. Is your sales personnel trained 
to handle customers courteously? 

This is very important. Proper 
or improper handling of cus- 
tomers will leave a lasting impres- 
sion and will usually make the 
difference between the cus.omer 
calling back or not. 

6. Do your sales people know 
their stock well? 

Do not overlook this important 
point. Many sales are lost because 
the salesman is not fully ac- 
quainted with your stock. 

7. Do you hold sales meetings 
regularly? 

Selling in a store is not: simply 
a question of giving a caller what 
he asks for and then ringing up 





son. He doesn’t know he’s in the 
red because he doesn’t get the bad 
news in time. A monthly profit 
and loss statement, properly com- 
piled in line with the directives 
outlined above, will flash trouble 
quickly so that the dealer can 
apply correctives before the loss 
grows heavy. 


Your Sales? 


the cash received. Sales personnel 
should be trained to suggest other 
items. As an illustration, if you 
are having a “special” on one of 
your items, it should be called to 
the attention of each customer or 
prospect who walks in. This will 
result in increasing the unit sales. 

8. Do you give your sales per- 
sonnel an inducement to increase 
their sales? 

An extra commission or a bonus 
arrangement will do much to in- 
crease Sales effort on the part of 
your Staff. 

Answer these questions honestly. 
They will help you check the ef- 
fectiveness of your merchandising 
operations. 

If you are not satisfied that you 
are taking full advantage of your 
possibilities, why not put some or 
all of these suggestions into op- 
eration for greater sales and 
profits? 














"eS 
INNE R(W®) CIRCLE 











MUCH-TRAVELED EXECUTIVE: Edwin Renall 
Manning, vice-president and sales manager of Stein Bros. 
Manufacturing Company, Chicago, has been staying close 
to home during the war days but he has memories aplenty 
of experiences gained in traversing nearly all of the 48 
states and making seven transatlantic voyages. He spent 
nearly five years in England, France, Spain, Germany and 
Holland. Incidentally, he was born in Brooklyn, N. Y., and 
doesn’t apologize for it. His first job was in the luggage 
and leather goods business with the Innovation Trunk 
Company of New York, originators of the wardrobe trunk. 
He was one of the organizers of the Luggage and Leather 
Goods Association, of which he was president in 1936, and 
he directed the expositions of the association at the Palmer 
House in Chicago for many years until the war ended the 
shows. Mr. Manning collects antique leather-bound books, 
old candlesticks and lamps. He freauently works from 
7 A.M. until 7 P.M. and thrives on the labor. He tells Jewish 
stories in dialect and is proud of the fact that his father 
was born in Ireland. 
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Merchandising Filing Equipment and 


Supplies 


By J. £. (GENE) DONAHUE 


General Manager, 
The C. F. Denzer Company, 
Sandusky, Ohio 


the writer, is a much over- 
worked, maltreated word. Whata 
terrific punishment it has taken, 
but also, for those who have 
studied its meaning, and applied 
its many principals and practices, 
it has been their biggest asset. 
That statement holds true in the 
range from the small one-man 
business to the large chain store 
organization. Merchandising, good 
or bad, is the word of today, yes- 
terday and tomorrow. It seems to 
be the answer to all phases of re- 
tail selling. 

Be that as it may, there are a 
few manufacturers’ lines included 
in the average stationery and 
office supply store which, limited 
by the management to strictly 
merchandising practice, will defi- 
nitely be a liability and not an 
asset. One of the most prominent, 
to. say nothing about the most 
promising and profitable, is filing 
equipment and supplies. 

Now, don’t get me wrong—there 
is a definite need for strictly mer- 
chandising methods and ideas in 
the stationery store for filing sup- 
plies and equipment. But there is 
also a definite line which should 
be drawn where merchandising 
ceases and the professional, or, as 
I like to call it, the counselor 
service type of selling, becomes an 
absolute necessity. This depends, 
of course, entirely on the ambition 
and desire of management to 
grow. If you are satisfied that dis- 
play of a eomplete window once 
in a while is all you need to do 
a job with filing equipment and 
supplies, I say you are standing 
still. 

After 20 years of close contact 
with the agent, dealer, and last, 
but very far from the least, the 
consumer or customer, I should 
know some of the answers. You 


—_ pasiraentnagprea it seems to 
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see, my job was to get results 
through the dealer. I have sug- 
gested, planned and installed dis- 
plays and departments, and held 
sales meetings. I have criticized— 
yes, even “cussed”—the dear deal- 
er or stationer. Now, I am behind 
that proverbial eight-ball — be- 
cause a year and a-half ago I be- 
came a dealer and I found out 
plenty I didn’t know. 


Ideas from Experience 


What has this to do, you ask, 
with the subject “Merchandising 
Filing Equipment and Supplies’? 
It is simply this—I now realize 
and appreciate the many prob- 
lems the average dealer has. Any 
suggestions, remarks, or criticisms 
following are not just theory, but 
ideas derived from experience in 
selling and helping the dealer. 

First, let’s consider filing sup- 
plies. Just how far can you go in 
merchandising this line? A defi- 
nite location should be allotted for 
an open display of what is known 
as the stationers line, which is 
catalogued and priced by most 
manufacturers separately. This 
should include samples of card in- 
dex outfits, straight A to Z sets of 
index guides in various sizes and 
colors, everyday files, perforators, 
expanding file pockets, and so 
forth. All of you know the items I 
refer to and you have them in 
stock. The average small office re- 
quirements are taken care of by 
the office girl dropping in your 
store. My point is they should be 
openly displayed and covered at 
night to keep them clean. 

The many special display cases 
which clutter up the store, base- 
ment and warehouse of the dealer 
represent the honest merchandise 
efforts of the manufacturers to 
help themselves and the dealer. 
Many of these special displays 
cost the dealer only the price of 
merchandise included. When they 
are received they are put in a 
prominent spot in the store. Then, 
gradually, they are moved back 
and back to make room for some- 
thing else. Since 1940, of course, 
there have been few, if any, dis- 
play cases produced. But the post- 
war period is coming and no doubt 
the manufacturers are planning 
right now along these lines. 

Every dealer’s requirements are 
different only in regard to avail- 
able space. In my humble opinion 


there is only one way to display 
this merchandise in order to do a 
job of merchandising—a large 
counter or series of counters spe- 
cially built to meet the individual 
store space. The counter top 
should be lower than counter 
height and have at least two 
shelves mounted on top to give 
more open display space. Feature 
this display with your windows 
and tie it in with your advertising. 
Make this display (and this is 
very important) strictly a mer- 
chandising one, but use signs with 
suggestions and train your clerks 
to ask questions as to customers’ 
particular problems. Try, through 
recordkeeping, to increase that 
unit sale by selling system service. 

Here is where, in my opinion, 
many stationery dealers who are 
very smart merchandisers miss a 
big bet. Another entirely separate 
display or department should be 
set up and made a definite part 
of your office furniture and filing 
cabinet department. This should 
be called, advertised, and referred 
to as your office systems de- 
partment. Here should be model 
demonstrating setups covering 
alphabetical, numerical and geo- 
graphical systems for correspond- 
ence, invoices payable and receiv- 
able—all letter size. Never use a 
straight A to Z, but a breakdown 
of the alphabet—i.e., sets of 80 
and 120. Whichever manufactur- 
er’s system you are using makes 
very little difference. Set the sys- 
tems up complete with labels on 
folders, typewritten in caps. Use 
various colors of labels to demon- 
strate the flexible possibilities of 
the systems. Also set up a few card 
index systems filled with card 
forms, again using 40 to 80 sub- 
divisions so you can quickly and 
efficiently demonstrate the high 
cost of intangible time wasted be- 
cause of lack of proper indexing. 
Time costs money and if you are 
loaded with demonstrating sys- 
tems and intelligent analysis of 
your customers’ or prospects’ re- 
quirements you can prove it. These 
methods will bring you good will, 
larger unit sales and profits and, 
most of all, will keep competitors 
out. 


Don’t Spurn Visible Systems 


In this demonstrating display 
don’t overlook your visible sys- 
tems, both book and cabinet. 
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Here again don’t just throw a 
couple of books on a table. Make 
up some cards and sheets covering 
suggested forms for stock records, 
purchase records and mailing 
lists. Be sure, however, in selling 
or suggesting visible systems to 
study and analyze your applica- 
tion. The sale of visible systems 
can bring you plenty of grief if 
you sell them along the lines of 
least resistance. 

If you have read this far you 
may be saying, Yeah! but all this 
takes time, money, space, study, 
help and system training. We 
haven’t the help! Period. It’s me 
who knows all about it! Believe 


me. But did you do it when you 
could get plenty of help? There 
will be a day, I hope not too far 
off, when we can again obtain 
intelligent, hardworking, resource- 
ful employees. Merchandise will 
be forthcoming; regimentation in 
operating your business will be 
eased up and, I hope, eliminated. 
Can you imagine then how busy 
you are going to be? So, it’s the 
writer’s firm conviction that now, 
regardless of what it takes, is the 
time to do a lot of planning and 
take definite steps to get your 
share or more of the filing equip- 
ment and supply business. 

I hardly think that when OFFICE 


APPLIANCES requested me to con- 
tribute this article they had in 
mind any help or solution to our 
present day merchandising or 
selling problems—for there is no 
solution or help. Most, if not all, 
of us can’t come anywhere near 
fulfilling our demands or orders— 
so what? Are we going to wait 
with our thinking and plans until 
the day is here when we must do 
some high-class selling to get our 
office systems department set up? 
No! Have it all set to fit in the 
equipment when obtainable so you 
can go out, bring your prospects 
in and show them you practice 
what you preach. 


Method in Selling as Well as in the 
Filing System Sold 


By A. J. GUNDERSON 


President, 
Meffert Office Supply Co., 
Louisville, Ky. 


E ALL REALIZE the need ot 
Wsine different selling meth- 
ods in a period of merchandise 
scarcity such as we know today. 

With a scarcity of folders, filing 
indexes, vertical filing cabinets, 
supplies and other filing devices, 
a supply house must plan some 
method of taking care of his cus- 
tomers. 

We have built up a prospect file 
and a back order file to cover 
prospective sales of filing supplies 
and devices which seem to arrive 
at very uncertain intervals and 
also in very uncertain quantities. 

Last July, when we were in- 
formed there would be a very seri- 
ous shortage of filing folders, we 
Started to solicit filing folders for 
December and January business. 

We informed our customers of 
the seriousnes of the paper situa- 
tion and recommended they reuse 
as many filing folders as possible 
and, at the same time, give us 
immediately an order for their 
minimum requirements for the 
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coming six months. These orders 
were taken as “futures” on a basis 
that when the folders arrive they 
would be set aside in the cus- 
tomer’s name until called for dur- 
ing this six-month period. 

It was comparatively easy for 
the salesman to Sell these folders 
on this basis and we found it 
much easier to locate the supply 
by having our orders go to the 
manufacturer at a time when he 
was building his inventory prepar- 
ing for his busy season on this 
product. 


Matching Inventory to Demand 


With this as a backlog of in- 
ventory, which we must produce 
to serve our customers, we started 
out to accumulate from every 
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point possible an inventory of file 
folders of 100 per cent in excess 
of the orders we received. 

We, of course, had a fairly good 
perspective of our needs through 
analyzing last year’s sales and 
judging the needs of the new cus- 
tomers we had added to our ac- 
counts. We also realized that be- 
cause of this plan of taking future 
orders we were receiving orders 
for folders and filing equipment 
that normally went to our com- 
petitors, because these customers 
in the past had been supplied by 
other houses representing other 
nianufacturers. 

In the final completion of our 
own inventory we took into con- 
sideration the possibility that 
other local supply houses might 
not have taken any future orders, 
and because of this might be 
caught short. We checked our 
plan, built up our inventory and 
found we had doubled our folder 
business, had never run short on 
any style or size, and by January 
30 had sold our folder inventory to 
rock bottom. 

We have again replenished our 
supply with a folder inventory 
which under our present ratio of 
sales should carry us through the 
balance of this year. 


Building Supply Pays Dividends 


Some suppliers might question 
our plan of accumulating a heavy 
inventory and tying up our cash, 
but we have found that on items 
which do not spoil or deteriorate 
this method has helped us create 
many satisfied customers who 
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have confidence in the fact that 
we are assisting them with their 
problems. 

We have, also, through this 
method found we were able to 
make our salesmen more “file- 
conscious,” giving them an oppor- 
tunity to discuss files and filing 
supplies on a much more intelli- 
gent basis with their customers. 
This has resulted in a larger dol- 
lar volume as the better grades of 
folders and indexes were sold. 

We have also found that the 
customer, when properly ap- 
proached, is today very receptive 
in having his files modernized and 
is pleased to start a rejuvenation 
program whereby his files are 
finally equipped with the best 
grade of indexes of the proper size 
to give him the quickest and best 
results. 

We are distributors for Globe- 
Wernicke on their Safeguard and 
filing eouipment. We learned to 
use their pamphlet, “Find-I-Tis”, 
through personal distribution of 
not to exceed five per day by each 
salesman, and with each presenta- 


tion of this pamphlet stressed 
the need of ordering files and sup- 
plies early and the wisdom of re- 
placing obsolete indexes with mod- 
ern indexes of the best grade. 

We stressed the fact that these 
years of unprecedented prosperiiy 
were naturally the best years to 
get one’s house in order to with- 
stand the strain of a period when 
profits are down and overhead 
is up. 


Sell Wood Files on Duration Basis 


We sold a fairly large quantity 
of various grades and types of 
wood filing cabinets. We have 
managed this mainly through the 
same system of constantly having 
some files on hand and some on 
the way during this period of un- 
certainty. We have also been very 
careful to sell these files to the 
customer on the basis of a means 
to an end and that he must and 
should plan to relegate these wood 
files to the storage room, replac- 
ing them with steel files as soon 
as they are available. 

We have found that the cus- 


Cales-Service Potentials 
Equipment and Supplies 


By ARTHUR FREY 


Manager, Filing System and 
Stationery Division, 

The Globe-Wernicke Co., 
Cincinnati, Ohio 


 ottragenmdal no merchandise 
- that is handled regularly by 
the office equipment dealer offers 
greater possibility for sales and 
service than filing equipment and 
supplies. The proper merchandis- 
ing of these lines, therefore, is 
tremendously important in the 
conduct of the office supply deal- 
er’s business. Certainly the dealer 
and his salesmen should think of 
filing equipment and filing sup- 
plies together. They are kindred 
items. They go together. They 
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are much like bread and butter. 
Alone, neither is of great value, 
but together they accomplish 
great things in the office. 

Too many salesmen today fail 
to appreciate the importance of 
selling filing supplies. They look 
upon guides and folders and folder 
labels as something small and un- 











tomer is quite receptive to this 
plan and also does not feel quite 
sc badly about the price he must 
pay for a wood file today. 

We have tried, whenever pos- 
sible, to render a customer service. 
We believe in going the limit in 
creating and keeping our inven- 
tory of all stationery items at the 
highest possible point in order to 
furnish our customers with his 
needs. 

We have never believed that it 
was necessary for our customer to 
share our inventory headaches. 
We felt that he probably had 
plenty of headaches pertaining to 
his own business and ours was the 
job of using the best ingenuity 
possible to have on hand the items 
and supplies the customer might 
need. 

There were times when it was 
necessary to ration out some items 
in order to have some for all, but 
with a little pleasant explaining 
we found our customers happy to 
co-operate, with the knowledge, of 
course, that they would also be 
looked after when their time came. 


in Filing 


important. They give more time 
and attention to selling the filing 
cabinet which involves a greater 
dollar-and-cent sales in the begin- 
ning. They fail to realize that 
over the long pull the filing sup- 
plies that will be used in a certain 
cabinet will be many times the 
dollar-and-cent value of the cabi- 
net itself. That is only a small 
part of the story. The filing cabi- 
net itself is only a housing for 
what goes into it. The records 
that are filed are the truly impor- 
tant things. They are only impor- 
tant, however, if they are properly 
cared for. Records can be prop- 
erly cared for only by being made 
available promptly when they are 
needed. This can be accomplished 
in no other way than by applying 
the kind of indexing that will 
make this possible. 

I believe, if the truth were 
known, most dealer salesmen pass 
up the opportunity of selling in- 
dexing with filing cabinets be- 
cause they are afraid they know 
too little about indexing and are 
not interested in becoming in- 
volved in something beyond their 
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comprehension. There is no real 
excuse for this attitude because 
practically all of the leading man- 
ufacturers of office equipment and 
supplies, and especially those that 
make both the equipment and the 
supplies, have prepared simple fil- 
ing systems and have provided 
sales material on all phases of 
filing and filing methods. They 
have issued publications on such 
subjects as Rules of Filing, Rules 
of Alphabetizing, Coding, Marking, 
Sorting, Cross Reference, Follow- 
up Systems, Charge-out Proce- 
dure, Record Retention, Record 
Destruction and many others. 
They have explained when an al- 
phabetic index should be used and 
have issued treatises on geo- 
graphic filing, numeric filing and 
subjective filing. They have bul- 
letins showing the dealer salesmen 
how to make a filing survey and 
how to set up a centralized filing 
department. These manufacturers 
have all of this material available 
for the dealer salesmen and it is 
up to him to use it. 


Salesman Has Opportunity Here 


It has been my observation that 
those salesmen who recognize the 
possibilities of selling filing sup- 
plies with filing cabinets are the 
ones who are making the greatest 
progress in our industry. The 
salesmen who can help the cus- 
tomer with his problems are the 
ones who are looked upon as more 
than order takers. Such salesmen 
do not have to ask for business. It 
comes to them automatically. 

If more of us in the industry 
would attach to filing and filing 
supplies the importance that it 
deserves we would be doing the in- 
dustry a tremendous service. I am 
afraid too many of us underesti- 
mate the importance of filing in 
office routine. We consider it a 
mere clerical function and entrust 
the filing of our records to low- 
salaried boys and girls who lack 
experience. We do not give filing 
the chance it deserves. As a re- 
sult there are not enough capable 
filing clerks available to give to 
business competent treatment of 
its record problems. The job of 
lifting the filing profession to its 
proper place in business rests on 
the shoulders of us who are selling 
filing systems. 

When we or some member of 
our family has an ailment we go 
to a doctor. If we need legal 
advice we go to an attorney. If 
the doctor or attorney does a good 
job we call him back the next time 
we are in need of medical or legal 
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serving our customer. 





THE CURRENT OPPORTUNITY— 


There is greater opportunity to sell filing systems than ever 
before. First of all, most firms appear to be doing so much 
business that they have neglected their filing problems until 
they have reached the critical stage. At this time there is 
great opportunity for service if we can go in to make an 
analysis of filing problems and come up with a solution. 
When this is accomplished we are doing more than selling 
our merchandise. We are doing that far greater thing— 








care. After a while one becomes 
our family doctor and the other 
our legal counsel. The logical 
place for the person who needs 
help to set up a filing system is 
the office equipment dealer. We 
in the business of selling office 
supplies and office equipment are 
presumed to Know more about the 
subject of filing than anybody 
else. Now when the customer 
comes to us for advice we should 
be prepared to help him. If we are 
prepared and do a good job he will 
come back a second and a third 
time and soon will consider us his 
business advisor. When that time 
comes we will automatically get 
most of his office equipment busi- 
ness, not only for filing systems 
but for the filing cabinets that go 
with the system and for many 
other office supplies. 


The Opportunity Is Larger Now 


Our own experience during the 
unusual times through which we 
are going is that there is greater 
opportunity to sell filing systems 
than ever before. First of all, most 
firms appear to be doing so much 
business that they have neglected 
their filing problems until they 
have reached the critical stage. 
At this time there is great oppor- 
tunity for service, if we can go in 
to make an analysis of their filing 
problems and come up with a so- 
lution. When this is accomplished 
we are doing more than selling our 
merchandise. We are doing a far 
greater thing in performing a 
service for our customer. At this 
stage, the salesman has paved the 
way for unlimited future business 
if he will follow up the advantage 
thus gained in proper fashion. 
There are filing cabinets to go 
with the systems, there are filing 
accessories and there are many 
other things needed in the office 
that this salesman will have the 
first opportunity to provide. Per- 
haps a customer will not buy filing 
cabinets until steel files are avail- 
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able, but it is almost a certainty 
that he will buy the cabinets from 
the person who has served him by 
providing him with the proper in- 
dexing control of his records. 

All of this brings us to the all- 
important factor in merchandis- 
ing filing equipment and filing 
supplies. We should never sell a 
filing cabinet of any size without 
at least trying to sell the indexing 
that should go with the cabinet. 
The office equipment salesman 
should make it his religion to fol- 
low this program. If he does he 
will be surprised to learn the vol- 
ume of business on the little items 
that go into the filing cabinets 
will be many times the original 
price of the cabinet itself over a 
ten-year stretch. It is the auto- 
matic repeat business that goes 
with filing supplies that makes this 
possible. More important is the 
fact that the salesman observing 
this will become more interested 
in filing supplies and filing sys- 
tems and will soon learn that they 
are not only not complicated but 
are actually quite simple. Soon he 
will be looked upon as a filing 
specialist and will have opportuni- 
ties of selling a volume never 
dreamed of before. 

In talking to other dealers I 
have found that those who have 
standardized on reputable lines of 
filing equipment and filing sup- 
plies are the ones who are getting 
the most help from their sources 
of supply at the present time and 
are better able to capitalize on the 
possibilities of merchandising 
these lines properly by offering 
filing equipment and filing sup- 
plies together. They are display- 
ing them together. On their sales 
floor they have at least one 
drawer, usually the second from 
the top of a four-drawer cabinet, 
equipped with a model indexing 
arrangement. This not only acts 
as a suggestion for the use of 
proper indexing, but also makes it 
easier to sell the cabinet. 
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It's Important to heep Pace With 


Business Uevelopments 


By 5. MACE COLE 


Sales Manager, 
Stein Bros. Mfg. Co., 
Chicago, III. 


NCREASED consumer buying 

power may indicate a healthy 
impending business complexion 
for us all, but—Mr. Independent 
Merchant—look around you! Cer- 
tain business trends prevail that 
will irrevocably divert this traffic 
into very predominant channels. 

You as a merchant should take 
cognizance of the fact that the 
resurgence of our civilian economy 
at the war’s end may find you at 
the tail end of the race to court 
the consumer’s dollar. That will 
be true unless you are conversant 
with economic trends and you rec- 
ognize the basic developments 
taking place in merchandising 
fields. 

The retail outlook as it is now 
shaping up indicates a very stren- 
uous post-war competitive situa- 
tion. The expansion now under 
way by large mail order and chain 
groups could easily portend their 
encroachment in many lines on 
the business of the specialty shop 
or small merchant. 

It is well to take a look at sev- 
eral basic developments in the 
chain variety store field alone. 
First, let us consider price trends. 
The chain store was formerly re- 
ferred to as the “5 and 10.” This 
is now an obsolete term inasmuch 
as during recent years, out of 
necessity, the chains decided it 
was good business to carry more 
extended lines which appeal to a 
larger number of customers and 
increase store traffic and volume. 
Woolworth, for example, now has 
extended lines to $3.95 in some 
cases and Kresge to $6.29, New- 
berry to $8.19, McCrory to $9.98 
and Green to $10.29. Here lies an 
increased competitive situation 
that did not exist prior to the war. 

At the same time the chains are 
adding new lines. Included in the 
expanding price lines will be an 
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addition to the types of goods car- 
ried, namely electrical appliances, 
cameras, radios, housewares, lug- 
gage and leather goods, and sta- 
tionery items. Note that six per 
cent of the present volume is being 
done in stationery items. 

Sales training among these 
stores is now being emphasized. 
The addition of new lines will re- 
quire more aggressive selling. New 
methods will be devised to insure 
increased sales and to maintain 
turnover. 


Display Developments 


These chain stores will develop 
window and store displays far 
more appealing than those of pre- 
war days. New and remodeled 
stores will have broader display 
facilities. More efficient display 
units will also make customer se- 
lection of staple items easier, thus 
speeding up sales. 

Many of the leading stores are 
considering opening their own 
buying offices in the major areas 
throughout the country. The pur- 
pose is to effect closer contacts 
with important markets. 

Large chain and department 
stores have always been active in 
store construction and moderniza- 
tion. One chain spent $2,650,000 
in 1941 for these purposes. It is 
estimated that department stores 
will spend $2,000,000,000 to mod- 
ernize and they will go all out in 
making their stores more attrac- 
tive and more convenient shop- 
ping centers. 

Obviously, such a program could 
well be adopted by the average 
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independent store in proportion 
to resources. If the small mer- 
chant will align himself to these 
developments he can resume his 
rightful place in the post-war 
economy and avert possible busi- 
ness mortality. 

Take a look at your store, Mr. 
Merchant, and consider the fol- 
lowing: 

1. Is my store uninviting to the 
consumer or is it attractive, com- 
fortable, efficient? 

2. Is its character of layout 
such that I am getting maximum 
display of my products? Are the 
displays eye-catching to stimulate 
impulse buying? 

3. Can customer selection be 
made easier to speed up sales and 
cut down my costs of operation? 

This done, take a look at your 
products and consider the follow- 
ing on a normal basis: 

1. How doI have my money in- 
vested? Do I have all of the nec- 
essary basic styles required in 
each line and the proper price 
gradation to insure sales? 

2. Am TIable to present my prod- 
ucts coherently and intelligently, 
or are many price ranges missing, 
many styles not available (nor- 
mally), and is there too much con- 
glomeration, duplication, and too 
many odds and ends? 

3. Do I take a year-end loss on 
dead items and overstock or have 
I a well-regulated stock control 
with a minimum investment? 

4. What additional related 
items can I adopt when available 
to augment profitably my normal 
lines? 

5. Am I buying from the most 
reputable sources, buying nation- 
ally-advertised products and get- 
ting the close manufacturer’s 
service and co-operation that 
builds my business? In this con- 
nection it is well to note that 
most chains carry private, non- 
descript brands. The independent 
merchant could very advanta- 
geously handle nationally-adver- 
tised lines on which consumer 
preference has already been built. 
It makes the merchant’s services 
individual and distinct from the 
mass chain store operation. 

And finally, Mr. Merchant, take 
a look at your clerks and ask 
yourself: 

Are they properly trained to re- 
flect the high principles and eth- 
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ics of my house? Are they aggres- 
sive? Do they know the funda- 
mentals of my products? Are they 
able to discuss salient features of 
merchandise with the assurance 
and poise that comes from knowl- 
edge of the products they sell? 
Do they have desire, initiative? 
Are they familiar with most as- 
pects of my business? Do they 


report depleted stocks, do sugges- 
tive selling, know what is avail- 
able from my sources, even though 
all their items are not stocked? 

If you will analyze your present 
operations and consider what you 
must do for your share of the 
post-war market in spite of in- 
tense competition, you will not 
find yourself relegated to a minor 


position. Many promotional ideas 
and suggestions can come from 
the manufacturers who supply you 
with merchandise. Look to them 
for profitable assistance. 

In closing let me say, “Get busy 
now for a busy future. Your busi- 
ness will reflect the time and 
effort you spend now in its im- 
provement.” 


Looking Ahead to Tomorrow 


By RUSSELL C. HILL 


President, 
Maverick-Clarke, 
San Antonio, Tex. 


” 
FEW MONTHS ago American 
business was excited about 
reconversion. American troops 


had penetrated into Germany and 
rumors were coming in from all 
sources that the war in Europe 
would be over before Christmas, 
that the Government would ease 
up on many restrictions which it 
had of a necessity placed on busi- 
ness and industry, and that an- 
other buying era was just around 
the corner. 

We know better now. 

We know that the struggle in 
Europe is finished, but the Japan- 
ese phase of the war may last well 
into 1946. 

Reconversion is a problem to 
which every business man must 
give serious consideration, how- 
ever, for there are certain duties 
that must necessarily be made, 
and readjustments that must be 
approved when the time comes, 
whether the war continues one 
more year, or five. 


Employ Returned Veterans 


The first of these is the matter 
of re-employing the young men 
who come back from the front. 
The United States has the largest 
number of servicemen in its his- 
tory, the majority of whom, we 
hope, will eventually return to 
their homes and resume their nor- 
mal lives. American business has 
a definite legal obligation in pro- 
Viding these men with jobs as 
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quickly as possible, so that a 
minimum of unrest and confusion 
will prevail and business can carry 
on. 

Further than this, American 
business must reach a certain 
volume each year in order that 
our enormous debt of 300 billions 
may be serviced without any 
financial crisis. Economists esti- 
mate that this nation must have 
an annual business volume of 125 
to 150 billions if we are to keep 
our national debt in good stand- 
ing. 


Big Post-War Volume 


This means that business must 
make plans now for a huge vol- 
ume of peacetime business so that 
the cost of the war, represented by 
our national debt, may be paid 
off within a reasonable number of 
years and without undue hardship. 

If this large volume of business 
materializes, it will provide the 
stationer with a wonderful oppor- 
tunity to increase his sales, also 
to add new lines of merchandise. 
And, since the size of any indi- 
vidual business is largely depend- 
ent upon the initiative of the 
owner, I advise any stationer who 
wishes to have a larger business 
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after the war to start making his 
plans so that he will be ready 
when the time comes. 

In making these plans, how- 
ever, the stationer should not lose 
sight of the fact that he is a sta- 
tioner, and such new lines of 
merchandise that he adds should 
have a logical connection with 
the stationery busines. Many 
firms that have expanded in the 
past have added lines entirely for- 
eign to the basic nature of their 
business, and have lost the advan- 
tage of being thought of as sta- 
tionery stores. 

There are numerous lines that a 
stationer may add which will in- 
crease his sales without getting 
away from his field. As a sug- 
gestion, electric fans, brief cases, 
duplicating machines, typewriters, 
artists’ materials, games, party 
goods, office lamps, office clocks, 
Bibles, dictionaries and office ref- 
erence books all may be added to 
the merchandise usually carried 
and still retain the atmosphere of 
a stationery and office supply 
store. 


Include Engineering Supplies 


Engineering and blueprint sup- 
plies are two other lines that 
might be added. Following the 
close of the war an enormous busi- 
ness and home-building program 
will get under way. Many firms 
already have plans for new homes, 
or are working on them and are 
only awaiting approval of the 
Government to start construction. 
And those workers who have been 
drawing good wages for a number 
of years also have plans for 
homes after the war. There will 
be thousands of these erected. 
Both of these programs will call 
for drafting materials, instru- 
ments, papers, blueprints, and 
other associated merchandise. 
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Value of Stocktaking 
hy the Small Uealer 


By EDWARD LAURENT 


a big office supply store,” the 
small office supply dealer may say, 
“but it isn’t much use to me. I 
know pretty well how my stock 
moves or Sticks. It’s right here 
under my own eyes as I walk 
around.” 

The above statement, to some 
extent, may be perfectly true. If 
any specific item of stock is sus- 
pected, stock books or invoices 
can be inspected and checked. 
But the REAL point is that there 
are many merchandise items which 
no office supply dealer thinks to 
question. 

A complete inventory of the 
type I am going to suggest consti- 
tutes a compact, convenient rec- 
crd. It will disclose the money- 
makers, the so-so Sellers, and the 
cGuds: The large independent 
stores, aS well as Sears Roebuck 
& Company and other chains, are 
even in wartime discovering new 
facts from their inventories. These 
directly affect profits. The small 
office supply dealer can do the 
same on a smaller scale. 


Oe hac tale is necessary in 


Begin With Working Sheets 


The first step is to use working 
sheets for listing the various goods. 
From these sheets transfer the 
items, in turn, to the permanent 
stocktaking records, from which 
the stock book entries are made. 

If the goods are marked with 
the selling prices or cost, or both, 
these particulars may at the same 
time be entered on the working 
sheets. If this is done, the time, 
which must otherwise be spent 
afterwards in looking up these 
prices from the invoices or stock 
book, will be saved. Enter on the 
working sheets complete and exact 
particulars of the items and the 
quantities of each on hand, as of 
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the day the inventory is dated. 
This is a very simple matter if 
done in the right way. 

Many merchandise items will be 
found scattered all over the store, 
mixed up with the others on dis- 
play or out in the stockroom, plus 
some odds and ends down in the 
cellar. 

The time and effort in disman- 
tling and rearranging display 
units in the window and through- 
out the store can be avoided by 
ruling off the working sheets in 
vertical columns—one for each 
location. For example, right-hand 
window, left-hand window, interior 
Gisplay, store stock, backroom 
stock, cellar stock, and so on. Added 
across, the sum of these columns 
will give the total stock of each 
item. The total will be trans- 
ferred to the permanent stock 
record sheets. 

During the time inventory is be- 
ing taken, a careful note should 
be kept of any articles sold after 
being enumerated. Thus, if the 
inventory is to represent the stock 
on hand at closing time on the 
last day of the month, and stock- 
taking is commenced on the twen- 
ty-ninth, whatever is sold between 
these dates, after being accounted 
for, must be listed and deducted 
from the working totals. 

In the permanent record, the 
varied merchandise should be ar- 
ranged in some convenient Sse- 
quence or system of grouping, so 
that they may be looked up and 
referred to easily. On the working 
sheets everything is entered as its 
first location is noted in going 
over the window and interior dis- 
plays. In transferring the entries 
to the permanent record, an op- 
portunity is provided for a more 
orderly arrangement. The head- 
ings will be largely determined 
by the information desired from 
the inventory. “Cost” is, of course, 
essential. “Current Market Value 
or Ceiling Price” is next in impor- 
tance. In cases where periodic 
price fluctuations are apt to occur, 
or the goods are strictly seasonal 
and should be cleared out before 
it is too late, these may differ ma- 


terially from the original cost. 
Therefore, this column will furnish 
a much more accurate statement 
of the real values of such mer- 
chandise on hand, than will the 
“Cost” column. More optional but 
useful headings to include are 
“Present Retail Price’ and “Retail 
Price at Previous Inventory.” 
There should also be a column for 
the date of purchase, or for the 
stock mark. 

Whatever columns are_ used, 
there should be sufficient space 
left for one or two more columns 
in case supplementary information 
may be later required for addi- 
tional statistics or comparisons. 
The extension columns should al- 
ternate with those mentioned. 
Possibly the “Cost” and the “Cur- 
rent Market Value” will be found 
to be the only columns that need 
te be extended and added. How- 
ever, Should it be desirable to ex- 
tend and add any of the others, 
it is well to have the extra space 
available on the sheet. 

From the permanent stock rec- 
cords, the quantities of merchan- 
dise on hand should be posted to 
the stock books in the purchase 
columns. If these entries are 
made in red ink, they cannot be 
confused with purchase entries. 


Vital Facts Are Disclosed 


If the first systematic inventory 
yields valuable information, those 
that follow will do so to an in- 
creasing degree. Each will afford 
instructive comparisons with past 
stocktaking records. The small 
office supply dealer will have an 
accurate record of price fluctua- 
tions, seasonal merchandise 
trends, and the profit percentage 
on individual items as compared 
with the time carried in stock. 
For example, the time usually 
taken to sell a shipment of a cer- 
tain product, compared with the 
store space it occupies, may turn 
a seeming profit into an actual 
loss. On the other hand, a quick 
turnover on some low-priced small 
item may be highly profitable. 


Another stocktaking advantage 
Should be the revealing of old 
stock hidden away on top shelves, 
underneath counters, down in the 
cellar and other almost-forgotten 
spots. Steps can be taken to sal- 
vage it before it deteriorates or 
becomes shopworn. The inven- 
tory sheets, too, will disclose where 
overbuying may have occurred, or 
where the stock of some lines is 
not properly proportioned to the 
actual demand. 
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Cmash That “Kehind-the-Counter’ 


Complex! 


Increase Profits By Going After Business That 


Hoesnt Come in Through Store Trade 


By V. N. VETROMILE 


HERE ARE many stationers in 

all the small and intermediate- 
size cities who are living in a 
prison and don’t know it! I mean 
a merchandising prison—of course 
—to which they have been con- 
demned by their own lack of 
vision and initiative. I am re- 
ferring to the type of stationer 
who has permitted the four walls 
of his salesroom to virtually black 
out the horizon of business oppor- 
tunies that never come, unsoli- 
cited, to the threshold of the store. 


It is generally recognized that 
the typical prosperous commercial 
Stationer, the so-called “manufac- 
turing retailers” of the industry, 
and the combination wholesale- 
retail factors in the trade go out- 
side the store after business sys- 
tematically and methodically. The 
orders generated by their aggres- 
sive sales promotion procedure 
often amount to as much as 70 per 
cent of their most profitable vol- 
ume each year. 


Therein lies the lesson and the 
example for the smaller stationers 
who wonder why their stores re- 
main in the “smaller” category of 
outlets. It is true enough that a 
metropolitan business can not be 
developed in Manchester, N. H., 
for example, yet even a compara- 
tively small store can be a dom- 
inant outlet in its trade radius, 
and can, in fact, become quite as 
profitable on the basis of the com- 
parative investment. 

It seems to be all too true that 
the routine selling activities of the 
average stationery and appliances 
business in communities of 50,000 
to 100,000 population are con- 
cerned too largely with the serving 
of demands for merchandise that 
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come to it, more or less spon- 
taneously, as a result of advertis- 
ing, window exhibits and the ab- 
stract factor of good reputation. 
This volume may, of itself, and 
often does, provide enough trans- 
actions for profitable existence. 
But it certainly does not represent 
all the desirable trade that there 
is to be had in any market of 
appreciable population and com- 
mercial activities—at least, not to 
the enterprising stationer who is a 
creative merchandiser and not a 
mere storekeeper. 


Imagination Is Needed 


In almost every locality, there is 
considerable—and_ profitable—la- 
tent business for the stationer who 
has the merchandising -eye with 
which to see it and who will bolt 
all old-fashioned conventions by 
going out after it. The stationer 
whose business perspective is lim- 
ited to the confines of his store, 
the fellow lacking in imagination 
and resourcefulness may not be- 
lieve this, but it is a fact never- 
theless. 


What would help more small- 
city operators in the trade more 
than anything else in the whole 
category of business promotion is 
a resolute determination to break 
away from their traditional be- 
hind-the-counter complex and get 
some of that good business. Such 
business is often represented by 
orders of sizable amount simply 
waiting for some progressive sta- 
tioner to make timely solicitation. 
That’s the way to keep the fixture 
and equipment business in the 
home market instead of permit- 
ting it to go to the larger distribu- 
tors in the nearest large center of 
business. 

While it is true that the line 
between a retail and a wholesale 
supply factor is ineffaceable, that 
is no sound reason why a local 
concern wanting, let us say, two 
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new desks or three or four type- 
writers or filing cabinets, should 
buy such equipment from a manu- 
facturer or factory’s regional sales 
office in a larger city ten or 15 
miles away. If the stationer who 
receives the concern’s orders for 
small sundry stationery require- 
ments can also supply the larger 
equipment and office furnishings 
and has been in sufficiently close 
and constant touch with the cus- 
tomer, he should know when the 
order is to be placed and can take 
steps to land it. 

Within certain quantity-order 
limitations, any completely-stock- 
ed local stationery and appliances 
outlet could get such business if 
the stationer took alert steps to 
book the order. He ought to make 
it a point to keep in sufficiently 
intimate touch with the more im- 
portant potential purchasers of 
such equipment to profit by know- 
ing their buying plans. Many sta- 
tioners are doing just this, while 
others seem to think that it can 
not be done without virtually 
maintaining a furniture showroom 
and having a crew of outside 
salesmen. The more timid souls in 
the trade are practically tossing 
away what should be an important 
initial advantage—that of per- 
sonal acquaintance, and the psy- 
chological opportunity for holding 
the local business leaders to their 
much-vaunted belief in buying 
from local dealers. 


Too Many “Resigned” to Fate 


The thing that is particularly 
significant, however, is the seem- 
ing resignation of the dealer who 
seems so ready to believe that “it 
would be impossible for me to 
compete with the larger commer- 
cial stationers who have a larger 
stock of the heavy equipment or 
durable goods items.” Such -a 
dealer hasn’t given intelligent 
thought as to how he might make 
his own business larger, even 
though not as large as his com- 
petitor’s. He could at least try the 
idea, couldn’t he? 

The trouble is that there seems 
to be a hoary axiom in the coun- 
cils of the smaller stationery out- 
lets in many localities: that what 
the stationer-eannot accomplish 
from behind the counter he can 
not accomplish at all. Result: he 
doesn’t try. 

He may pass every day, on his 
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way to and from business, signs 
indicating that a new retail store, 
a new office or a new factory is 
to be opened soon here or there. 
Yet, he doesn’t usually feel any 
urge of common-sense business 
instinct to ascertain who is going 
to do the buying for the office 
equipment that will surely be 
needed and then take steps to ob- 
tain the order. 


Again, some stationer may, fig- 
uratively speaking, lick his chops 
when he notices such chance- 
may-offer sales possibilities and 
wish that he could escort some of 
these business principals into his 
store where, under the conven- 
tional procedure, he could surely 
sell to them. But more often than 
not, even some experienced sta- 
tioners will not “sense” the oppor- 
tunity before it has been lost, sim- 
ply because they are not thinking 
in terms of bringing in the busi- 
ness that doesn’t come in. How 
could the business be expected to 
come in, in most cases, if the 
prospective buyers are newcomers 
in the community and do not 
know the stationer? 

All local business leaders—mem- 
bers of lodges, the Chamber of 
Commerce, the retail trade board, 
the local manufacturers’ asso- 
ciation, or any similar organiza- 
tions representing business invest- 
ments and large purchasing power 
—should be cultivated constantly 
as business prospects so that the 
local stationery firm may obtain 
some office appliance and furni- 
ture business other than the com- 
parative crumbs that fall from the 
banquet table after the big-city 
supply factors have grabbed all 
the large orders. 


Buyers Waiting for the Seller 


Whenever new business comes 
into the stationer’s trade radius 
—whether stores, factories or 
warehouses—the owners usually 
have no predisposed buying allegi- 
ance. They are likely to place 
their office equipment orders with 
the first stationer who has the en- 
terprise to make timely solicita- 
tion for the business, provided he 
has some stock to show them and 
can take care of the business on 
a standard price-and-value basis. 


Among other present-day pros- 
pects for outside selling are com- 
panies which lease a whole floor 
of centrally-situated representa- 
tive office buildings with the pur- 
pose of dividing the floor area into 
small units or sections of individ- 
ual-office size, each unit being 
equipped, as a general rule, with 
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one desk, a desk chair, a recep- 
tion chair, a typewriter and type- 
writer table, and a filing cabinet, 
the rental of each sub-tenant in- 
cluding mail and delivery and 
telephone service with certain sec- 
retarial accommodations. Such a 
prospect represents a large order 
for somebody, and even the sta- 
tioner who, perchance, could not 
fill it in its entirety, might very 
likely by alert and dynamic action 
make a _ substantial commission 
for himself as an intermediary in 
the transaction. That is true, es- 
pecially, if he could have either 
the typewriter order or the desk 
order consummated in the name 
of his store. 

Then there are the business 
schools and similar organizations 
which require chairs and desks for 
the teaching personnel. They are 
also regular prospects for such 
constant-demand replacement 
items as charts, pointers, globes, 
maps, blackboard erasers, waste- 
baskets, pencils, chalks, typewriter 
oil and ribbons, typewriters, bill- 
ing machines, adding machines, 
pencil sharpeners, duplicating 
machines and similar mechanical 
equipment. 


Buyer Should Seek the Order 


A grocer or druggist could not 
profitably leave his store to sell 
an extra two or three dollars 
worth of goods, but it is both prac- 
ticable and profitable for a sta- 
tioner or his head salesman to go 
prospecting outside the store—on 
definite leads, of course—to con- 





IT SEEMS to be all too 
true that the routine selling 
activities of the average 
commercial stationery busi- 
ness in communities of 
50,000 to 100,000 population 
are concerned too largely 
with the serving of demands 
for merchandise that come 
to it as a result of advertis- 
ing, window exhibits and the 
abstract factor of good repu- 
tation. 

This volume may provide 
enough transactions for 
profitable existence, but it 
certainly does not represent 
all the desirable trade that 
there is to be had by the en- 
terprising stationer who is a 
creative merchandiser and 
not a mere storekeeper. 











summate a transaction of $200 to 
$500. In fact, outlets professing to 
be strictly wholesale will never 
turn away such business if the 
buyer goes to them. 

The stationer in pursuit of such 
business may not always consum- 
mate the sale right in the pros- 


pect’s office. But if he can man- 
age to escort the new-business 
owner or the factory’s purchasing 
agent to the salesroom in time, his 
solicitation of the business that 
some less progressive stationer 
didn’t think of will usually be suc- 
cessful. 

If, by constructive advertising, 
the blessing of a premier location 
in the heart of the business dis- 
trict, arrestive window displays, a 
beautiful and well-stocked show- 
room and intensively-trained sales 
personnel, a stationer can attract 
business to his store in continual 
volume equal to the store’s max- 
imum service capacity, he will 
have no need to resort to going 
outside after business or for trying 
to develop business throughout a 
larger trade radius. How many 
small and intermediate-size sta- 
tioners enjoy that blessing? 


A Means of Larger Business 


Even, however, if a stationer’s 
business is going along on even 
keel with reasonable continuous 
profits and satisfactory outlook 
for the immediate future, going 
out energetically after better- 
than-ordinary orders may well be 
the means of putting his business 
on an even more secure founda- 
tion and establishing a basis for 
future prosperity in larger meas- 
ure than he has ever imagined 
possible. 

The average stationer is not too 
busy to devote part of his time— 
even as little as six or eight 
hours a week—to outside solicita- 
tion, unless he is already working 
from dawn to dusk serving his 
present customers. And even such 
a dealer should be able to devise 
a system for benefiting by such a 
plan when it has been demon- 
strated that it is an effective and 
logical method for getting more 
business—and more profitable 
business—from new sources in his 
“home” territory. 

The experience of dealers who 
have followed this policy, whether 
in large or small cities, proves 
beyond doubt that it does create 
business. It is a good way, inci- 
dentally, for increasing prestige 
by making the personal acquaint- 
ance of important buyers who, 
when they like the stationer’s per- 
sonality, merchandise and service, 
are likely to give the stationer val- 
uable and timely leads on other 
desirable business opportunities 
that the stationer wouldn’t other- 
wise know about, or would have to 
ferret out without the advantages 
of referral or introduction. 
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WPB Lifts Restrictions on Production 


and Distribution of Typewriters; Ease 


Limitations on Use of Iron and Steel 


REMOVE RESTRICTIONS UPON TYPEWRITERS 


Restrictions on production and delivery of type- 
writers have been removed through revocation of Limi- 
tation Order L-54-a, the War Production Board an- 
nounced May 11. Authorization on form WPB-1319 
is no longer required for the purchase of a new type- 
writer. 

Because all manufacturers have been heavily en- 
gaged in war production they have been unable to 
produce enough typewriters to meet essential military 
and industrial requirements. This necessitated regula- 
tion under L-54-a of distribution of the typewriters 
which could be made. 

Some manufacturers of typewriters still are produc- 
ing war matériel principally. Until these war produc- 
tion obligations are discharged by the completion or 
cancellation of important contracts, they will be un- 
able to reconvert their facilities and transfer personnel 
to typewriter production. 


a) 
CLARIFY NEW RULINGS ON TYPEWRITERS 


Application or extension of blanket maintenance, re- 
pair, and operating supplies ratings to obtain office 
machines or typewriters is prohibited by Direction 11 
to Priorities Regulation 3, issued May 12, the War Pro- 
duction Board said May 15. 

Delivery of typewriters (L-54-a, revoked May 11) and 
certain types of electric and non-electric office ma- 
chines (L-54-c, revoked May 15) previously was subject 
to WPB authorization on form WPB-1319. With revo- 
cation of L-54-a and L-54-c, such authorization no 
longer is required. However, outstanding authoriza- 
tions for delivery of typewriters and office machines 
remain in effect. Purchase orders placed under these 
authorities carry an automatic rating of AA-5, unless 
Specifically uprated. 

o 


REVOKE CONTROLS ON MACHINES’ PRODUCTION 


The War Production Board announces revocation of 
Limitation Order L-54-c, originally issued March 14, 
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1942, to control production of all types of electric and 
non-electric office machines (exclusive of typewriters, 
formerly controlled by L-54-a, revoked May 11). 

In L-54-c, office machines were classified in three 
groups with separate controls for each group. 

Both production and distribution of one group of 
office machines were controlled by the order. In this 
group were 19 classes of machines, including account- 
ing, bookkeeping, adding, address, calculating, tabulat- 
ing, duplicating and other office machines. WPB ap- 
proval no longer is required on orders for these ma- 
chines. 

Production of another group of office machines 
(autographic registers, change-making machines, and 
shorthand writing machines) was permitted at an an- 
nual rate of 80 per cent of the dollar value of the 
same type of machines billed by manufacturers in 
1941. Distribution of these machines was not restricted. 

Manufacture of machines in the third group (cash 
registering, perforating, and stamp affixing machines) 
was prohibited. Sales from inventory were permitted, 
however, since L-54-c did not restrict distribution of 
these machines. 

o 


LIFT LIMITATIONS ON METAL BINDERS 


Restrictions on the use of iron, steel, aluminum and 
zinc in the manufacture of mechanical bindings, loose- 
leaf metal parts and units were removed by revocation 
of Limitation Order L-188, April 26, the War Production 
Board announces. Previously, fabricators of metal 
binders designed to hold together loose leaves, covers, 
paper products or other materials were restricted as 
to the kind of metals they could use. 

The revocation of Limitation Order L-188, however, 
does not permit the use of these metals if such use is 
prohibited or limited by other War Production Board 
orders, WPB’s tin, lead and zinc division has ruled. 

For example, WPB said, Conservation Order M-11-b, 
which is still in effect, permits the use of zinc, but only 
to the extent that it was used in the manufacture of 
the same products in 1944. Since the use of zinc to 

(Turn to page 70, please) 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal's old work and does a thorough job on all calls. 


Merchandising Utfice Furniture 


Through the War Period 


By BERT MERRILL 


ESPITE the problems of sup- 

ply and priorities, it is still up 
to the office furniture firm to 
keep its “furniture identity” in- 
tact for the post-war market, ac- 
cording to Gundelfinger & Myers, 
commercial office supply house in 
Fresno, Calif. 

Gundelfinger & Myers has been 
steadily merchandising office fur- 
niture ever since Pearl Harbor, 
according to C. C. Van Valken- 
burg, sales manager. Through all 
the ups and downs of the war 
market, the firm’s theory has been 
wrapped up in one idea—‘“to keep 
office managers thinking of us in 
terms of furniture.” 

“We think this is important in- 
asmuch as the many new offices 
opened up in our territory are 
getting along now on the barest 
of essentials,’ Mr. Van Valken- 
burg explained. “Our job now is 
to provide them with whatever 
furniture we are able to obtain, 
give them good ofxtice supply serv- 
ice, and keep their good will 
against the time when we will 
have plenty of office furniture to 
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offer them. Moreover, by con- 
stantly promoting the idea that 
we are office furniture specialists 
and working overtime at it, we 
have actually been able to obtain 
more furniture stock and put it to 
the best possible use.” 

The concern has been in busi- 
ness in Fresno, which centers a 
huge fruit-shipping area, for more 
than 23 years. During this time it 
has rolled up an impressive record 
of “engineered office furnishings” 
in all types of offices. Before the 
war, Gundelfinger & Myers had 
two outside salesmen concentrat- 
ing on furniture, a wide stock 
covering all wood and metal va- 





GUNDELFINGER & MYERS STORE- 
FRONT, GRACED WITH AN EFFEC- 
TIVE SIGN EMPHASIZING OFFICE 
FURNITURE. 


rieties, and specializing on desks. 
Now, even after three years of 
war, there is still one outside man 
on the same job, and although he 
has less to offer, his work is large- 
ly the same. 


Business Volume Shows Increase 


“We've been able to get a large 
share of priority-rated business,” 
Mr. Van Valkenburg indicated, 
“and by aggressive buying and 
searching out furniture supplies 
everywhere in the market, we ac- 
tually showed an increase in fur- 
niture sales over 1943 and 1944. 
In fact, we have shown an in- 
crease in all departments, which 
actually means simply that we 
have been able to get enough 
stock to take care of most of our 
customers.” 

Perhaps the worst wartime ex- 
perience in connection with office 
furniture promotion came when a 
manufacturer who had been sup- 
plying the Gundelfinger & Myers 
firm for many years was forced 
to return a large accumulation of 
orders unfilled—leaving the Fres- 
no dealer high and dry with many 
desks, chairs and tables promised 
for delivery. Instead of giving up, 
however, a representative of the 
firm visited several other manu- 
facturers and eventually found 
another source of supply which 
has been reasonably adequate 
ever since. “Of course we cannot 
give anything like the _ service 
which was ordinary before the 
war,” Mr. Van Valkenburg smiled. 
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“Where we at one time would 
spend an entire day planning an 
entire office for a customer, com- 
plete from directors’ table down 
to wastebaskets, we now can only 
offer a matched desk and chair, 
and help meet increased business 
conditions with suggestions for 
improving efficiency. But we're 
still selling furniture and making 
customers think of us when the 
subject comes up.” 

In line with this policy, the 
large basement showroom and an 
upstairs mezzanine balcony are 
kept always stocked with as much 
furniture as possible. Rearrange- 
ment to fill up more space, and 
utilizing some of the area for an 
office furniture repair shop has 
also helped. As much as possible, 
the company wishes to alleviate 
the empty “gloom” which is ap- 
parent in many office supply 
houses with formerly large furni- 
ture departments. Clever use of 
the space does this. 


Display Window Kept Filled Up 


Another important factor is the 
display window, which always 
shows a well-chosen desk, table 
and chair in wood or metal, with 
plenty of good lighting and cheer- 
ful atmosphere. “Actually, we are 
selling a lot of our office furniture 
right out of the window,” Mr. Van 
Valkenburg pointed out, ‘almost 
every piece of furniture which 
goes on display there has already 
been sold—but we keep it in the 
window as long as possible, simply 
because we want the hundreds of 
businessmen who pass daily to re- 
member seeing a desirable desk 
there. We deplore the idea of 
many furniture dealers in hiding 
away a few pieces of furniture and 
apparently forgetting altogether 
that there ever was any such 
merchandise.” 

Along with these promotional 
ideas, another “institutional” bit 
of good salesmanship for the fu- 
ture is the use of two large il- 
lustrated picture frames on the 
store walls just inside the front 
door. In each frame is a complete 
selection of 8x10 photographs 
showing an _ outstanding office 
furniture job completed by the 
store. Six such photos in one 
frame show a director’s room, 
three executive offices, a waiting 
room and several workrooms in a 
Fresno bank building, the entire 
furnishing planned and installed 
by Gundelfinger & Myers. Another 
outstanding planning job is pre- 
sented in the other frame, which 
shows various views of desks, 
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tables, filing equipment, office 
furniture and waiting rooms laid 
out by the firm for Fresno’s local 
utility building. Store salespeople 
as well as the outside man make 
a point of showing these to every 
businessman who comes in—with 
the explanation, of course, that 
it is a bit difficult to offer any 
such service during the war pe- 
riod. “There are a lot of business- 
men who will have more money to 
spend on fixing up their offices 
after the war,” it was pointed 
out, “and all of them display 


plenty of interest in the large 
scale jobs we have already com- 
pleted.” 

To date Gundelfinger & Myers 
prides itself on having been able 
to fill the orders of almost all of 
its old customers—even if the 
furniture sold amounts only to a 
desk or table. “The situation will 
probably get worse,” Mr. Van Val- 
kenburg summed up, “but even if 
it does we will still concentrate 
on keeping ourselves known as 
the logical place to buy office 
furniture.” 








Business Builders 


Broadcast over Station S-A-L-E-S 


Operating on a wave length of :— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


IRST in the batting order for 

June, 1945, we place this im- 
portant quote from a publisher 
friend of Business Builders, to wit: 
“The test of a real merchant in 
these times is his ability to stick 
to sound merchandising funda- 
mentals. The fact that ‘the public 
will buy anything’ is no excuse for 
sloppy storemanship.” 

And speaking of storemanship, 
several readers have written ask- 
ing us if we had seen “Elmer’s 
Little Black Notebook.” To each 
we emphatically replied that we 
not only had, but that ours was 
the pleasant experience of hearing 
the author’s talk, “Take An Hour 
to Say ‘NO’,” based on this potent 
little manual-of-the-times. Both 
talk and booklet, as some of you 
listening in may know, are by the 
eminent business writer, Elmer 
Wheeler, author of such best sell- 
ers as “Tested Sentences That 
Sell,” “Sizzlemanship,” “Elmer 
Wheeler’s Sizzle Book,’ “Tested 
Direct Selling,’ “Tested Retail 
Selling,’ “Tested Telegrams and 
How to Write Them,” and “What 
to Say and When to Say It.” We 
suggest, if you are on the program 
committee of any civic group or 
club in your city, that you con- 
tact Ralph E. Smith, sales man- 
ager of the cereal department of 
The Ralston Purina Company, St. 
Louis 2, Mo., and find out when 
you can get Mr. Wheeler to get 
his message to you and your com- 
munity. It is forceful, fact-FULL, 
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and TIMELY! And, oh, yes, they 
will send you gratis immediately 
copies of this dynamic little better 
business gear-setter booklet. Get 
it, and use it NOW. 


* * of * * * * * * * 


Speed the last lap to beat the Jap 
with your extra U. S. WAR BONDS 


* * 2k * * * * ae * co ca 


Calling all Office Outfitters:— 
Uncle Sam says: “There’s a VIC- 
TORY in your Victory Garden!” 


* * * x * * * * * * * 


Consider well the following ob- 
servations for all business men 
and women in the recent issue of 
SELL, one of our favorite monthly 
mail bag visitors: 

How would you like to have for 
your total business today the busi- 
ness that walks out of the stores 
in America on account of inatten- 
tive service? 

ok ok * 

If you insist on looking at things 
from your own angle, you seldom 
get them straight! 


* * * 


You can measure the progress 
of good stores in the next five 
years by their interest in improv- 
ing the selling by salespeople, not 
their conversational interest but 
their actual interest. 


ok * * 


A successful salesman _ takes 
truth, honesty, confidence, and 
common sense, wraps them up in 
enthusiasm, put them into what 
he has to sell, and the prospect 
says: “I'll take it.” 


Office-efficiently yours, 
RALPH B. ORTEL 
You, too, have the VERY IDEA for 
a useful BUSINESS BUILDER. Mail 
it to the Co-ordinator of this page, care 


of: Shaw & Borden Company, Box 
2153, Spokane 2,Wash.... THANKS! 


32, 38, 38 38 


25 





EDITORIAL 





Equitable Disposal of Surplus 
War Property 


## GOOD TIDINGS of military victories per- 
mit us to begin turning from the problems of 
war to the problems of peace, but we can look 
forward to success in peace only by exercise of 
the same kind of ingenuity and the same spirit 
as that which won the war in Europe and is win- 
ning the war in the Pacific—the proved value of 
co-operation. Only through co-operation can we 
justify the price paid for peace. 

The surplus property disposal problem, be- 
cause of basic similarity to the situation found 
following World War 1, impels us to repeat the 
suggestion made by OFFICE APPLIANCES in 1919. 
In essence, the recommendation involves taking 
practical steps to establish a central surplus 
property organization to sit at Washington, with 
authority and facilities to dispose of all war sur- 
plus no matter what department may now con- 
trol it nor where it may be located. 

Let there be established certain subdivisions 
for different industries if it be desirable BUT, 
let surplus disposal work be done in a manner 
that will not disrupt any industry because of too 
rapid movement of merchandise or material at 
prices disproportionate to the cost of the goods. 

The surplus disposal agency should be respon- 
sible for distribution not only of Army surplus 
but also surplus in the hands of other Govern- 
ment administrative agencies such as food, fuel, 
and the like. To be really effective, the surplus 
agency must be a clearing house for all Govern- 
ment departments. 

Methods of disposing enormous quantities of 
unused supplies as well as used material of all 
kinds in the hands of Government departments 
are of vital importance to industry. Uncertainty 
among manufacturers should and can be re- 
moved by giving, as soon as possible, definite 
information concerning surplus materials on 
hand and the policy to be pursued by the Gov- 
ernment in the disposal of it. 

The province of the Government is to protect, 
not disrupt. No Government department should 
compete with any recognized industry, but 
should so handle the disposition of surplus ma- 
terials and commodities as to permit the market 
to absorb it normally. 

Surplus as related to executive departments 
can be controlled by presidential instructions to 
the effect that no such department or indepen- 
dent establishment of the Government shall 
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purchase any article unless the Secretary of the 
Treasury has certified that material or sup- 
plies that will serve the purpose are not to be 
had from the stock of the central surplus prop- 
erty organization. There should also be a stipu- 
lation that no Government department or serv- 
ice can draw on the surplus unless it has ap- 
propriation available for such purpose, just as it 
would need to have an expense fund if the pur- 
chase were to be made in the open market. 

The surplus property administrator should 
give preference in distribution to other Govern- 
ment departments and to relief organizations. 
Following these should be state governments, 
city and county governments, schools, institu- 
tional and charitable agencies, manufacturers, 
and dealers. Consumers and salvage organiza- 
tions should be last of all. 

When surplus from any branch of business 
is to be disposed of, procedure would be safe- 
guarded if Government authorities would confer 
with the heads of trade associations represent- 
ing the industry involved. Practically all divi- 
sions of industry are served by trade associations 
familiar with problems and conditions. In the 
office equipment and supply field this would 
mean contact with such well informed groups 
as National Stationers Association, Office Equip- 
ment Manufacturers Institute, Wood Office Fur- 
niture Institute, National Office Machine Deal- 
ers Association and their regional organizations 

A number of the suggestions made here are 
included in the operating plans of the Surplus 
Property Board. Through the Surplus Reporter, 
the U. S. Department of Commerce is moving 
surplus formerly handled by the Procurement 
Division of the Treasury Department through 
“normal trade channels.” Practically all office 
equipment and supply items for military or Gov- 
ernment agency use were “procured” by the 
Treasury. But the controls are not specific 
enough to give assurance that normal trade 
channels will still be used exclusively when the 
big volume of surplus is released after the war 
is over. To make certain that disposal of sur- 
plus will be handled equitably, write your repre- 
sentatives and senators today. Make them aware 
of the deficiencies of current plans and urge 
action before the problem becomes acute. 


The "Boss” Becomes a Friend 

@ RECENTLY, a sales manager in the office 
supply field upon hearing that the mother of 
one of his representatives had died, made a 
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long train trip just to be at that man’s side and 
give him an arm to lean on during his trouble. 
To that salesman, his “boss’’ is more than an em- 
ployer now—he is a friend proved in an inti- 


mate, personal relationship transcending busi- ployee. 


HERE AND THERE 


ness. No more words are needed to indicate the 
significance of this incident. Kindness speaks 
its own language and leads to the benefits of 
closer fellowship between employer and em- 





IVAN ALLEN OF ATLANTA 
HEADS ADVISORY GROUP 
FOR SMALL BUSINESSES 


Raloh Smith, writing for the At- 
lanta (Ga.) Journal, declares that 
"Henry A. Wallace, in his deter- 
mined effort to revitalize the De- 
partment of Commerce and render 
it invaluable in the post-war era as 
an agency to promote employment, 
apparently has struck ‘pay dirt’ in 
the establishment of the ‘Small 
Business Advisory Committee’ 
headed by Ivan Allen of Atlanta. 
The organization promises to be- 
come an effective instrument in 
post-war recovery and reconversion. 


Chairman Allen of Ivan Allen- 
Marshall Company, Atlanta, is a 
past president of National Station- 
ers Association. Speaking of his 
plans for improvment of small busi- 
nesses, he is quoted by Ralph Smith: 


"There is no misunderstanding or 
minimizing the disclosure that while 
‘small business’ includes 92!/, per 
cent of all the establishments in the 
country, the personal employes of 
these establishments represent but 
45 per cent of the total number of 
gainfully employed men and women 
in America. It is similarly significant 
that the aggregate value of the out- 
put of ‘small business' represents but 
34 per cent of the total production. 

"The spread is too great. It seems 
inconceivable that seven and one- 
half per cent of the establishments 
of the nation provide 55 per cent of 
the employment and 66 per cent of 
the gross business. It hardly makes 
sense. 


"It follows, obviously, that what 
is needed in the post-war period is 
not more ‘small business’ but more 
business and increased capacity of 
the smaller businesses. The field 
presents a wonderful opportunity 
that will be explored by the Small 
Business Advisory Committee." 





SHALLCROSS GETS FIRST LEAVE 
IN 16 MONTHS WITH U. S. NAVY 

There was great rejoicing in the 
Shallcross home, Philadelphia, Pa., 
recently over the return of Herbert 
L. Shallcross, RDM |/c, on 30 days’ 
leave from the U. S. Navy, his first 
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respite from service in the past 16 
months. 

Navyman Shallcross was stationed 
aboard a U. S. destroyer escort on 
duty in the central Pacific, partici- 














HERBERT L. SHALLCROSS 


pating in landing operations. Before 
entering the Navy, he was sales 
manager of the eastern territory for 
the Shallcross Company, Philadel- 
phia. 


BLAST ROCKS HOME BUT BILL 
PALMER SLUMBERS CALMLY ON 


After what happened on May !2, 
C. O. Palmer, proprietor of the Pal 
mer Typewriter Exchange, Toledo, 
Ohio, is wondering how his son, Bill 
18, will get out of bed when he 
joins the Navy in a few weeks. Mr. 
Palmer arose that morning and dis- 
covered gas heaters in his home had 
gone out during the night. He went 
into the basement to relight them. 
Accumulated fumes exploded with 
such force that Mr. Palmer was 
knocked ten feet across the room, 
basement windows were shattered, 
and plaster fell from the upstairs 
ceilings. The blast awakened Mrs. 
Palmer, the two daughters and a 
guest—but not Bill. He slept peace- 
fully through the blast, blissfully un- 
aware of what the Navy will do with 
a sailor whom even an explosion 
doesn't awaken.—AK. 








BOOK REVEALS POETIC SOUL 
OF NBB'S DAN HEGARTY 
The ability of Dan C. Hegarty 
as advertising manager of National 
Blank Book Company, Holyoke, 
Mass., has been demonstrated to 
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the trade for 25 years through his 
creation of advertising brochures 
and sales programs which sparkle 
in words and pictures. Only those 
in his circle of intimate friends, how- 
ever, may be aware of the fact 
that he is blessed with the soul of 
a poet. Replete with beautiful 
thoughts concerning nature, Ameri- 
cana, and the joys of Christmas is 
a privately printed and distributed 
volume of Mr. Hegarty's writings 
entitled "Falling Leaves." In this 
little book parade nostalgic remem- 
brances of such things as the vanish- 
ing covered bridge, the old print 
shop and the fishing hole of the 
writer's boyhood. In tune with the 
present, too, are Mr. Hegarty’s lines: 


"War is a bully 

Who feeds on human ills, 
And kills and kills and kills. 
O'er all the world 

His killing frost, 

With frightful cost, 

Blights the flower 

Of youths’ brave hour.” 





BEN ROCKLIN MAKES KNIVES 
FROM STEEL FILING CASES 
TO SPEED SLAYING OF JAPS 


Pfc. Robert D. Sjoblom, Ft. Bliss, 
Tex., recently sent to OFFICE APPLI- 
ANCES a copy of "Yank," the Army 
publication, which carries an inter- 
esting story about Ben Rocklin, who 
makes knives from steel filing cases 
in order to speed up the slaying of 
Japs. 

Operating the Custom Made 
Knife Works, 746 South Halsted 
Street, Chicago, Mr. Rocklin bought 
up all the steel filing cases he could 
secure in the making of 6,000 knives 
for soldiers and Marines. Judging 
from the letters he has received, he 
estimates that these knives have 
been responsible for the killing of 
10,000 Japs. 

"| fought against the Japs when 
| was a soldier in the Russian |Im- 
perial Army,'' says the Chicago 
craftsman, ‘and even 40 years ago 
they were stinkers."’ Perhaps that is 
why Ben Rocklin is so busy making 
knives to kill more Japs. 
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NUMA NEWS 





(National Office Machine Dealers Association) 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 


The Uutlook for the Office 


Appliance [ealer 


By 6. W. STARR Director, Bureau of Business Research 


Indiana University, Blcomington, Ind. 


(Followiny is the text of an address before 
a recent meeting of the Indiana Office Machine 
Dealers Association in Indianapolis) 


UNDERSTAND this marks one of the first of many 
I meetings that your association expects to hold in 
the interest of the many persons who, in more normal 
times, are engaged in the distribution of office appli- 
ances throughout the state of Indiana. Those familiar 
with the office appliance business have long recognized 
the need for an association interested wholly in the 
problems of the retail distributor of office appliances, 
and from almost every point of view, right now ap- 
pears to be the logical time to begin such an organiza- 
tion in this state. No one knows on what day the war 
in Europe will cease, nor if it will actually cease as of 
a given day, but I think we all believe we are ap- 
proaching the beginning of the end. Reconversion in 
many areas cannot be far in the future. Your shelves 
must be practically clear of the items which in more 
normal times constitute the bulk of your business. 
Your inventories of nearly all kinds of office appli- 
ances, equipment, and supplies must be close to bot- 
tom. If more than three years of war have suggested 
changes in the methods of conducting your business, 
now appears to be the ideal time to implement those 
changes and get organized for the business which the 
post-war years will produce. 

With the return of peace, and the return of the 
many persons now fighting on the various fronts, 
many new businesses will be launched. Returning 
veterans, war workers, and others engaged for the 
duration in other than their normal occupations will 
want to get into business for themselves. Once peace 
is achieved, as a people we will undergo a great 
change. Optimism will abound everywhere and in all 
things; the rank and file of our people will look for- 
ward to an extended period of prosperity and good 
business profits. These are the materials out of which 
business booms are woven, and endless persons never 
before engaged in business will venture forth in busi- 
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can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 
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nesses of their own. Some, with the proper revision 
of our income tax laws, may become the beginnings of 
large corporations of the future; many others will 
succeed and become permanent additions to the busi- 
ness community of our small and medium sized towns; 
many also will fail. 


Many Reasons For Failure 


Considering the probability of a period of favorable 
business conditions following the conclusion of the 
war, perhaps more than the usual number of indi- 
vidually launched businesses will fail. Such factors 
as inexperience, overoptimism, starting on the top 
rather than the bottom side of the business cycle, will 
take their toll, and while this weeding out is in process, 
competition will be more direct and universal than in 
years. AS a people, during the war years we have 
worried much in the press, on the radio, and on the 
platform about the fate of small business. Concur- 
rently, we have also emphasized, often erroneously, 
that more and more of our people after war production 
has ceased, must find employment in distribution, be- 
cause our productive facilities are greatly in excess of 
our peacetime needs, and that security for thousands 
can come only through some small self-owned business 
in the field of distribution. While there is an element 
of truth in these beliefs, like many generalizations 
they are not unqualifiedly true in every detail. The 
constant repetition of these beliefs has greatly in- 
creased the number of persons now engaged in some 
war activity who think their only hope of security in 
a post-war world lies in the ownership of a small 
business or service establishment. 

In a recent survey among the employes of war 
plants in a large Number One manpower classification 
city, some 18,000 factory workers were asked to indicate 
their post-war employment preferences, and the second 
highest preference was “operate own business.” The 
first preference was “factory work.” In all, 18 different 
preferences were listed, including such occupations as 
factory work, selling, office work, farming, Government 
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service, going to school, and so forth. This survey, of 
course, covered only a small portion of the total num- 
ber of persons now engaged in war activities. Never- 
theless, it was made in a representative city in what 
may also be regarded as a representative state, and is 
probably typical of what we may expect our people to 
want to do after the war. It is cited here to indicate 
my belief in what will happen in many retail fields. 
It might also be recalled here that the businesses re- 
quiring the least amount of capital, or at least only a 
moderate amount, will be among the more crowded 
industries or businesses. 


There’s Another Side of the Picture 


There is another side of this picture which we need 
also to consider. The immediate short-term outlook 
for all durable consumer goods is one of almost un- 
limited demand. In the field of office equipment there 
has been nothing like a normal replacement for nearly 
four years. Before equipment again comes on the mar- 
ket in volume, the time may have grown to five years, 
and in the meantime much equipment, because of the 
shortage of manpower, has been worked unduly hard. 
An immediate offset against this demand will be the 
sales of used equipment by the Government. Because 
of the length of the war the sales of this equipment 
will be relatively less than at the end of the last world 
war. Nevertheless, the amount will be substantial, but 
it will have only a short-run effect on the equipment 
market. The longer market, that of the next four or 
five years after the end of the war, will be uninflu- 
enced by the sales of surplus property. The surplus 
will soon be absorbed by business. 

The market which should be of most interest to us 
in our discussion is that market which should exist 
after reconversion has become a fact, and after the 
surplus sales of Government property have been con- 
cluded; the so-called catching-up period in our post- 
war economy. There have been, we shall find after 
reconversion has become a fact, if we do not already 
know this to be true, tremendous advances in the 
technology of production and design. Not only have 
we learned how to make things much better than be- 
fore the war and to produce equipment which is func- 
tionally much in advance of what we believed to be 
possible before the war, but we have learned how to 
make this equipment out of less expensive materials 
and by methods which reduce the labor cost per unit. 
In short, more efficient equipment can be made 
through much more efficient manufacturing methods. 
While it may be a bit difficult to apply this reasoning 
to specific cases, we know it will have to be true. All 
wars advance technology by leaps and bounds. 


The greatest handicap to technological advances in 
peacetime is obsolescence and the expense of bringing 
new products into full production and distribution. 
During periods of war, expense in replacing the old 
with the new cannot be considered; anything which 
advances the technology of war must be introduced 
regardless of cost. Just as the post-war period will be 
marked by the entrance of many persons into the field 
of distribution, so it will also be marked by newcomers 
in the field of production. Many producers for the 
duration have learned to produce items for the armed 
forces which they would not have undertaken under 
any consideration during peacetime. What is yet more 
important, most of these companies have been able 
to produce the new items efficiently, and after the war 
may. be expected to produce peacetime items far re- 
moved from their pre-war field. This is a very healthy 
condition for the nation as a whole. Many advances in 
the production of what are now standard items have 
come through the entry into the field of a new pro- 
ducer who was unfettered by the traditions of the 
industry. 


War Production Proves an Asset 


The production of war planes, bombing and fire 
control equipment, will be a great asset to the office 
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machinery business in the post-war period. In the 
production of aircraft, and of bombing and navigation 
instruments, we have developed light metals, unbeliev- 
ably small and powerful motors, and an almost un- 
limited variety of plastics. Think of the possibilities 
in the production of office appliances with magnesium 
alloys, plastics, and small high-speed motors. To the 
layman it appears that the office appliance industry 
has more to gain than any other industry from the 
peacetime use of these new materials. All o:fice equi 
ment, from the simple typewriter to the complicated 
punch card tabulating and accounting machines, 
should be benefited by the simple and relatively in- 
expensive electric motors which will be available in 
the post-war period. 

Nowhere would improvements in equipment be more 
welcome than in the office machinery field. With the 
exception of our more complicated tabulating and 
accounting equipment, we have had few really electri- 
fied models of office machinery. We have had hand 
models electrified, not unlike the early ventures in the 
automobile field. Many of our accounting and statisti- 
cal machines are much better adapted to left-handed 
than right-handed operation, yet less than eight per 
cent of our people are left-handed. In few lines of 
machinery in widespread use has there been so little 
improvement in design and operation as in the office 
machinery field. 

Unfortunately we know little about the operations of 
the office appliance industry, either at the production 
stage or in the distribution stage. Such data as are 
available from the Bureau of the Census are probably 
the most reliable, and they relate almost wholly to the 
production of office machinery. From what we can 
guess about the years just ahead, it appears probable 
that labor costs in production will be higher than 
before the war, when determined on the basis of earn- 
ings per hour or week. On the other hand, it also 
appears that we have made enough technological and 
management progress during the war, both in the pro- 
duction of complicated machinery and the production 
of the raw materials or semi-manufactures that make 
up the raw materials in the production of complete 
machines for the consumer, that the cost per unit for 
an efficient producer should be considerably below our 
latest pre-war costs. 

For some parts of our office equipment industry, the 
history between the two wars has been strikingly 
different from that of any other consumer product 
producer. In general, the trend of the production of 
many consumer mechanical goods has followed one of 
two major trends: the cost of the product has been 
drastically reduced, such as in the case of the home 
refrigerator, or the consumer has received much more 
for his money, as in the case of the automobile, while 
the cost has remained constant or even risen. In other 
instances, the cost has declined while the quality has 
been greatly improved, as in the case of the producers 
of radio tubes and light bulbs. In the office machinery 
field, some products have shown little change in per- 
formance or price in twenty years. The accompanying 
table, based on census data, shows some general trends 
in the office machinery field from 1931 to 1939. 


INDEX OF OFFICE MACHINERY PRODUCTION 
1931 1933 1935 1937 1939 


Adding Machines .......... 100 77 212 306 254 
Portable Typewriters...... 100 67 164 261 202 
Standard Typewriters. . .. 100 87 150 183 159 
Caicuistors .icie<. ose Sere ee 69 262 408 246 
INDEX OF OFFICE MACHINERY PRICES 

1931 1933 1935 1937 1939 
Adding Machines....... vs See 76 77 79 68 
Portable Typewriters...... 100 74 93 $1 81 
Standard Typewriters... 100 98 108 103 120 
Calculators ..... let 100 83 97 92 99 


The year 1933 was an extremely poor year for nearly 
all kinds of businesses, and particularly so for most 
office machinery manufacturers. By 1939, however, 
most producers had shown a considerable expansion 
in their output. The difference in the behavior of the 


29 








production and price indexes of portable and standard 
typewriters would seem to indicate a difference in the 
merchandising policies of the producers with respect 
to these two types of machines. 


Improved Machines in Offing 


I think we may summarize the production outlook 
by assuming that many new and improved types of 
office machines will be available in quantity after re- 
conversion. It is probable that numerous producers, 
not heretofore in the office appliance business, will 
come into the picture; and that the enterprising com- 
pany will break with the past in designing its equip- 
ment, and will work toward a volume business at a 
reasonable margin of profit, rather than trying for a 
larger margin on a restricted output. 

While the programs of the producers of office ma- 
chines is of major importance to you as distributors 
of these items, there is another problem which is 
much more immediate than the probable trend in 
production—the problem of distributing this equip- 
ment. Except in our very large cities there are few 
dealers large enough to confine their businesses to a 
single line of office machines, or a single machine. 
Nearly all need to handle complementary lines of 
equipment, supplies, and the many items that go to 
make a complete office supply outlet. If overhead per 
unit of sale is to be kept down, a steady volume of 
sales must also be maintained. None of this discussion 
is news to anyone who has been in the office appliance 
business. 

The distribution of office machines has been in 
progress for so many years that it has grown out of 
the promotion stage. It should be no longer necessary 
to give certain groups of customers discounts, because 
of the nature of their businesses, in order to sell the 
product. The automobile is a newcomer to the field of 
distribution in comparison to most kinds of office 
machines, but the automobile industry long ago settled 
the matter of discounts, sales territories, and factory 
branch operation. There is no reason why the distri- 
bution of office machines should be any different from 
the distribution of other kinds of well-known types of 
consumer durable goods. If office machinery is being 
generally distributed differently from that of the dis- 
tribution of other kinds of durable goods, now appears 
to be the logical time to determine the reason, to 
correct any irregularities and abuses, if they exist, 
in the trade. Naturally, the best way to correct abuses 
in a field of distribution is through a strong dealer 
organization, both state and national. This is a condi- 
tion which apparently needs to be strengthened in the 
office appliance field. 

I pointed out earlier that we did not know much 
about the production of office machinery and appli- 
ances. We probably know less about the distribution 
of these items. Recently I noticed some figures on the 
distribution of durable goods, in a report of a national 
organization, and the sample below is from that report. 


OPERATING PERCENTAGES IN THE DISTRIBUTION OF 
CERTAIN DURABLE GOODS IN TERMS OF NET SALES 


Gross Operating 


Type of Merchandise Margin Expense Profit Turnover 
Office Equipment....... 41.7 38.4 3.3 2.8 
OS Pe re er 44.5 42.1 2.4 3.9 
Household Appliances.. 35.3 32.8 2.5 4.6 
PMEOMOOIIGR 2.5 sc ecscs +s: 15.9 1.2 8.3 


The above figures are given in terms of net sales 
for the year 1939. Since the figures are in terms of 
net sales, there is no indication of the return on the 
investment of the distributors. The figures, however, 
do illustrate some things which should be of value to 
us. One is the slow unit turnover in the office equip- 
ment field; another is the relatively high operating 
expense, with the average gross margin. The turnover 
is undoubtedly influenced by price and lack of ob- 
solescence. There is no question but the high turnover 
in the automobile field is the result of a relatively low 
price in relation to the product, and to a high degree 
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of obsolescence. The average automobile, prior to the 
war, had more than three owners before it was dis- 
carded. 

Unless there is constant improvement in the prod- 
uct, both in performance and appearance, there is no 
incentive for the average business man to buy new 
equipment. If many business men do not buy new 
equipment there is little used equipment to sell to 
that cross section of business that is never in the 
market for new equipment. 

From what I can learn from distributors of many 
office appliances, there is yet much work to be done 
in the field of distribution of these products. We 
need to know about the costs of distribution in this 
field. Dealers need to have protection in the territories 
they serve, so that they may have some idea of the 
potentialities of their market, can provide the neces- 
sary service for the territory and, lastly, be in position 
to stock the materials needed in their respective terri- 
tories. 

At the same time, the dealer must be in position to 
know his costs, and be afforded an opportunity to 
compare his costs with others. In short, the industry 
needs to conduct cost of distribution surveys and make 
the results available to its distributors. This means 
first of all, some uniformity in keeping records and 
ascertaining costs. This can be done only through a 
strong dealer organization—local, state and national. 


ee : 
NOMDA OFFICERS GO TO WASHINGTON 


A special visit to Washington to further the interests 
of the National Office Machine Dealers Association 
was made late in April by committee chairmen and 
officers G. E. Taylor, John Dannenfelser, Joe Heaton, 
Robert Randazzo, W. J., Garrison, Robert Manchester 
and Vic Mosel. At Washington the men were joined 
by their friend and associate, Clarence Bush, who 
aided in arranging for the conferences. 

The first meeting was with the paper products and 
office equipment, surplus property section, procurement 
division, Treasury Department. Here, attention was 
called to the incomplete description given of the sur- 
plus property machines offered for sale. Suggestions 
to correct the present conditions will be filed, on 
request of the Washington officials. 

Other bureaus visited included the educational and 
training division, vocational and educational service, 
U. S. Veterans’ Administration. A program was sub- 
mitted providing for a detailed setup of study, both 
in technical and related subjects, thus aiding the 
returning war veteran in the office machine business. 


Fair trade practice rules and standards, as pre- 
pared by the committee, were presented in a visit to 
the Federal Trade Commission, trade practice confer- 
ence division. 

As a climax of the visit in Washington, the Wash- 
ington Typewriter & Office Machine Dealers Asso- 
ciation held a banquet on April 25 in honor of the 
officers of the national association. Present besides 
members of the NOMDA committee were Gerard A. 
Harrington, president of Baltimore Office Machine 
Dealers Association; Irvin R. Ritchie, president of 
New York Office Machine Dealers Association; and 
E. J. Toussaint, president of Penn-Jersey Office Ma- 
chine Dealers Association. Short talks were made 
by President G. E. Taylor, Chairman W. J. Garrison 
of the ethics and standards committee, Chairman Joe 
Heaton of the manufacturers’ relations committee and 
by Robert Randazzo, member of the same committee. 
Other addresses were by Major C. E. Shults, chief of 
contract termination branch, procurement division, 
office of the Quartermaster General; and by Capt. 
Joseph Wegner, demobilization planning section of 
the same office. 

On April 26, the “visiting firemen” attended the 
spring frolic of the Penn-Jersey Office Machine Deal- 
ers Association, held at Camden, N. J. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited ta make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 


London, April 19, 1945 

A story of successful survival of difficulties created 
by the bombing of London can now be told about the 
Blick Office Equipment, Ltd., wholesalers of stationery 
and office equipment. Recent changes in the manage- 
ment of the company makes the story especially timely 
for readers of OFFICE APPLIANCES. 

The company was founded in 1916 and in 1919 came 
under the control of J.H.S. Yates, who then changed 
the policy to one of wholesale business only. In 1924, 
Mr. Yates became the sole proprietor, having acquired 
all the shares. From that time on, the company en- 
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CASUALTY OF THE BLITZ—J. H. S. Yates, proprietor of 
Blick Office Equipment, Ltd., London, supervises the opening 
of a safe at his establishment hit by the “blitz” early in the 
war. Fire followed the bombing and damage was heavy. 


tered upon an era of prosperity, and even war condi- 
tions have failed to stem the tide of its success. 
Premises were occupied in London on a large corner 
site at what is known as “The Elephant & Castle,” 
identified by a famous inn of that name. This area is 
one of the best known and perhaps the most accessible 
in South London, literally dozens of bus and tram 
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(street car) routes passing the door from every part 
of the British capital. Two underground services have 
stations at “The Elephant.” Thus access to this point 
was aS easy and perhaps easier than to many parts of 
central London. It was in this locality that the firm 
grew. War came with its restrictions and controls, 
cutting off imports from American suppliers such as 
the Hotchkiss Stapling Machine Company, but such 
was the solidarity of Blick’s that the firm continued 
to grow. 

Then came the bombing of London. During the 
early blitz period, “The Elephant” area suffered severe 
damage and four times the company’s premises were 
badly damaged, three times by fire. On the fourth 
occasion, the night of May 10, 1941, the whole building 
including the 16,000 square feet occupied by Blick’s, 
was bombed and completely burned out. So fierce was 
the fire that even the basement was gutted by the 
flames. The photograph shown herewith reveals Mr. 
Yates supervising the work of the safe-breakers, the 
safes having fallen into the basement while white 
hot from the flames. All handles were burned off and 
considerable acetylene torch work was necessary be- 
fore the safes could be opened. Practically all of the 
contents were damaged to the extent that the ink was 
baked out of the ledgers and the pages fell to bits 
when turned. The money inside the safes was fused, 
silver into copper, an ingot of bomb salvage! 

The accompanying small view of the building will 
furnish some idea of the destruction and desolation 
created. The part where the men are standing beside 
the safe contains the debris of five floors of a solidly- 
constructed building—dramatic proof of how all-con- 
suming the fire was on the night when it appeared 
that all London would be leveled. 

Every scrap of stock, machinery and fittings became 
a,total loss but phoenix-like Blick Office Equipment, 
Ltd., rose from its own ashes and re-established itself 
at 166 Brixton Road. On the twelfth day after the 
bombing, business was proceeding in practically nor- 
mal fashion and deliveries of goods were made. Even 
the worst night of the blitz could not stop the growth 
of the company. 

During the war period, Blick’s American agencies 
have been dormant and their places taken by other 
lines, some of which will be retained. Others, however, 

(Turn to poge 82, please) 
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LIGHTNING CALCULATOR IS IMPROVED 


E. E. (Ernie) Thornton of the California Typewriter 
Exchange, Los Angeles, has produced an improved 
Lightning calculator following his purchase of the 
Lightning interests and transfer of the company to 
Los Angeles. Setting out to improve the practical and 
popular little adding machine, Mr. Thornton replaced 
the old stylus with a polished lightweight all-metal 
stylus which firmly fits the hand. Number wheel 





IMPROVED LIGHTNING CALCULATOR 


decals have been made through a baked-in process, 
insuring permanence and protection from atmospheric 
changes, and lending clear, etched visibility. 

Today’s Lightning calculator comes streamlined, 
mounted on a plastic base scientifically designed to 
hold the instrument at the right angle for comfortable 
desk work. The calculator weighs 24 ounces and meas- 
ures 14 x 14 inches. Information can be secured from 
the Lightning Calculator Company, 543 South Spring 
Street, Los Angeles 13, Calif. 

atin acoaint 

OFFER NEW PLASTIC RULER FOR ENGINEERS 

The C-Thru Ruler Company, Hartford, Conn., is now 
producing an engineer’s plastic methods ruler used in 
connection with courses in management engineering. 
The manufacturers point out that the new ruler is 





























C-THRU PLASTIC METHODS RULER 


useful to industrial engineers, time study and methods 
men in making process and flow charts. The ruler is 
made of clear, transparent material with one edge 
marked in inches and the other in the metric scale. 
——__.— 


NEW FABRIC EXTENDS LIFE OF BINDERS 


Various fabric problems that have long beset the 
manufacturers of loose leaf binders are expected to 
be solved as the result of the development of a new 
synthetic resin coated fabric by Athol Manufacturing 
Company, New York, N. Y., and Athol, Mass. 

The new fabric is one of Athol’s Terson line and, 
according to the manufacturers, eliminates many of 
the difficulties facing the binder as regards durability 
and service under various conditions. 

“The new Terson synthetic resin-coated fabric for 
loose leaf binders,” it is pointed out, ‘combines a real 
leather-like appearance and all the luxurious feel and 
handle of leather with other qualities which make it 
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superior in many ways to leather for this service. As 
against leather’s tendency to dry out, scuff and crack 
this new cloth retains its appearance and serviceability 
for a much longer period.” 

Limited at present to sample production, the new 
product will be available both in quantity and variety 


after the war. 
o—mee 


DEVISE NEW WITHHOLDING RECEIPT ENVELOPE 

A new special window envelope to fit the W-2 
withholding tax receipt has been announced by the 
Northern States Envelope Company of St. Paul, Minn. 
Designed especially for the W-2 tax form, the enve- 
lope is declared by the manufacturers to speed up 
mailing greatly. The window allows the recipient’s 
name on the tax receipt to show through, thus elimi- 
nating extra work in addressing envelopes. 

A Justrite specialty product, the W-2 tax receipt 








a ) 


WITHHOLDING TAX RECEIPT ENVELOPE 














envelope is made of tough, craft stock for safety in 
mailing. Envelopes are available either plain or printed 
with corner card. The Northern States Envelope Com- 
pany will send prices and samples on request. 

wag aaa 

CRAM OFFERS FOLDER-STYLE PACIFIC MAP 

George F. Cram Company, Inc., Indianapolis, Ind., 
reports that sales of new Pacific map are skyrocketing 
now that fighting is over in Europe and Berlin has 
yielded to Tokyo as the target for today. 

This map is now available in a new folder style 
to sell at $.75. Of large size, 46 x 36 inches, the map 
is folded down to 914 x 1134 inches for convenient han- 
dling and display. Printed in eight colors, this com- 
plete map shows islands and many name places not 
found on other maps, has 62 close-ups of important 
points and ports, and 176 miniature flags. The index 
lists and locates 2,500 places and points. Other styles 
of this pictographic map of the Pacific area are being 
made to sell at $1.00, $2.50 and $3.00, and will continue 
to be available. A sample of the folder style map may 
be had by addressing George F. Cram Company, Dept. 
4, 730 East Washington Street, Indianapolis 7, Ind. 

<> —__ 
PLAN RECORDING DEVICE POST-WAR MARKETS 

Having perfected its exclusive method of multiple 
line magnetic recording on steel tape, trade-marked 
Talkertape, the Magnograph Corporation announces 
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plans for immediate expansion into post-war commer- 
cial markets. 

In carrying out this policy, the Magnograph Licens- 
ing Corporation is now granting licenses to qualified 
manufacturers for the production and merchandising 
of Magnograph devices in the home-recording, busi- 
ness dictation, educational and entertainment fields. 

According to M. B. Price, executive vice-president, 
licenses are available in 33 different industrial divi- 
sions where multiple line magnetic recording equip- 
ment can be used to step up peacetime efficiency. 

Of interest in the office field are the statements of 
engineers that the Magnograph multiple line principle 
makes it possible to record speech with high fidelity 
at low tape speed (less than 75 feet per minute), to 
play back a measured program immediately after 
recording, and to make erasures or corrections in- 
stantly on the line without disturbing the recording of 
any other lines. Words can be substituted on the very 
same space on any channel line. 


—— eo 
OFFER NEW PORTABLE DESK FOR INDUSTRY 


A sturdy portable desk with a multiplicity of indus- 
trial uses, especially adaptable for shop foremen, ship- 
ping clerks, inspectors, dispatchers and others, is now 
being marketed by Lyon Metal Products, Inc., Aurora, 
Il. 

The portable model No. 2131-15, pictured herewith, 
priced at $26.45, stands on three-inch swivel casters 
and has a positive brake attachment. The over-all size 
of the unit is 341%% inches wide, 30 inches deep and 53 
inches high (43 inches in front). 

The desk hood provides adequate space for the stor- 
age of working papers and has a smooth 30-inch desk 





LYON PORTABLE METAL DESK 


top with a three-inch overall slope. The spacious 


drawer is equipped with a lock. 

Other steel desks also available include the counter 
type model (no legs), cabinet desk, desk-high type, 
stationery type, and a model which fastens to the wall. 


— os 
NOMA CO-OPERATES ON VETS’ COUNSELING 


The Boston chapter of the National Office Manage- 
ment Association has been making an interesting con- 
tribution to the job counseling service at the Veterans’ 
Service Center for Greater Boston. In addition to pro- 
viding a list of its members who volunteer to inter- 
view veterans for the purpose of providing information 
about job opportunities, two of the chapter’s prom- 
inent members, Prof. N. H. Abbott of Boston Univer- 
sity and T. U. Fretheim of the Hardware Mutual 
Casualty Company, have teamed up to present basic 
occupational facts to servicemen in various near-by 
hospitals. 

Prof. Abbott and Mr. Fretheim have addressed large 
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groups at the Cushing General Hospital, the Chelsea 
Naval Hospital and the Camp Edwards Convalescent 
Hospital, all in eastern Massachusetts. This experiment 
is being observed with great interest by those con- 
cerned about the important program of adequate job 


counseling for the war veterans. 
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GUNLOCKE SOLVES TRANSPORTATION PROBLEM.—An- 
ticipating that the transportation facilities will become less 
in the months ahead, W. H. Gunlocke Chair Company, Way- 
land, N. Y., is putting on a fleet of these busses to bring its 
workers in from the outlying towns and villages. 
————— | 


COMMERCIAL CONTROLS BUYS ENDORSOGRAPH 


Charles R. Ogsbury, president of Commercial Con- 
trols Corporation, Rochester, N. Y., announces the pur- 
chase of the trade-mark, patents, assets and inventory 
of the Clark Endorsograph Company, Philadelphia, Pa. 
All operations for the manufacture and distribution of 
the Endorsograph automatic check endorsing machine 
are to be transferred to the purchasing company’s 
plant in Rochester, effective June 1. 

The Endorsograph was originated by the Clark com- 
pany some 15 years ago. Hundreds of these machines 
are now in use in banks, commercial offices and indus- 
tries having large numbers of daily checks requiring 
endorsement. In many installations it is used in con- 
junction with microfilming equipment so that perma- 
nent recording and endorsing are made in one opera- 
tion. 

Paul J. Clark, proprietor of the Clark company, 
has joined the Commercial Controls organization as 
manager of its newly-created Endorsograph division. 
The machine will henceforth be marketed and serviced 
through Commercial Controls branch and agency 
offices who already handle its metered mail systems 
and machines as well as the Ticketograph production 


~ control system. 


OVER $300,000 TO VICTOR EMPLOYEES 


G. H. Turner, director of personnel for the Victor 
Adding Machine Company, has announced the dis- 
tribution of $314,636.53 to employees participating in 
the company’s security and pension funds. Total con- 
tributions by the company to these funds since the 
establishment of the program at the end of 1941 now 
amount to over $1,000,000. 

The security fund provides group insurance covering 
sickness and accidents to the employee and his de- 
pendents, as well as life insurance and retirement 
benefits. At the end of 1944 there were 1,286 members 
participating in the security fund. 

Employees acquire shares in the security fund on 
the basis of personal deposits—one share for each $5.00 
deposited and one additional share for each year of 
service with the company. In addition, each member 
receives one share for every $100 of annual earnings. 

The pension trust fund is an additional security 
program covering all employees who have been with 
the company five years or more. All contributions to 
the fund are made by the company. 
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R. R. Bricker of Mid West Typewriter Company, 
Norfolk, Nebr., affixed his signature to the Guest Book 
April 24. He was on a buying trip which included 
calls upon manufacturers in Chicago, Jasper, Ind., and 
Bedford, Ohio. Starting in business five years ago as 
agent for Royal Typewriter Company, Mr. Bricker went 
through a quick evolution to become a full-fledged 
commercial stationer, a most fortunate move because 
of the withdrawal of typewriters from the market 
shortly after the United States entered the war. In 
addition to the Royal he sells the Marchant calcu- 
lating machine and has interests in other mechanical 
specialties. Thoroughly sold on Nebraska, he was proud 
for all Nebraskans because of the manner in which 
the state was featured in the April issue of the Na- 
tional Geographic Magazine. 


Jack Estes, of Estes Office Supplies, Greenville, Miss., 
visited with the office of this journal by telephone 
from the Union League Club April 27. The next day 
he called in person and recalled pleasant experiences 
at the regional meeting of the 4th and 9th districts, 
NSA, in Jackson, Miss., three years ago. He had come 
north on a business trip which involved stops in 
Chicago and St. Louis, the principal purpose being to 
obtain merchandise. Since he limited his calls to the 
two cities, it is presumed that his trip was successful. 


H. W. D. Buckeridge, Typewriter Sundries Company, 
Ltd., London, England, and A. H. Cohen, Woodstock 
Typewriter Company, Ltd., also of London, England, 
were Guest Book signers on May 4. The object of Mr. 
Buckeridge’s visit to the United States was to make 
a personal survey of the export market. During the 
past few years his firm has experienced a rapidly 
expanding export business. Mr. Cohen has been in this 
country for some time, making headquarters at the 
*Voodstock plant in Woodstock, Ill. He expects to re- 
turn to London before long. Mr. Buckeridge arrived 
in New York on April 28, came to Chicago on May 4, 
and went back to New York on May 9. He hoped to 
start his return voyage to England a few days later. 

A man of wide interests and varied activities, Mr. 
Buckeridge was president of the Typewriter Trades 
Federation of Great Britain & Ireland in 1942-1943. 
He is still immediate past-president and has been a 
member of the executive council for ten years. As post- 
chairman and continuing member of the finance com- 
mittee and member of the parts and rules revision 
committees, he has devoted many hours to advancing 
the cause of the industry through the T.T.F. Despite 
the scope of his business activities he finds time for 
civic affairs and has been a Freeman of the City of 
London since 1938. His connection with the Typewriter 
Sundries Company, Ltd., began three years ago when 
he became associated with the staff as sales manager 
and director. 


W. M. Pruitt, Oakland, Calif., brother of the late 
Otto Pruitt and formerly associated with him in the 
office machine business in Chicago, inscribed his name 
in the Guest Book on May 11. He is considering return 
to active participation in the office machine field, his 
Chicago trip being for the purpose of investigating 
market potentials now and post-war. 
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Bertan R. Swanger, Metropolitan Typewriter Com- 
pany, Detroit, Mich., was an end-of-the-day visitor 
on May 14. His cheerful smile put sparkle into the 
late afternoon. He reported an excellent business in 
rentals, involving over 1000 machines. Located far 
from the business center of Detroit, Mr. Swanger has 
a complete, modern repair shop in the basement of 
his home, where several mechanics are continually 
busy keeping typewriters in condition for rental. 


a eee 
MAKE CHANGES IN STEIN ORGANIZATION 


Leo Stein of Stein Bros. Mfg. Co., Inc., announces 
some changes in the Stein organization, in connection 
with the post-war program, of interest to luggage and 
leather goods buyers. 

E. R. Manning, for eight years sales manager, will 
direct the Stein marketing and advertising from the 
new, modern plant at 4242 Fillmore Street, Chicago, 
when completed in June. He will direct the luggage, 
brief case and portfolio departments and will continue 
in charge of the government branch of the company. 
Mr. Manning has been acting as general manager 





NEW ASSIGNMENTS AT STEIN’S—E. R. Manning (right) will 

direct the marketing and advertising for Stein Bros. Mfg. Co.., 

Inc., new plant, and his assistant since 1938, S. Mace Cole 

(left), will act as the new sales manager. They locate Chi- 
cago on the map as the hub of Stein’s expansion. 


since the plant started running two shifts a day on 
war work in 1941. 

S. Mace Cole, the new sales manager, has been Mr. 
Manning’s assistant since 1938. Trained first in the 
factory, learning materials and manufacturing pro- 
cedures, Mr. Cole is well qualified for his new work. 
In charge of the company’s convention and show- 
room displays and covering several territories in recent 
years, he has made a wide acquaintanceship among 
“Stebco” dealers. 

The national advertising of the “Stebco” line will 
include the new Stein luggage line as soon as condi- 
tions permit its manufacture. The present plant at 
231 South Green Street and the new factory will con- 
tinue to operate two shifts on vital items for the armed 
forces as long as the War Department requires these 
facilities. 

Edward Lerner will function as workers manager 
for both plants. 

Leo Stein’s son, Edward B. Stein, formerly pur- 
chasing agent for the company, is in the U. S. Navy. 


ie Si a 
PENN-MAR-VA PLANS OUTING IN JUNE 


Penn-Mar-Va will hold an outing for stationers 
some time in June. The location and date have not 
yet been decided upon, but will be announced in the 
bulletin of the organization. Those planning to attend 
are notified to get in condition to participate in soft- 
ball, golf, and kindred sports. 
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IBSA HOLDS INFORMAL ANNUAL MEETING AND 
ELECTION OF OFFICERS AND DIRECTORS 


Because 1945 marks the thirtieth anniversary of its 
founding of the Illinois Booksellers & Stationers As- 
sociation, plans were laid last year to do something 
special in the way of an annual convention this year. 
In view of the war situaiton and the ban on conven- 
tions, the big plans were cancelled and the annual 
assembly was held as an informal gathering in the 
Edgewater Beach Hotel, Chicago, on Friday, April 27. 
There was no registrations of those in attendance and 
no formal program was followed. 

Immediately after calling the meeting to order, 
President Maynard Westring, Mid City Stationers, 
Rockford, Illinois, asked those present to stand for a 
moment of silent prayer for the success of the World 


NEW IBSA OFFICERS AND RETIRING PRESIDENT.—Seated, 
left to right: A. J. Merkelz, The Book Shop, Joliet, secretary- 
treasurer; D. S. Passmore. University of Chicago Book Store, 
Chicago, executive vice-president; P. G. Picknell, Haines 
& Essick Co., Decatur, president; Tom Gillice, Rockwell-Barnes 
Co., vice-president representing the manufacturers. Insect: 
President-elect Picknell receives the gavel from Retiring 
President Maynard Westring, Mid-City Stationers, Rockford. 


Security Conference in San Francisco. The next order 
of business was appointment of the nominating com- 
mittee, composed of John Carroll, Temple & Carroll, 
Galesburg, Ill., chairman; Homer Jacquin, Jacquin & 
Company, Peoria, Ill.; Jess Sutton, Woodbury Book 
Company, Danville, Ill. 

The only scheduled speaker of the morning was 
Harry Horder, Horder’s, Inc., Chicago. Although un- 
titled, Mr. Horder’s address was basically concerned 
with the idea of getting a sense of direction of 
where the individual stationery business is going. 
Stationers have gone through a reasonably prosperous 
period despite mechandise shortage and manpower 
problems and may look forward to expansion in the 
post-war period. Because of this anticipated expan- 
sion, capital should be kept liquid and not too much 
invested in buildings and other real estate. It could 
easily happen that more business will be transacted 
by a dealer than his invested capital will sustain. 
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Keeping capital liquid will act as a hedge against 
business failure caused by inflation. 

New competitors after the war in all fields, Mr. 
Horder pointed out, will necessitate reducing expenses 
in order that gross profit can be cut. The problem 
in coming years will be one of operations and man- 
agement rather than of selling. 

An interesting side light referred to by the speaker 
was that the total volume of stationery business in 
the war years has remained at pre-war levels despite 
unavailability of about half the number of lines. Fur- 
ther, because stationery did not go up to its war levels 
of many other industries, it will not suffer so much 
when war business fades from the commercial picture. 

Following Mr. Horder’s thought-provoking words, a 
number participated in a lively discussion before ad- 
journment for lunch. 

In the afternoon President Maynard Westring en- 
livened the meeting by calling on various dealers 
and manufacturers present to offer views on subjects 
they thought important. C. H. Law of Boorum & Pease 
Company spoke about the opportunities that will be 
open to salesmen in the field of visible records after 
the war. Bill Boyd, Acco Products, Inc., referred to 
good and bad ways of selling and urged that salesmen 
be trained to seli the good way. Will Johnson, W. B. 
Read & Company, Bloomington, Ill., recalled its found- 
ing of IBSA 30 years ago. Homer Jacquin, Jacquin & 
Company, Peoria, Ill., inquired about the possibility 
of manufacturers printing retail prices on the pack- 
ages of certain over-the-counter items. Several out- 
lined experiences in the use of radio advertising. 

The final action before adjournment was the elec- 
tion of the following officers and directors: P. G. 
Picknell, Haines & Essick Company, Decatur, presi- 
dent; D. S. Passmore, University of Chicago Book 
Store, Chicago, executive vice-president; Tom Gillice, 
Rockwell-Barnes Company, vice-president represent- 
ing the manufacturers; R. J. Markelz, The Book Shop, 
Joliet, secretary-treasurer; Maynard Westring, Mid 
City Stationers, Rockford, chairman of executive com- 
mittee; Dan Hansen, Carlson Brothers, Moline, direc- 
tor; Fred Gordon, Macomb Book Store, Macomb, direc- 
tor; Harry Chumley, Woodworth’s Book Store, Chicago, 
director; Homer Jacquin, Jacquin & Company, Peoria, 
director. 

Ot 2 
STATIONERS 12:30 CLUB HAS SOCIAL MEETING 


There was a good attendance, as usual, when the 
Stationers 12:30 Club assembled on April 23 for a 
social meeting and roast beef dinner at the President 
Tavern, New York, N. Y. 

President James T. Hurley, Oxford Filing Supply 
Company, in opening the meeting introduced Percy 
Shulkin, Allen Stationery Company, Lynn, Mass., who 
was a guest of Irving M. Levy, Art Steel Sales Cor- 
poration. 

Charles P. Epifano, Automatic Pencil Sharpener 
Company, announced for the sickness committee that 
flowers had been sent to Benjamin Abrahams, Royal 
Office Supply Corporation. Mr. Abrahams is recovering 
from a recent illness. 

Secretary Mortimer Libien, Lien Press, Inc., read a 
letter of acknowledgment and appreciation from Ben- 
jamin T. Sandner, Russia Cement Company, for a 
1945 
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letter of condolence he has received from the club on 
the recent death of his wife. 

The club members missed the presence of Chairman 
of the Board of Directors Louis H. Caracci, The Nor- 
Wood Company, Inc., who spent the evening with his 
son, who was on leave from the U.S. Navy; and Treas- 
urer Dwight N. Briggs, manufacturers’ representative, 
whose wife is ill. 

President Hurley announced that plans for the an- 
nual outing are nearly completed and that a tentative 
date has been set for Thursday, June 14, at the Valley 
Stream Country Club, Long Island, N. Y. The plans 
met with the unanimous approval of the members. 

Those attending are urged to come prepared to 
spend the day participating in golf, handball, baseball 
and other games. Members of the outing committee 
are Jerry Savage, Carter’s Ink Company; Martin M. 
Moldow, H. O. Atwood Associates; Lester C. Milton, 
Bainbridge, Kimpton & Haupt; and Dwight N. Briggs, 
manufacturers’ representative. 

Se 


ELECT CANADIAN MACHINE DEALERS’ OFFICERS 

The Canadian Typewriter and Machine Dealers As- 
sociation of Quebec in a recent meeting re-elected the 
following officers for a third term: president, J. Rubin; 
vice-president, R. T. Armand; treasurer, E. D. Twite; 
secretary, A. G. Hale; directors, C. L. Starr, T. McCul- 
lough, H. J. Deluca, C. L. Martineau, J. Goldstein and 
E. Lacoline. At this meeting it was announced that the 
Canadian typewriter and machine dealers are prepared 
to train and absorb 25 per cent more people in the 
immediate post-war era than they now employ.—RC 

J ——— 


CONNECTICUT STATIONERS TO MEET ON JUNE 27 


Following successful meetings in April and May, 
members of the Connecticut Valley Stationers Associa- 
tion are looking forward to the June session on June 
27 at the Indian Hill Country Club, Newington, Conn. 
This meeting will be purely social in nature and a golf 
tournament will be held. 

The May meeting.was held at Ceriane’s Cafe Mellone 
at New Haven, Conn. The program was arranged by 
Ford Chidsey. In April, the stationers met at the 


Indian Hill Country Club, the 40 present discussing 

surplus commodities and standardization of catalog 

sizes in the stationery industry to 8% x 11 inches. 
ome 





PENN-JERSEY OFFICE MACHINE DEALERS HOLD SPRING FROLIC 


Seated clockwise at the front table for the 
Penn-Jersey Office Machine Dealers Asso- 
ciation spring frolic are Allan Crowell, The 
Soundscriber Co., New Haven, Conn.; Gene 
Taylor, Pantagraph Printing & Stationery 
Co., Bloomington, Ill., president of NOMDA; 
Joseph Heaton, Pawtucket Typewriter Ex- 
change, Pawtucket, R.I., chairman of manu- 
facturers relations committee of NOMDA; 
Irving R. Ritchie, Addressing Machine & 
Equipment Co., New York, regional vice- 
president of NOMDA and president of Office 
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GREAT LAKES TRAVELERS NOTES 

At the regular meeting of the Great Lakes Travelers 
Club, held May 3 after a postponement of a week to 
permit members to attend the informal meeting of the 
Illinois Booksellers and Stationers Association on 
Friday, April 27, the following were accepted as GLTC 
members: Richard Singer, The Globe-Wernicke Co., 
and Carl Potter, G. J. Aigner Company. 

Among the guests present were Reg Tussing, well 
known to the industry because of his former connec- 
tion as president of the Victor Safe & Equipment 
Company, and Earl Hodge of the Gary Office Equip- 
ment Company, Gary, Ind. Whit Hanson, president of 
the Chicago Stationers Association, was also present. 

Se 


OFFICE MANAGEMENT, EDUCATION LINK FORCES 


Management and education combined forces at a 
recent luncheon meeting of the Office Management 
Association of Chicago to present the work that is 
being carried on between industry and the schools 
in certain lines of business endeavor. Speakers were 
C. E. Watson, chairman of the Department of Indus- 
trial Relations, Technological Institute, Northwestern 
University, and R. O. Johnson, supervisor of training, 
International Harvester Company, Chicago. 

The plan discussed embraces the providing of grad- 
uates with better opportunities in industry and at the 
same time providing better employees to industry. 

C. E. Watson told of the part that Northwestern 
University plays in the program as now used by the 
engineering students. Five years are spent, with three 
months of schooling followed by three months of work, 
followed again by three months of schooling. Two 
student-employees operate on each job, reversing their 
positions at the end of each three months. R. O. 
Johnson of the International Harvester Company 
reported that the plan was very successful in industry. 

Sa eee 
PENN-JERSEY DEALERS HOLD SPRING FROLIC 


The Penn-Jersey Office Machine Dealers Association 
held the second annual spring frolic with dining, 
dancing and a floor show on April 26 at Weber’s Hof 
Brau, Central Airport Circle, Camden, N. J. 

Over 200 guests filled the spacious dining room to 
capacity and a festive mood prevailed as a roast beef 
dinner was served. 

President Edward J. Toussaint, Central Duplicating 
& Typewriter Company, Camden, gave a short address 





PN aS 


Machine Dealers Association of New York, 
Inc.;: Edwin Wick, Wick & Rouillot, Norris- 
town, N.J., vice-president Penn-Jersey Office 
Machine Dealers Association; Ed Toussa‘nt, 
Central Duplicating & Typewriter Co., Cam- 
den, N.J., president Penn-Jersey Office Ma- 
chine Dealers Association and member of 
NOMDA executive committee; William J. 
Garrison, Marietta Office Supply Co., Mari- 
etta, Ohio, member of NOMDA executive 
committee; and Victor Mosel, Cleveland, 
Ohio, new executive secretary of NOMDA. 
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an shortage or no man shortage 
.... wont!" 


GIRL: Listen, Boss, even these days a gal can find something better 
to do with her evenings than stay after hours retyping your letters! 








e 


BOSS: And I suppose, just because it’s five o’clock, I shouldn’t 
mention that I can’t read these fuzzy, blurry carbon copies? 


GIRL: I should s-aay not—until you get me the right carbon paper! 
Now look at the difference in this copy made with the *Roytype 
Park Avenue Carbon Paper I borrowed. And notice that I mis- 
spelled “sharp.” 








For clean, sherp, legible carbon copies like this, 
use deep-inked Roytype Park Avenue Carbon Paper. 





H 
{> GIRL: Now watch! I put that “e” in “sharp” just to show you how 


5 
ee ; 
ee V3 neatly and quickly a Roytype carbon can be erased. 





legible carbon copies like this, 





BOSS: Gorgeous, I’m convinced. Do you suppose we could call off 
this strike if I promise to order nothing but Roytype Park Avenue 
Carbon Paper from now on? 


GIRL: It’s a deal—that is, if you'll get Roytype Ribbons for my 
., machine, too. They’re made with a special process that permits 
~ the ink to flow through the fabric into the used parts. When the 
life of the ribbon is constantly renewed that way, you get much 
clearer, neater letters on your originals. 





7 he BOSS: Agreed! Write out the order to 
POV ore 

VUE: ee V¥V WD, Royal immediately, er—after you get in 
ard ,) tomorrow morning. 





ROYTYPE x — : 
See your Roya epresentative or 
Ribbons and Carbon Paper Roytype Dealer today. Buy on the 


made by the Coupon Plan and save money. 


ROYAL 


TYPEWRITER COMPANY *Trade-mark Registered U. 8. Pat. Off. 


2 Park Avenue, New York 16, N. Y, Copr. 1945, Royal Typewriter Company, Ine. 
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But look... 


there's no 











customer shortage, 


Mr. Dealer! 


HY? Well, just cast an eye over the 
latest Roytype ad on your left. 


It’s part of the most consistent national ad- 
vertising campaign ever put behind type- 
writer ribbons and carbon paper. 


THERE ISN’T EVEN A CLOSE SECOND TO 
ROYTYPE ADVERTISING! And that’s been 
true for a long, long time. 


So ...if you yearn for mounting sales and 
nice, even profits . . . follow the lead we’re 
giving you with your customers and... 


Stock ROYTYPE .. . display ROYTYPE 
... push ROYTYPE RIBBONS AND CARBON 
PAPER ...made by the makers of ROYAL, 
“The World’s Number One Typewriter.” 


ROYTYPE is a complete line . . . designed 
to fit all typing needs, and with a price range 
that fits al/ your customers. 
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of welcome. He then introduced the new NOMDA 
president, Gene E. Taylor, Pantagraph Printing & 
Stationery Company, Bloomington, Ill., and Executive 
Secretary Victor Mosel, Cleveland, Ohio. 


The affair was attended by groups from Baltimore, 
New York and Washington. Those present found the 
floor show of variety acts entertaining. Plenty of good 
music was provided for dancing. 

Serving with Ed Toussaint, president, are Edwin C. 
Wick, Wick & Roullot, Norristown, Pa., vice-president; 
and Anthony Esposito, Ever Ready Typewriter Service, 
Philadelphia, Pa., secretary-treasurer. 

Members of the frolic committee were E. Kocher, 
chairman, Jack Bonfini, George Headley, John DiPaul, 
Ed Savery, Al Spaide, Len Crowell, and Anthony 
Esposito, all of Philadelphia; Ed Wick, Norristown, Pa.; 
Ed Pfitzenmaier, Ardmore, Pa.; Harlan Downer, Glass- 
boro, N. J.; and H. E. Steinke, Upper Darby, Pa. 


—__—~<—— - 


NEW YORK GROUP HAS LADIES NIGHT PARTY 


Over 110 members, their wives and guests were 
present for the ladies night party of the New York 
Office Machine Dealers Association on May 8 at the 
Hotel New Yorker. This was a dual affair in which 
both V-E day and the presence of the ladies were 
celebrated. 

President Irving R. Ritchie, Addressing Machine & 
Equipment Company, New York, extended a cordial 
welcome and thanked William Purvin, Superior Type- 
writer Company, New York, chairman of the enter- 
tainment committee, for the fine job he and his com- 
mittee had done on short notice. Chairman Purvin 
announced that the Association’s eighth annual dinner 
dance would be held on October 27. Next regular meet- 
ing will be in June. 

All present stood for a minute in silent prayer for 
the boys in the armed services and the national 
anthem was sung. 

Paul Gross, Mailers Service & Equipment Company, 
New York, chairman of the membership committee, 
announced the addition of four new members, making 
a total of 175 for the organization. 

Secretary Jessie I. Taylor, Globe Typewriter & 
Adding Machine Company, Inc., New York, had all 
present sign a huge “get well’ card to be sent to 
George Ham, American Writing Machine Stores, who 
is recovering from a recent operation. 


The evening was spent in good music, singing, danc- 
ing and fellowship. 


PENN STATIONERS HOLD SPRING DINNER 

The annual spring dinner of the Stationers Associa- 
tion of Western Pennsylvania was held in the Gold 
Room of the Roosevelt Hotel, Pittsburgh, Pa., on April 
30 with a large attendance of stationers, their em- 
ployees and guests. Paul McGann, Central Ohio Paper 
Company, acted as master of ceremonies for a delight- 
ful evening rounded out by a floor show and dancing. 
In the distribution of prizes, a $25 War Bond donated 
by the Penn-Mar-Va Club went to Harry Snyder of 
the George H. Alexander Company. 

The committee in charge of the dinner was Paul 
McCann, Ed Reimman, the McCloy Company, and Vic 
Johnson, Wilson Jones Company. 


o— et 


CANADIAN STATIONERS IN ANNUAL MEETING 


Unhampered by regulations such as exist in the 
United States, the members of the Stationers’ Guild 
of Canada were enabled to hold their twelfth annual 
meeting at the Chateau Frontenac in Quebec City, 
Quebec, on April 23-24. Reports of the trade and elec- 
tion of officers featured the sessions. 

Elected to the executive council were: 

District chairmen—Nova Scotia, R. W. Wright, R. W. 
Wright & Company, Halifax; New Brunswick, A. L. 
Colpitts, R. R. Colpitts & Son, Moncton; Quebec, 
Lucien Hetu, C. F. Dawson Company Ltd., Montreal; 
Ontario, James Preston, Preston Noelting Ltd., Strat- 
ford; Prairie Provinces, Charles Hazen, Hazen Twiss 
Ltd., Saskatoon, and H. L. Willson, Willson Stationery 
Company, Ltd., Winnipeg; and British Columbia, J. W. 
Gehrke, Gehrke’s Ltd., Vancouver. 

Directors—W. J. O’Reilly, Underwood Elliott Fisher 
Ltd., Toronto; W. S. Pennycook, Barwick, Ltd., Mon- 
treal; C. E. Beaudry, Carter’s Ink Company, Montreal; 
W. Ed. Dawson, Dawson Bros. Ltd., Montreal; W. H. 
Stainton, Stainton & Evis Ltd., Toronto; Jack Morgan, 
Viceroy Mfg. Company Ltd., Toronto; James McArdle, 
W. J. Gage & Company Ltd., Montreal; L. F. Beattie, 
Bixby Beattie Company, St. Catharines, Ont.; James 
P. Cook, James A. Cook & Son Ltd., Toronto; P. F. 
Grand, Grand & Toy Ltd., Toronto; Virgil James, The 
James Texts, Belleville, Ont.; W. G. Jewill, The Robert 
Duncan Company Ltd., Hamilton, Ont.; Hugh Moore, 
T. J. Moore & Company Ltd., Quebec; C. Eric Swift, 
Thomas V. Bell Ltd., Montreal; W. A. Bordeleau, Ville- 
maire Freres, Montreal; Don Campbell, Dennison 
Manufacturing Company Ltd., Montreal; C. G. Eastor., 
Eagle Pencil Company Ltd., Toronto; A. G. Ellis, W. V. 
Dawson Ltd., Montreal; Walt Harmer, Acme Carbon 











VICTOR SAFE & EQUIPMENT HOLDS APRIL SALES SCHOOL FOR DEALERS 


Representatives of several franchise dealers of Victor Safe 
& Equipment Co., Inc., attended a Visible sales school at 
Buffalo April 16-20. Left to right: Louis Drobis, Julius M. 
Stark & Co., Baltimore, Md.; Howard V. Austin. Office 
Supplies, Inc., Muskegon, Mich.: Charles B. Davis, Zac 
Smith Stationery Co., Birmingham, Ala.; H. W. Barnes, 
Victor advertising manager; Harry A. Snyder, George H. 
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Alexander Co., Inc., Pittsburgh, Pa.; Howard E. Bosworth, 
Charles G. Stott & Co., Inc., Washington, D. C.; Robert M. 
Sanford, Sanford Hall Co., Jacksonville, Fla.; Mrs. Helen 
Neville, Wirtshafter’s, Inc., Cleveland, Ohio; and O. E. 
Stanfield, Business Furniture Co., Indianapolis, Ind. Frank 
G. Pratt, Coleman Office Supply Company, Wichita, 
Kans., was not present when the picture was taken. 
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Company Ltd., Toronto (representing The Stationers’ 
Guild Club); George Hayward, Canada Paper Whole- 
sale Ltd., Toronto; A. G. Lancaster, Dennison Manu- 
facturing Company Ltd., Toronto; J. S. Luckett, 
Luckett Loose Leaf Ltd., Toronto; and Hugh Young, 
Copp Clark Company Ltd., Toronto. 


Se eee i... 
NEW YORK GROUP HOLDS MAY MEETING 


The regular monthly meeting of the Office Equip- 
ment Dinner Club was held on May 14 at the Adver- 
tising Club, New York, N. Y., with over 50 members 
attending. 

President R. J. Berry, Berry, Dickie & Stettler, Inc., 
New York, opened the meeting by introducing W. B. 
Wood of W. B. Wood Company, Newark, N. J.; Ruth 
Pearl, Pearl Desk Company, New York; and Mildred 
S. Zich of the Westcourt Company, New York. Then 
he called upon R. B. Booth, Leopold Desk Company, 
who reported that the sixth annual golf tournament 
would be held on Tuesday, June 12, at the Garden 
City Country Club, Garden City, Long Island, New 
York. Mr. Booth urged all members to make their 
reservations promptly in order that all could be 
accommodated. Starting at 9:30 a.m., the tournament 
will continue through the day. Card games and a 
clock tournament on the putting green will be pro- 
vided for the non-golfers. War stamp prizes for both 
players and non-players will be awarded. 

President Berry appointed the following nominating 
committee: Oscar Widman, Desks, Inc., chairman; 
Max Sandler, Charles S. Nathan, Inc.; Claud Allen, The 
Globe-Wernicke Co., and Guy Rentsler, Remington 
Rand, Inc., who will place in nomination candidates 
for the club’s 1946 officers at the next meeting in 
September. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, New York, spoke on behalf of the United Jewish 
Appeal of Greater New York. He urged all members 
to attend the testimonial dinner for Seymour L. and 
Charles M. Nathan of Charles S. Nathan, Inc., New 
York, to be held on June 5 at the Essex House, New 
York, and asked them to give generously for the 
support of this worthy cause. 

The guest speaker of the evening was John G. Jones, 
a representative of the war finance committee, U. S. 
Treasury Department, who spoke on the 7th War Loan. 
Mr. Jones gave his listeners a vivid word picture of the 
wonderful achievements of the United States through- 
out the war period. He pointed out that half of the 
job was finished successfully, but that there still re- 
mains a big task in the Pacific area. He urged all 
to put their shoulders to the wheel and put the 7th 
War Loan across so that we can bring the war toa 
speedy, victorious conclusion. 

Secretary Ben Itkin, Itkin Bros., New York, has been 
named chairman of the entire office equipment and 
furniture division to work in conjunction with com- 
merce and industry division of New York City for 
the 7th War Loan. He announced that his committee 
would visit all members and asked for the same 
fine support given him in the past. 

- 2 
STATIONERS GOLF ASSOCIATION HOLDS MEETS 

The Stationers Golf Association of New York, N. Y., 
held its third tournament of the season May 22 with 
J. C. Musser, host, and Fred Callahan, co-host. Play 
was at the Pelham Country Club. In another tourna- 
ment held at Bonnie Briar on May 8, 34 members 
and six guests played with E. G. Geehring and I. Myers 
turning in low net of 73 each for Class A. F. W. 
Callahan’s low net of 78 led in Class B. 

Tournament schedule includes: June 5, Wykagyl 
Country Club; June 19, Westchester Country Club 
(Ladies’ Day); July 12, Ridgewood; July 24, Plandome; 
August 7, Leewood; August 21, Wheatley Hills; Sep- 
tember 11, Scarsdale; September 27, North Hills; and 
October 9, Hackensack. 

The Stationers 12:30 Club will hold its annual out- 
ing at Valley Stream Golf Club on June 14. 
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VICTOR HOLDS REGIONAL MANAGERS MEET 

Regional managers and other field sales executives 
of Victor Adding Machine Company, Chicago, joined 
with home office division heads recently in a five-day 
session at the Edgewater Beach Hotel to review and 
complete the company’s post-war merchandising plans. 

M. S. Bandoli, vice-president in charge of distribu- 
tion, opened the sessions with a short talk, outlining 
what was to be accomplished. A. C. Buehler, chairman 
of the board, described Victor’s post-war manufactur- 
ing facilities and reported upon current war produc- 
tion. R. O. Buehler, president, told of new product 
development. These talks were followed by a series of 
program presentations conducted by division heads, 
covering operations under their control such as service, 
training, advertising, market research, as well as 
branch and dealer procedures. The program included 
a dramatic presentation by actors and a professional 
narrator of Victor’s past history, war production ac- 
complishments and new product development. 

Guests included the following members of the com- 
pany’s board of directors: J. W. Schippmann, R. O. 
Buehler, Norman Collins, A. C. Buehler, F. E. Henry, Jr., 
H. L. Buehler, M. S. Bandoli, and C. C. Buehler. Field 
executives present included L. P. Naylor, eastern re- 
gional manager; Kurt Vasen, western regional man- 
ager; F. G. Hulburd, assistant to the president and 


executive representative in Washington; K. A. Adams, 


special assistant to the general sales manager; and 
F. S. Himebauch, manager of the Chicago branch. 
Approximately 75 key men from the company’s manu- 
facturing, research and distribution divisions made up 
the balance of the group. 


— <>-»—____— 


STATIONERS GUILD HOLDS BALTIMORE SESSION 


Members of the Stationers Guild of America, with 
their sales forces, mixed business and pleasure for a 
dinner meeting at the Emerson Hotel in Baltimore, 
Md. on May 2. 

Fifty-three attended, and heard the welcome by gen- 
eral manager Al Williams, who emphasized the impor- 
tance of being equipped with knowledge of merchan- 
dise to meet the competition that will be experienced 
upon return to normal times. 

Representatives of the Columbia Ribbon & Carbon 
Mfg. Company present included Ralph W. Graham, 
eastern sales manager, and Harry Bullard, local rep- 
resentative. Mr. Graham demonstrated the uses and 
selling points of his ribbons and carbons. 
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OFFICE MANUALS STUDIED BY SUPERVISORS 


The Transcription Supervisors Association, meeting 
on May 14 at the Hotel Sheraton, New York, N. Y., 
studied various types of office manuals. The program 
was inspired by awakened interest in the office manual 
as a source of simplified training in job procedures, 
with benefits to both employer and employee. 

TSA members acting as chairmen of the round table 
discussions were: law, Mrs. Carolyn Frick, Cadwalader, 
Wickersham & Traft; manufacturing, Mrs. Miriam 
Coburn, American Home Products Corp.; insurance, 
Mrs. Mae Turbush, Firemen’s Fund Indemnity Com- 
pany; finance, Miss Rachel Osborne, Central Hanover 
Bank & Trust; retail and miscellaneous, Mrs. Irene 
McGinty, Standard & Poor’s Corp. Mrs. Irene H. Clark, 
president of the association, served as moderator. 
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CHICAGO STATIONERS HOLD SESSION 


The Chicago Stationers Group met April 23 for din- 
ner at the Eastgate Hotel with a majority of the mem- 
bers present. Problems vital to the industry were 
discussed and plans were made to continue meeting 
the third Monday of each month, the next meeting 
being called for May 21. 

OFFICE APPLIANCES, 1945 


June, 





Angi 
in th 
cons 
slur 

Ange 
howe 
contr 
eer a 
E. Re 
— of 
to wr 
What 
What 
the ty 
to thi: 


OFFI 


mo we 


wm VMS Foe —_— ss 


. . ewer § 


Copy Z 


r- 
1- 
2d 


yn 
n, 
= 
id 


ng 


im 
ial 
eS, 


ole 
er, 
1m. 
ce, 
m - 
yer 
ne 
rk, 


in- 
m- 
ere 
ing 
ing 


945 


| il 


, ut 








* You ont need to punt no Celters for me; Shim read writin] * 


Angry and offended indeed was many a man 
in the early 1880's. For how else would you 
consider a letter that was printed, except as a 
slur upon your education? 

Anger always turned swiftly to amazement, 
however, with the first glimpse of the curious 
contrivance which had produced the letter 
++. a “type-writer”, recently introduced by 
E. Remington & Sons, and presided over by 


—of all things!—a young lady. Machines 





to write letters! Women in business offices! 


What would business come to next? 

What came next was world-wide adoption of 
the typewriter, with Remington from that day 
to this the standard of the industry: leaders 
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in engineering, in production, in distribution. 
Of course, more Remingtons have been bought 
than any other make. 

What’s ahead? A brand-new Remington, which 
is already proving itself, under the toughest 
conditions, in the Armed Forces, war plants, 
essential industries ...a typewriter that will 
give totally new meaning to words like smooth, 
swift, silent. 


The new Remington is well worth waiting for! 


eminglon Rand 


” THE FIRST NAME IN TYPEWRITERS 
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REPORTS OF 
ACTIVITIES OF THE MONTH 


GLOBE-WERNICKE NAMES DISTRICT OFFICIAL 


Howard L. Pfau, general sales manager of The 
Globe-Wernicke Co., Cincinnati, Ohio, has announced 
the appointment of C. Malcolm Derry as district rep- 
resentative for the New England states. 

Mr. Derry is a native New Englander and makes his 
home in Watertown, Mass. He is a graduate of Harvard 
and a veteran of both world wars, having just been 














C. MALCOLM DERRY — 


released in April from the Army Air Forces where he 
held the rank of captain. Of his three years in the 
service, seven months were spent in England as an 
Air Forces intelligence officer. 

In addition to his military service, Mr. Derry’s career 
has included nearly 20 years experience in the office 
supply and equipment business, both as a salesman for 
manufacturers and as owner and manager of two 
retail stores. 

Mr. Pfau, in making the appointment, said, “Mr. 
Derry brings to our sales organization a wealth of 
experience gained in the retail office supply and equip- 
ment business, experience which will enable him to be 
of real service to dealers in New England.” 


—_o—< 9 —_____ 


PRECISE DEVELOPMENTS CO. CHANGES LOCATION 


The Precise Developments Company, formerly lo- 
cated at 28 North Loomis Street, Chicago, has moved 
to larger quarters at 1100 West Washington Boulevard, 
Chicago. Harvey M. Pushker and Frank M. Lund, who 
own and operate this business, advise that the move 
was made necessary owing to increased business. New 
machinery has been installed and other equipment 
added to give the trade improved service. 


————_=>-o—__— 


CHATTANOOGA FIRM TAKES NEW LOCATION 


The Commercial Stationery and Supply Company, 
handling office supply lines, has moved to a new loca- 
tion at 109 East Seventh Street, Chattanooga, Tenn. 
One of the most modern stores of its kind in the city 
will be operated at the new address.—CG. 
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IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
IN EVERY DIVISION OF THE 


INDUSTRY 


CLAROTYPE COMPANY, INC. AT NEW LOCATION 


The Clarotype Company, Inc. has been located since 
May 1 at 261 Broadway, New York 7, N.Y., moving 
from their former location at 16 Hudson Street which 
they occupied for 23 years. The new location is much 
more accessible for the trade. The company is now 
celebrating its twenty-fifth anniversary, having 
pioneered in the introduction of Clar-o-type for type- 
writer type and Cant-slip for typewriter platens. 





= > 
SANFORD INK ANNOUNCES PROMOTIONS 


Sanford Ink Company, Chicago, announces that 
Gordon N. Steinmetz has been named manager of the 
company’s New York office and Edward H. McBee will 
take Mr. Steinmetz’ place in the southwest territory. 

Joining the Sanford organization in 1934, Mr. Stein- 
metz has advanced steadily in the ranks. He has op- 
erated in the Northwest, through the middle Corn 




















GORDON STEINMETZ EDWARD H. McBEE 


Belt and for the last six years in the southwestern 
states. His ideas on open display fixtures have built 
for him an enviable reputation among the more pro- 
gressive dealers. 

Mr. McBee will assume Mr. Steinmetz’ territory from 
a residence in Dallas, Tex. He had many years of sales 
experience with A. C. McClurg & Company, Chicago, 
before joining Sanford Ink Company. His knowledge 
of the retail and wholesale stationery business is ex- 
pected by his firm to be productive in the southwest 
territory. 








EXCUSE US, PLEASE 


In an article concerning the twenty-fifth anniver- 
sary of V. A. Hanson with Brown & Saenger, Inc., Sioux 
Falls, S. Dak., the date of 1889 was inadvertently con- 
nected with Mr. Hanson’s joining the company. This 
date marks the origin of Brown & Saenger, Inc., in- 
stead. Mr. Hanson has not found the fountain of 
eternal youth. 
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THERE'S A PLUS-PROFIT "POT‘0° GOLD” INT 
Sup RAINBOW WRITING PLAN! — 





Steady repeat orders show that Sheaffer’s SKRIP 
Rainbow Writing Plan and its self-service display 
make steady plus profits grow AUTOMATICALLY. 
Why? Because SKRIP’S color writing satisfies peo- 
ple’s desire to be different. Provides a color 
“trademark” for the writer's letters and signatures. 

Dealers sell a “personality” color with greeting 
cards and stationery, to add the sender's personal 
touch. They sell a color bottle ALONG WITH the 
color that people usually buy. Students buy 
all nine SKRIP colors for art and science work 
...and mothers heartily endorse SKRIP’S washable 
feature. 

Just put the self-service display out where it 
can be seen... and watch the plus profits come 
in by themselves! 


ee 
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_ SHEAFFER'S 











The “self-service” display does its own selling. The new 
Sheaffer Color-Card for counters puts the story across, 
and emphasizes ALL NINE Skrip colors. 


@ Natural Wood @ Small —takes limited space 
@ Displays 9 Skrip Packages ® Newly Designed 


W. A. Sheaffer Pen Company, Fort Madison, lowa 





#2275 “RAINBOW WRITING” DEAL 


14 dozen assorted regular SKRIP $3.25 per dozen 


Li, eee reer $45.00 
Less eur regular discount to stationer 
| #2275 SKRIP dispenser FREE 


Freight Allowed 


EAFFER‘S 
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AWARD ARMY-NAVY “E” TO VICTOR AT CHICAGO 


Employees and management of the Victor Adding 
Machine Company, Chicago, were honored on April 16 
when the Army-Navy “E” flag was awarded for excel- 
lence in the production of the famed Norden bomb- 
sight for the U. S. Army. 

Colonel Nelson S. Talbott, commanding officer of 
the mid-central district, Air Technical Servic2 Com- 
mand, in his presentation speech paid high tribute 


if 
Ww 


 ——— 





“E” AWARD TO VICTOR COMPANY.—Employees and man- 

agement of the Victor Adding Machine Co., Chicago, IIl., 

receive the Army-Navy “E” award for excellent production of 
the Norden bombsight. 


to Victor workers. He commented on the fact that 
the Victor wartime assignment was one of the most 
difficult and that the assignment had been performed 
with distinction. He paid tribute to the splendid rec- 
ord of Victor workers in war-supporting activities such 
as bond-buying, blood-giving and Red Cross fund do- 
nations. Speaking of lost time, Colonel Talbott said 
that Victor’s record of “not one day lost since Pearl 
Harbor because of labor disputes or misunderstand- 
ings” was something that every man and woman in 
the organization could be proud of. 

Commander Twyman of the U.S. Navy presented the 
pins to the employees’ committee of four and an ac- 
ceptance talk was made by Walter Magnuson, veteran 
employee. A. C. Buehler responded for the company 
and assurred continued stress on production. 

ae : 


NEW BALL-BEARING PEN TO BE BUILT IN U. S. 
BY EBERHARD FABER AND EVERSHARP, INC. 
Under agreements completed late in May, Eversharp, 

Inc., and Eberhard Faber Pencil Company have been 

licensed to manufacture a new ball-bearing cartridge 

pen, according to an announcement by Henry Martin, 
president of the Eterpen Company of Buenos Aires, 
owners of the new model. 

Features of the new pen, according to its makers, 
include the use of a miniature ball-bearing point 
which permits writing on cloth or on gloss, soft or 
blotting paper, and filling by means of an ink cartridge 
which can be changed in 20 seconds. The new pen 
will not leak when used at stratospheric altitudes or 
in submarine work, it is claimed. Cartridges will be 
supplied in sizes up to a year’s ink supply, with the 
quick-drying writing fluid being available in all colors, 
washable or permanent. 


em 


DIEBOLD, INC., TAKES NEW CHICAGO LOCATION 


A more advantageous location has been taken by 
Diebold, Inc., in Chicago, moving June 1 to 201-207 
North Michigan Avenue after having been situated 
at 210 West Monroe Street for the past three years. 

The ground floor, first floor and mezzanine—10,000 
square feet of floor space—are available at the new 
location, states T. B. Stimmel, Chicego branch man- 
eger for Diebold, Inc. In addition to being the loca- 
tion of the retail business for safes and other Diebold 
products, the North Michigan Avenue quarters will 
be headquarters for the vault engineers in the midwest 
territory of Diebold, the Flo-film division and the 
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office of the western division sales manager, W. R. 
Snavely. The latter recently transferred to Chicago 
as did branch manager Stimmel. Both have purchased 
homes in Park Ridge, Il. 

Manager Stimmel states that as soon as possible 
the new Chicago storercoms and offices will be re- 
decorated and light fixtures of modern design will be 
installed. Advantage will be taken of better display 
opportunities than were possessed at the Monroe Street 


location. 
SE 


FTC ISSUES “CEASE” ORDER TO PEN MAKERS 


The Federal Trade Commission on May 8 ordered 
four of the netion’s leading fountain pen manufac- 
turers to stop making unqualified representations that 
their pens are guaranteed for the life of the users, or 
for any other specific period, when service charges are 
made for adjustments or repairs. 

Named in the crder were the W. A. Sheaffer Pen 
Company, Ft. Madison, Iowa; The Parker Pen Com- 
pany, Janesville, Wis.; Eversharp, Inc., Chicago, and 
L. E. Waterman Company, New York. 

As reported in the March issue of OFFICE APPLIANCES, 
the Sheaffer organization announced a change in 
policy on service contracts on February 15 of this year, 
reverting to the original Sheaffer policy of guarantee- 
ing only the gold point of Lifetime pens, and then only 
for the lifetime of the original user. In consequence, 
Sheaffer began operating in conformity with the order 
before it was issued. 

ee 


EDIPHONE APPOINTS MINNESOTA MANAGER 


Announcement is made by A. P. Horner, vice-presi- 
dent and general manager of the Ediphone division 
of Thomas A. Edison, Inc., of the appointment of 
Hector H. Lyman, Montclair, N. J., as Ediphone dis- 
trict manager of Minnesota. Headquarters will be in 
Minneapolis where Mr. Lyman will occupy the position 
held by M. T. Williams, who has resigned because of 
ill health. 

Mr. Lyman has been in the office equipment business 
for a number of years. He first became affiliated with 
the Ediphone organization in 1938. During 1942 he 
spent six months with the topographical engineering 
branch of the U.S. Army. He is a graduate of Mont- 
clair, N. J., high school and Wesleyan College, Middle- 


town, Conn. 
ee ee 


PAPER COMPANY OFFICE LOCATION CHANGED 

The New York City office location for L. L. Brown 
Paper Company, Adams, Mass., has been changed from 
261 Broadway to 41 Park Row, Room 707. The office 
remains in charge of E. C. Chadwick. 





NEW OFFICE SUPPLY STORE—The Wheeling Office Sup- 
ply Co., Wheeling, West Va., with 4,400 square feet of floor 
space, has been opened by E. W. Haller. An announcement 
concerning this new store appeared in the May issue. 
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Nearly three-quarters of a 
century ago, when the “ Cigar 


Store Indian” was an out- 





standing sign of American 
tobacconists, the Mittag & 
Volger organization began the manufacture of 
fine carbon papers and inked ribbons. Today, 
the wooden Indian has been banished from 


commercial use to become a cherished item of 





OF DISTINCTION 


the antiquarian—while M&V precision-made 
products have been steadily improved through 
the years until the complete line of M&V 
inked ribbons and carbons are internationally 
recognized for their unmatched quality and 
reliability. This unfailing pride in workmanship 
has made regular customers of each casual 
user of products sold under the M &V symbol 


of master craftsmanship. 





MITTAG 


CARBON PAPERS & 
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June, 


AND VOLGER, 


ESTABLISHED 


INKED RIBBONS - 


INC. 


1881 


PARK RIDGE, NEW 
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THE REVIEW COMPANY OPENS BRANCH OFFICE 


Announcement is made by The Review Company, 
Savannah, Ga., of the opening of a new branch office 
in Charleston, S. C., to handle A. B. Dick Company 
Mimeograph supplies, machines and service. The new 
office is located at 205 Peoples Building on Broad 
Street. 

Manager of the Charleston branch is W. B. “Bill” 
Gaines, who has been in the Mimeograph field in 
Charleston and Columbia, S. C., since 1935 with the 
exception of the last two years, during which time he 
has been connected with the South Carolina Power 
Company in Charleston as supervisor of the duplicator 
and reproduction department. 

The Review Company has represented the A. B. Dick 
Company in Savannah, Ga., and surrounding territory 
for several years and through the opening of the 
Charleston branch expects to give better service to all 
Mimeograph users in that area. A complete repair 
service is maintained, in addition to sales of Mimeo- 
graph machines and supplies, and allied products. 

a a 


THOMAS A. EDISON, INC., ELEVATES PAIR 
The board of directors of Thomas A. Edison, Inc., 
West Orange, N. J., announces the election of Eugene 
C. McCarthy as vice-president and sales manager for 
the Ediphone division of the company. Mr. McCarthy 


[ 











HERMAN A. ANDERSON EUGENE C. McCARTHY 


has been with Ediphone more than ten years and dur- 
ing the last five and a-half has been the New York 
branch manager. In 1943 and 1944 he served as man- 
ager of the Ediphone regional office in Washington, 
D. C. Prior to his affiliation with Ediphone he was 
in the publishing business. His home is in White 
Plains, N. Y. 

Succeeding Mr. McCarthy as New York branch man- 
ager of the Ediphone organization will be H. A. Ander- 
son of San Francisco, Calif., who has been with the 
company ten years in that city. During the last few 
years of that period he was assistant branch manager. 

a. 
REPAIR 624 TYPEWRITERS AT CAMP McCOY 


Repairs to 624 typewriters and other office machines 
were made in the quartermaster shop at Camp McCoy, 
Wis., during the last six months. 

The repair shop, which has elaborate equipment, is 
under the direction of Sgt. Louis Kolkema, an expert 
in the field. He operated his own typewriter sales 
and service business at Muskegon, Mich., for eight 
years and had four years added experience as repre- 
sentative of a major typewriter manufacturer in 
Muskegon. He has been a G.I. office machine specialist 
at Camp McCoy since December, 1942. 

Assisting Kolkema are two other enlisted men and 
one civilian. 

Before job-breakdown sheets for typewriters repair 
training were recently issued by the Army, Sgt. Kol- 
kema had a complete system of his own perfected 
for instructing new trainees in the shop.—GET 


50 


PHILIP H. YAWMAN PURCHASES STORE 


Philip H. Yawman has announced the purchase of 
the stationery store operated by the John R. Bourne 
estate at 131-133 State Street, Rochester, N. Y. Hence- 
forth this 52-year-old concern will be known as the 
John R. Bourne Company, Philip H. Yawman, pro- 
prietor. 

The new owner, son of Francis J. Yawman, former 

















PHILIP H. YAWMAN 


president of the Yawman and Erbe Manufacturing 
Company, Rochester, N. Y., and grandson of Philip 
H. Yawman, co-founder of the company, was formerly 
advertising manager at “Y and E.” He resigned 
on January 27, 1943, to accept a scholarship at Harvard 
University Graduate School of Business Administra- 
tion. 
ee 


NEWARK, N. J. FIRM OPENS NEW STORE 
Oberg & Tonkin, office and shop equipment, Newark, 
N. J., announce the opening of their new store at 15 
William Street on June 1. With new and larger quar- 
ters, the firm expects to be in a better position to 
serve customers. 
eg ie ee, 


HENRY J. E. BLOCK BECOMES SALES MANAGER 


The Lewis Business Furniture Company, Toledo, 
Ohio, announces that Henry J. E. Block has become 
sales manager of the company. A graduate of New 
York University in accounting, commerce and finance, 








HENRY J. E. BLOCK 


Mr. Block has had 22 years of experience in selling 
office equipment, business systems and supplies. 

Expansion of showrooms and shop facilities is an- 
nounced also by the Lewis company which, in addition 
to office furniture and shop equipment, is adding a 
complete line of business systems. The company has 
the agency for several nationally-advertised lines of 
visible and filing systems, including Wheeldex. Cab- 
inet makers are employed in making special desks 
and repairing or refinishing office equipment the trade 
may wish to have reconditioned. 
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The following is a portion of an address delivered by Laird Bell, attor- 
ney and vice president of the board of trustees of the University of 
Chicago, to 173 recent graduates of that institution. 


“And what is all this prating of security? Ev- 
eryone is entitled to a job; he must be secure in 
his job; he must be assured a pension so that if 
he succeeds in keeping alive after 65 he can quit 
work but continue to eat; he must be guaranteed 
medical attention to keep him alive; he must be 
assured that when the efforts of society finally 
fail to keep him from dying he will be properly 
buried. 


“All these things somebody else must do for 
him—his only duty is not to die before he collects 
his full benefits. It is somebody else that must find 
him a job—he is under no urge to create one. If 
nobody wants to hire him, government must do it. 
He progresses in his job, if at all, by seniority, i.e., 
by not dying. He hasn’t the spur of reward to 
make progress. But he is quite secure. 


“Security is the very essence of something 
static. It is the antithesis of progress. Are we 
interested in a world of security, or do we still 
think there are improvements that can be made 
here and there? Security is the philosophy of res- 
ignation. It is not the stuff of which great nations 
are made. 


“Then there is the current doctrine that we 


need more planning. We are told that life has be- 


MONROE 


come so complicated that we cannot go on without 
having someone plan for us. I submit that there is 
something almost abject about admitting that we 
have to have somebody else plan our lives for us. 
If there is to be planning, there must be those 
who plan and there must be those who are planned 
for. This may be fun for the few who get to be 
the planners; but the thing won’t work unless 
most of the people are willing to be planned for. 
It may be exciting for the few—but it deadening 
for the many.” 

This message was for the young. Mr. Bell urged 
them to go forth, not in search of security, but 
looking for high adventure. But we think it was 
also a message for those in middle life who have 
been beguiled into desuetude by those who prattle 
of security and jobs for all through the agency 
of government planners. If we are going to be sat- 
isfied with security and if we are content to have 
the politicians of the moment plan our lives from 
the cradle to the grave, we may as well quit talk- 
ing about democracy and the dignity of the indi- 
vidual. We can’t »-the-grave security, 

ympletely planne non without super-gov- 


ernment imposed And super-govern- 


ment and democ! mn’t mix, despite all 
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If You Have Customers Who Are Not Now Using 
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Have Your Salesman Show Them a Sample 
and See How Easy It Is To Switch Them 
From the Old Style Single Tops .... . 
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The House for Special Guides and Folders 





Cell-U -Seal 


The New Way to Protect 


the Tabs on Indexes 





Tabs Celluloided Tabs Plain 





Metal Tabbed 
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The Weis Manufacturing Co., Inc; Associated Stationers Adams, Cushing: & Foster 
54-66 Pranklin Street Supply Company incorporated 
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Monroe Accounting Machine 
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CALCULATING LISTING ACCOUNTING MACHINES 


MODERN DESIGN 
Moree Listing and Accounting machines are worthy 


companions of Monroe Calculating machines, whose ex- 
cellence of construction and dependability have made them 
standard equipment in offices throughout the world. 

One outstanding characteristic of Monroe Accounting and 
Listing machines is their modern design. They combine time- 

‘is tried engineering superiority with new structural and operating 
Monroe Adding-Listing Machine advantages. In their design, out-moded precedent was cast aside; 
209-11-092 al | / “gees 
streamlining to meet the demands of today was the objective. 
Hence these unique machines blaze new trails in making ac- 
counting procedures simpler, faster, more foolproof. 

All of this has an important meaning to your business. Let a 
representative from our nearest branch explain why—and ac- 
quaint you with Monroe features ... advantages . . . low cost 
of upkeep. 

Every payroll department should have a copy of the Monroe 
Simplified Payroll Plan. Write to Monroe Calculating Machine 
Company, Inc., Orange, New Jersey. 

Monroe Adding-Calculator AA-1 Monroe owned Sales, Installation and Maintenance service in all principal cities. 
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Some day GF Metal Desks, Super-Filers, Steel Shelving, and 
Goodform Aluminum Chairs will again roll off our assembly lines and 
find their way into the showrooms, offices, and factories of our dealers 


and customers all over the world. 


No one now knows when that day will be—Victory seems so near 
and yet so far away. Until then, GF proposes to put forth its best 


efforts to help win the war. 


But when “Some Day” comes, GF will be ready to resume its place 
of leadership in the metal office furniture field. A GF product will 
always be a quality product and our distribution policy will continue 
to reflect those desirable factors gained from experience dating back 


to the birth of the industry. 


A GF franchise has always been much sought after by dealers every- 
where because it meant selling better products at better profits. We 


aim to keep it that way when “Some Day” comes. 











HE GENERAL FIREPROOFING COMPANY 


YOUNGSTOWN 1, OHIO 


ETAL DESKS - ALUMINUM CHAIRS + METAL FILING CABINETS - STEEL SHELVING - FILING SUPPLIES - SAFES - STORAGE CABINETS 








EDDIE RAMPP JOINS MEFFERT OFFICE SUPPLY 

Eddie Rampp, who for the past 15 years has been 
associated with the George G. Fetter Company of 
Louisville, Ky., as purchasing agent and manager of 
the office supply department, moved over to the 





EDDIE RAMPP 


Meffert Office Supply Company of the same city 
on June 1 to become associated with A. J. Gunderson. 
A similar position will be held by Mr. Rampp with 
Meffert’s, but he will have added responsibilities and 
opportunities. 

Fifty years of age last month, Eddie Rampp, has been 
in the office supply business for 35 years and is known 
to many salesmen and manufacturers in the nation. 

Meffert’s now has a total of 97 years of office supply 
experience wrapped up in three key men, Eddie Rampp, 
William Fleischer and John Rapp. 

a 
“P. S.” TELLS STORY OF COLOR PRINTING 

Color is the keynote of P. S. Number Eight, pub- 
lished by Comfort Printing and Stationery Company, 
St. Louis, Mo. In beautiful illustrations and lucid copy 
the story of four-color process printing is told as simply 
as possible. For purposes of illustration the company 
chose as a subject the portrait of Lady Guldeford, 
painted in 1527 by Hans Holbein the Younger, original 
of which hangs in the City Art Museum of St. Louis. 
Several other lavish color printing samples are found 
in the booklet. 





SERVICE BUILDS BUSINESS—Despite a shortage of machines, 
Jack Weiner has expanded his Belmont Typewriter Service at 
1520 Belmont Avenue, Chicago. Business has been main- 
tained through service, and at the same time a thriving trade 
has been built up in office supplies. New white and rose neon 
sign, exterior of the store and the interior arrangements are 
shown here. Mr. and Mrs. Weiner are seen at the counters. 


38 





SEATTLE FIRM WINS RESPECT FOR EX G. 1’S 

The Seattle Office Supply, Seattle, Wash., is one firm 
gaining due respect for the G.I. returning to civilian 
life. This is done through a quiet campaign to educate 
Seattleites in the respect which is due the wearer of 
the ex-service button of World War II. Those who 
are thus informed will not go up to some fellow still 
in his twenties who has seen active combat and per- 
haps has been wounded, saying bluntly, “Why aren’t 
you in uniform, young man?” The person thus 
quizzed may not have the presence of mind possessed 
by one young man who chased off a too inquisitive old 
lady by putting his thumbs to his temples, wiggling 
his fingers and saying, “Because I’m KRAAA-ZY.” 

Double-barrelled attention for that bronze emblem 
worn by the G.I. separated from service is being gained 
by large eye-filling placards placed in the windows of 
the Seattle Office Supply, a stone’s throw from the 
USO building frequented at all times by soldiers and 
sailors in uniform. 

The placards carry the message, ‘“‘They Have Served” 
and show an enlargement of the button worn by serv- 
ice men when they doff their uniforms.—CML 

SEER cite cn EET 


SPEED PRODUCTS TO PUBLISH “THE SWINGLINE” 

Jack Linsky of Speed Products Company, Long 
Island City, N. Y., announces that the company plans 
early mailing of the first monthly issue of its new 
house organ, “The Swingline.” This publication will be 
sent to Speed Products advertising media and to deal- 
ers, retailers and sales personnel throughout the sta- 
tionery industry. 

“The Swingline format will be produced by one of 
the world’s leading industrial designers in order to 














MAX ROSENBAUM 


assure identification with the equally superior design 
of our other office supply products,” states Mr. Linsky. 
“Our publication will be an informal periodical 
carrying stories of new products, new sales develop- 
ment ideas, our new advertising motif, interesting 
news of our imminent expansion into wider markets 
and details of the latest, comprehensive plans for 
dealer education, assistance and service.” 

Speed Products Company also announces the estab- 
lishment of an operations department under the man- 
agement of Max Rosenbaum, formerly supervisor of 
sales and merchandising education for Schenley Dis- 
tillers. Mr. Rosenbaum’s program includes wholesale 
and retail personnel education. His operations depart- 
ment will also edit “The Swingline.” 


————_—>-e-—___ 
ART METAL GETS “E” AWARD FOURTH TIME 
The employees of the Art Metal Construction Com- 
pany, Jamestown, N. Y., have been awarded the Army- 
Navy “E” award for the fourth time. The notification 
came in a letter to Algot J. E. Larson, president, from 
Admiral C. C. Bloch, USN, Retired, chairman of the 
Navy board for production awards. The “E” flag at 
the three Art Metal plants in Jamestown now carries 
three stars. 


1945 


OFFICE APPLIANCES, June, 











To build greater profits— 
standardize with 


f= CORED FEATHER STENCILS 


DUPLICATOR 


" AND DUPLICATING SUPPLIES 


DUPLICATOR 
SUPPLIES 


——— Impresswe Impressions 
- are Lasting Impressions 


TYPE 


HECTO 
FLUID 


RED FEATHER PRODUCTS LTD. 


REDWOOD CITY - CALIFORNIA 
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LIKE THE TYPEWRITER 
AND THE 





... poud “Theyre A “NATURAL” FOR THAT EASY EXTRA 





G/w “SAFEGUARD” OUTFITS 


To speed up selling, the G/W Safeguard 
System now comes in a complete all-in-one 
compact package. It contains everything 


required to install a filing plan ina 1-, 2-, 3-, 
or 4-drawer file. With shipments of a dozen 
or more you receive a colorful counter piece 
for displaying an actual one-drawer outfit, 
and a supply of the famous ‘‘Find-i-tis”’ 
booklet. 


= Globe -Wernicke 


“SAFEGUARD" 


PROFIT WHEN SOLD TOGETHER 





For descriptive literature and selling 
aids, write today to the ‘‘Headquar- 
ters for Modern Office Engineering,” 
The Globe-Wernicke Co., Nor- 
wood, Cincinnati 12, Ohio. 





S/w WOOD FILES 


It’s easy to convince custom- 
ers that G/W Wood Files are 
the ideal housing for the G/W 
Safeguard Filing System. And 
the ‘“‘convincer”’ sales appeal 
is the finger-touch operation 
plus quality materials preci- 
sion-built for fine appearance 
and dependable, lasting serv- 
ice. Sell G/W Wood Files with 
‘‘Safeguard’’ System, as a 
team! ... for immediate extra 
profit, customer good will, and 
repeat business. Available in 
2-, 3-, and 4-drawer letter and 
legalsizes, attractively finished 
in green or imitation walnut. 


BUY MORE WAR 
BONDS 


FILING SYSTEM 
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Sw PACKAGED "SAFEGUARD"” 
FILING OUTFITS... 
Sy PRECISION-BUILT WOOD FILES 





Visible Record Systems 


Office Furniture 
6) 4 y 4 Q r 1) iC Q Bookcases 


Stationers’ Suppiies 


WOOD FILING CABINETS Filing Equipment 
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The Chuckle Corner, devoted exclusively. to humor, 
continues on its merry, uninhibited way. The editors 


as * 

aes 
ty ; ’ 

want it to be your column and invite your active 

participation. Send us your version of the funniest 


€ Hi A | R S event that ever happened in your store. We'll pass ‘em 
along and let your fellow stationers in on the joke. 


Here rought to life by O. D. Ingham, a service man 


for the Hanson Business Machines Company of Cleveland, Ohio. 
for th 
detai/s. 


O.D. answered a ‘phone call one morning and received an order 
7 
e e one Came the steno's unconcerned answer, ‘Why, | want a noise 
4 4 . . ° 
less ribbon because my Remington is too noisy. 





for a noiseless ribbon on a Remington spool. Thinking this a 
peculiar request, he asked the feminine inquirer for more 
VC 


Switchboa rd The brain is a wonderful organ. It starts working the mo- 


ment you get up in the morning, and does not stop until you get 
into the office. (Friden Super-matic News) 


Operator — 


We'll bet dollars to doughnuts you'll enjoy these quips 

pet ‘ gleaned from the Mian Systems Corporation "Miami Memo" 
for March: 

"Just remember—it isn't the size of the dog in the fight, but 

the size of the fight in the dog that determines which wins. 


"Lovemaking hasn't changed much in 2500 years. Greek girls 
sit and listen to a lyre all evening.” 
lf the allies continue to fire their big guns the Japs will 


—cc— 


Futile Reflections: The guy who wrote ''Accentuate the posi- 
tive, eliminate the negative’ would never be a success as an 
electrician. . . . Wonder if the offsprings of a duplicator 
specialist are always twins, at least. . . . We don't envy the 
life of the moth; he spends his summers in a fur coat and 
his winters in a bathing suit. 


j 


We'll neve a/! our secretary a stick-in-the-mud. After all, 


na while. 


mud does or 


—<cc— 





A blond (synthetic) stenographer walked into a busy station- 
ery store and addressed the nearest clerk: 
"I'd like to buy a half-dozen rolls of Scotch tape, two steel 


I — Fully adjustable without the use filing cabinets, a new typewriter, three fountain pens and 
of tools. three cases of typing paper.” 
. : = ais "Lady," retorted the somewhat bored clerk, ''so would ap- 
2 —Seat heights range from 18 to32 . proximately 14,235,679 other people.” 
3 — Big, comfortable seats 151/, inches e eel eee, | 
3 . . We're burned up! The office boy just buzzed up to our desk 
deep. 16 yA inches wide, full sad- ind asked if the —-ce— between items meant ''canned corn." 


dle. anton 
4.—Real support from a form fitting 
back 8 inches high, 13 inches wide. 
5 — Brown, olive green, maroon, black 
or French grey enamels. 
6—Genuine or imitation leather in 
contrasting colors. 
7 —Shipments now being made. 




















STURGIS POSTURE CHAIR CO. 


eh fe gga . MICHIGAN Miss Fitt, hand me my last season's golf record; you'll find 
it filed under ‘Fabrication.’ And don't forget to pick up my 
three pre-war balls at the bank on your way back from lunch. 
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PEN YOUR SALES 


‘witt LVERS/ARPS "ew SILENT SALESMEN 














 EVERSHARP RED TOP LEAD - 
600 0606 60 600: 0000® 00000 The New EVERSHARP 


O00 O60 Oe Soe €6) (OO OCO) OOO OOH OC 
wads 
Lan 9 


© C00 COO ©00 600 mms LEAD STATION 


OLX) CO) p,; J 


/ Phil Bok , 
H Baker Mf xO COVOCO O00 08 COO COO LOO mE A Complete Lead Department — Compact, 
©©0 
O0ur Dee oe RR GRO SE SSP OQ ms Easy to Handle. 
G€ © No. 5-45 “LEAD STATION” ASSORTMENT 
CCOLLE CODES EE: ELE RRO LOO Soe Onm TOTAL —5 gross os re oe 
SOOO Oe ORR O08 C1iO@ o¢ © ' 15¢ “Desk Pack” and 25¢ “Thrift Pack” —36 
OOOHOOOO OONDOHOOL OS OOoae ooo oeee a ay packages EVERSHARP Erasers and “Lead Sta- 
PREY. CQee eeog evo OO CE0g tion” display dispenser stand. 
tape 88 BOB CTS 68S: coded | Retail Value, $128.40 


OB, SATE we TARE IT a Lt gi: i 


AS Sth kA As RAL BROS AC At 8 


The New EVERSHARP The New EVERSHARP 


S r ERASER ASSORTMENT AUTOMAT 


. Feeds Handy Lead Packages 
Builds Profitable Eraser Sales to Tike 0 Sint Stateline! Mb aie 


New High Levels! chanical parts to get out of order. 
No. 5R-24 ERASER ASSORTMENT No. 2-15 EVERSHARP RED TOP 


LEAD ASSORTMENT 
24—10¢ Packages of 5R Erasers 24—15¢ tubes of 156” Square 
packed in counter dispenser. black lead packed in automatic 

counter display. 


Retail Value. . . $3.60 




















Retail Value. . . $2.40 


PLUS THE TIME-TESTED, SALES-PROVEN FAVORITES — 


The EVERSHARP The EVERSHARP 
MERCHANDISER SAMPLER 
No. 1-15 “DESK PACK” ASSORTMENT d Nn d No. SR-15 “DESK PACK” ASSORTMENT 


TOTAL~—1 gross assorted 15¢ tubes—and TOTAL—\ gross assorted 15¢ tubes—and 
one No. 5 “Merchandiser” display dis- 1 “Sampler” dispensing display case. Re- 
pensing case. Retail Value, $21.60. tail Value, $10.80. 










THEY'RE ALL STORE-TRAFFIC STOPPERS — 
SALES BOOSTERS, TYING IN WITH— 









Phil Baker’s ‘“‘TAKE IT OR LEAVE !T’’ CBS Sunday Nights 
Milton Berle’s “LET YOURSELF GO" CBS Wednesday Nights 
and EVERSHARP Lead’s big color ads in the leading color comics! a 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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Office Efficiency depends upon 
perfection in every detail... 
That’s why so many dealers sell 
BARKLEY Filing Supplies 


Patent No. 2248355 and D 128118 


That smooth running office .. . 


that incomparable filing department 






eo which functions faultlessly, is never 
BARKLEY TAB 
the result of chance. This day-in, 


— a 





day-out efficiency means that the 
filing department is clicking. Selling 
\ the BARKLEY FINDIT SYSTEM .. . 


Control Guides, Miscellaneous 





cs ae 
VERTICAL Folders, Individual Folders, etc 


FILE FOLDERS assures a filing job well done. 


Yes ... BARKLEY is "BUSINESS 
INSURANCE" in every filing depart- 
ment. BARKLEY is YOUR best buy. 






VERTICAL 
- FILE GUIDES 


Established 1921 





[. L. BARBLEY & CU. 


Manufacturers of Filing Supplies 


517 S JEFFERSON STREET CHICAGO 7, ILL 
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EVERSHARP OFFERS 1945 LEAD PROMOTION 

Eversharp, Inc., is offering a new promotion program 
for the 1945 lead sales which the company believes is 
the most extensive and most complete ever to be 
extended the industry. 

This promotion is built on the idea that lead is an 
impulse item and that dealers must display it prom- 
inently for quick turnover. To meet every dealer’s re- 


PBaay 
ERASERS 








ee 


» EVERSHARP 
RED TOP LEAD 


I5¢ 


TAKE IT OR Leave a 





PROMOTING LEAD SALES—To better display its products, 
Eversharp, Inc., is supplying dealers with these varied dis- 
play units. At top (left to right) are eraser assortment, 
“merchandiser” for Red Top leads and automat counter dis- 
penser. Shown at the bottom (left) is a lead station of five- 
gross capacity offering complete assortment of leads to fit any 
mechanical pencil. Lower right, the “sampler,” holding one- 
half gross of lead tubes in glass top drawer with easel back. 


quirement a large and varied line of assortments has 
been created, each one packed in attention-compelling 
display. 

Eversharp lead sales are being accelerated with the 
full power of radio “Take It Or Leave It” and “Let 
Yourself Go” programs, four-color ads in newspapers, 
and spot announcements twice a week over 300 large 
radio stations. 

Dealer display helps include the Merchandiser for 
Red Top leads, the Eversharp lead station with five- 
gross lead assortment in a newly-designed counter, 
the Sampler containing full assortment of leads in 
easy-to-get-at drawer, the Automat for dispensing 
lead, and the eraser assortment. 

—_—— > ot | 


STATIONERY STORE OPENS AT REVERE, MASS. 


Revere, Mass., has a new card shop and stationery 
store, opened April 19 in the form of the establish- 
ment of Anthony J. Dumas at 323 Broadway. 

Mr. Dumas is well known about Revere. He was 
formerly an agent of the John Hancock Insurance 
Company and later served as an assistant manager for 
the company in Boston. He is a veteran of the present 
war. 

The only one of its kind in Revere, the new store 
carries a complete line of greeting cards, stationery, 
office and school supplies and mechanical drawing 
necessities. 
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Give ct the 
eo] Re) a -15 1 
IMPERIAL 


Writemarster 
SPIRITCARB #2165 


ADELE MARA, 
a colorful 
performer for 
REPUBLIC 
PICTURES 









Throws down MORE 
COLOR than any hecto 
carbon on the market 


W.,, every manufacturer 


shouting ‘My spirit carbon is the 
best!""——how do you know what 
is fact and what fable? How do 
your consumer customers know? 


SIMPLE! Give each competitive 
sheet the Color Test. Let your own 
eyes tell you which sheet throws down more color, 
which retains greater sharpness of write, which 
turns out MORE CLEAN COPIES! 


We are particularly anxious for you to test IMPERIAL 
WRITEMASTER SPIRITCARB either in your own or 
your customer's office. Discover what hundreds of 
Dealers and Consumers already know—that WRITE- 
MASTER gives the most brilliant copy reproductions, 
is cleaner to handle and has the hardest skin coat- 
ing of any intense sheet on the market. 


If this is just another exaggerated claim, your own test will reveal it instantly. But if it is the gospel truth— 
then you have made a discovery that is worth money in your pocket. The sooner you make this test, the 
quicker you will be on the IMPERIAL Bandwagon, broadening your sales scope and adding to your profits. 


Send for samples and prices today. 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint , 
DETROIT 18, 37 Linden St., River Rouge, Mich @ CHICAGO 2, 179 W. Washington St. 
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YOUR REAL PROFIT 
COMES WITH THE 





YOUR FIRST SALE of an article that "repeats" 
isn't always easy or necessarily profitable. You have 
to sell your customer the first time. 


But—when he re-orders, the transaction is a 
short cut to profit. So—sell lines on which re-orders 
are likely to come easily. For example: 


GIBSON NOTES, DRAFTS & RECEIPTS 


. and other Business Forms 


QUALITY FORMS—QUALITY PROFITS 


These forms are beautifully lithographed—on 
good serviceable bond—and sturdily bound in gold- 
stamped covers. They look better—feel better— 
SELL better—and customers order them over and 
over. 


Most of your customers would really prefer bet- 
ter forms—so why keep your profit margin down in 
the low-price competitive groove, when it's just as 
easy to sell Notes, Drafts & Receipts by 


GIBSON — NORWALK 


C. KR. GIBSON & COMPANY 


Lithog raphers & ‘Publishers 


NORWALK ° CONNECTICUT 
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RETURNS FROM ALASKA, REOPENS SHOP 
Fred Snyder of Burbank, Calif. has reopened the 
Snyder Typewriter Company for sales and service after 
nearly three years in Alaska, where he and one other 
man covered all of the country in servicing office 


r SALES~-SERVICE ° 


TYPEWRITER co.’ 





HOME FROM ALASKA FOR THIS—Fred Snyder displays a 

portion of his office equipment stock in front of recently- 

opened store at Burbank, Calif. The proprietor worked as 

an office equipment repair man for the U. S. Engineers in 
Alaska during the past two and a-half years. 


equipment for the U. S. Engineers. Snyder served as 
a Civilian employee, selling out his business to accept 
the job. 

Business opportunities in Alaska are excellent, claims 
Snyder, and much of the country is exceedingly beau- 
tiful. Although transportation now is mainly by foot 
and dog sled, he points out that after the war aviation 
is expected to open up the country as never before. 

In 1942, Snyder broke his knee for the first time. 
When the same thing happened in 1945, the Army 
gave him a medical discharge and he came home to 
reopen his business. 

At present, Snyder is specializing in servicing all 
kinds of office equipment and has three full-time 
repair men on duty. All types of new office supplies 
are handled. 

—> 2 —______— 
C. REL HUGHES ELECTED TO MEMPHIS BOARD 


C. Rel Hughes, an employee of S. C. Toof and Com- 
pany, office equipment and printing firm, Memphis, 
Tenn., for the past 22 years, has been elected to the 
board of directors of this firm. Mr. Hughes started 
with the firm in 1923 as clerk in the service depart- 
ment and later was promoted to the position of service 
superintendent. He was afterwards with the estimat- 
ing department sales section and bond department 
before being elected in January, 1942, to the vice-presi- 
dency in charge of specialized printing. He is past 
president of the Memphis Junior Chamber of Com- 
merce.—CG 

ne on ee 
EXECUTONE, INC., RECEIVES “E” AWARD 

The Army and Navy “E” Award for excellence in war 
production was presented to Executone, Inc., New York, 
N. Y., in a ceremony held April 7 at the Waldorf-As- 
toria hotel. The company and its employees were 
honored for the development and high production rate 
of a new intra-ship communication system that is now 
standard equipment on United States warships. Allan 
C. Bernstein, chief engineer and designer of the elec- 
tronic device, received the award from Comar. S. J. 
Singer, executive officer of the: Navy industrial in- 
centive division. 
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Heres Quinks JOA great 








letter-writing promotion 





ALL DEALERS WILL WANT TO TIE IN BOTH FOR 
BUSINESS AND PATRIOTIC REASONS. 





@ It’s coming! Another drama-packed appeal to 
your customers to write loved ones in service. A 
new colorful ad based on an actual front-line 
news story appears in American Weekly news- 
papers July 1. It will produce more mail for our 
fighting men and more sales for dealers, not only 
in Quink but all other writing materials. 

Parker has led the way in promoting letter- 
writing to servicemen and you have seen what 
nine previous campaigns can do. Letters from 


dealers like you say, “increase in volume 500%’, 





“sold more Quink in three weeks than any six 
months period” and “sold five to six times what 
we usually sell.”” And so it goes from 
store after store which tied-in 
... from names that read 
like a ““Who’s Who” of 


retailing! 





eye the foe!bing up the MMU 
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OUR letters mean more than food to ighung meat 
More letiers are better than long letters. So when- 
ever you have a spare moment —when you're nding @ 
train or waiang for lunch—write a letter 

Cheerful talk about friends and hobbies aod the home 
town will be big news to him. Even the four words, 
“I'm thinking of yout” will make a wonderful letter 

Military leaders say the lad with a sunny lewer is 
more alert, less likely 10 be injured. So write your Serv 
iceman often, to help bring him home safe—and soon 

Remember, V-Mail gets there faster and always 
gets there. V-Mail goes exclusively by air and takes 
priority over all other letters. 
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> PARKER Qui 


THE ONLY INK CONTAINING PEN-PROTECTING SOLV-X 


1ONT—OuT wae BONDS 


Rerective Parker Quink will keep your pen eager to write! 


wink 





own 































BASEO ON A 
FROMT-LIME NEWS STORY 
















Bont take chances with ordinary inks. Fill your pen to 
day with Parker Quink comaining w/a lt mops mom 
pen troubles before they start. Brilliant, smooth fowing 
and fast-drying. Costs to more than ordinary ieks. 

~meCRO-PRs GLACE Qunem is :deal for V-Mail and every 
ust. Ie all, Quiak comes in ? permanent end 2 washable 
cofors, Regular size, 25¢. School size, 15¢. Also in pints 
and quarts. The Parker Pen Compaay, Jaseeville, Wis 
consin, and Toronto, Canada. 


Ce 10 Ne The Pecks Foe Cmte 
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THIS STRIKING WINDOW HELPS YOU 
GET YOUR FULL SHARE OF SALES 


To help you get the greatest benefit, Parker makes avail- 
able this special window display. You're also offered a 
handsome 4-color poster and free newspaper mat to link 
your store to this big business-building event. With 
Quink America’s largest-selling, most-advertised, most- 
wanted ink you can’t afford to miss this great money- 
maker. Quink selling at 15 and 25 cents is one of your 
most profitable items. So make your plans to tie-in... 


and get set now! 
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Copr. 1945 by The Parker Pen Company 
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Security CHEST 


Same Pre-war Quality 
Same List Price 
Same Dealer Discount 


Thousands of these Meilink 
Security Chests are in use 
today—they have proven 
time and again their built- 
in quality of strength and 
resistance. It's easier to sell 
the Proven Meilink Security 
Chest. Available Now. 


An announce- 
ment of releases 
on safe produc- 
tion is expected 
— We will keep 
you informed. 


ERCULE 


SAFE Gey. 


NEW YORK 


meee tNK STEEL 


CHICAGO TOLEDO OHIO 
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UNDER THE EMERGENCY 








(Continued from page 23) 


| produce mechanical bindings and loose-leaf metal 


parts and units was prohibited in 1944 by L-188, such 
use is not now permitted under M-11-b, it was ex- 


| plained. However, the use of zinc for applying protec- 
tive coatings and platings to these devices was previ- 


ously permitted under L-188, and may be used now up 


' to 100 per cent of the amount lawfully used for the 
| same purpose in the fourth quarter of 1944 under 
| M-11-b. 


PROVEN MEILINK 


& 
REMOVE SOME OFFICE SUPPLIES LIMITATIONS 


Limitation Orders L-73 (governing the use of iron 
and steel in certain types of office supplies) and 


| L-227-b (restricting production of wood-cased and 
| other non-mechanical pencils and pen holders) were 
| revoked May 4, but other controls that may affect the 


acquisition and use of materials continue in effect, the 
War Production Board announces. 


L-73 was issued March 28, 1942. The order, as 


| amended November 15, 1944, established iron and steel 


quotas for 11 categories of office supplies: pencil sharp- 
eners, file fasteners, clips and clamps, clipless fasten- 
ing machines, archboard and clipboard files, list find- 
ers, perforators and punches, file signals, inked ribbon 
spools, file guide or folder tabs, map and thumb tacks. 
In making these items for civilian purposes, each man- 
ufacturer was permitted to use iron and Steel, per 
quarter, at the rate of 121% per cent of the amount of 


| all metals consumed for the same items in 1940. Use 


of iron and steel in the production of these office sup- 
plies to fill military orders on hand was not restricted. 


L-227-b was issued September 15, 1943. Under the 


| order, manufacture of pencils was limited, on a yearly 
| basis, to 81 per cent of 1941 production, and of pen 
| holders, to 96 per cent of 1941 production. 





Manufacturers of the items formerly restricted. by 
L-73 and L-227-b now may use idle and excess material 
(Priorities Regulation 13) to increase production. 


o 
TRADE SEEKS MATERIALS FOR RECONVERSION 


Members of the general metal office furniture, shelv- 
ing and locker, and visible record equipment industry 
advisory committees, at their recent joint session, 
unanimously requested that the manufacturers they 
represent be assigned advance allotments of material 
under the controlled materials plan to facilitate future 
reconversion. The War Production Board reports this 
action. 

Permission to place advance orders against firm 
allotments would insure availability of material when 
it is needed for civilian production after war orders 
are cut back, and would facilitate maintenance of em- 
ployment, industry members contended. WPB officials 
reported that this proposal is under consideration. 
They emphasized, however, that this would necessitate 
a change in current WPB procedures, which permit 
allotment of materials to manufacturers only for im- 
mediate production purposes (subject to approval for 
the use of manpower on Form WPB-3820), not for 


OFFICE APPLIANCES, June, 1945 


T. 





Fre 
f 


land 
step 

last ; 
Pacif 


But 
Crosse 
freed 
with 
the it 





OFF 








There wil ALWAYS be a 


Freedom-loving men, 
HE bleak Atlantic frontier had 
been passed safely. Tomorrow a 

landing would be made ._. the first 

step of a mighty journey that would 
last 200 years, lead 3000 miles to the 

Pacific and beyond. 


But first, another frontier must be 
crossed. The freedom they sought was 
freedom under law. This new land, 
with its infinite possibilities, required 
the invention of a new kind of law. 
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talking ’round a table 


And so, in the Mayflower’s cabin, they 
crossed that second frontier . . . set 
the pattern for “just and equal laws’’ 
that would permit men free from 
tyranny to build a great and prosperous 
nation, 

x *&§ 


To overcome obstacles as they arise 

. to visualize a future need and 
devise its fulfilment . . . to reward 
the man of energy, skill, and ingenuity 
as he deserves — these are a part of 
the American way. 


Gunn is now planning interesting 
postwar innovations in office appoint- 
ments. These will bring new con- 
venience, new efficiency, new economy 
to that pioneer of tomorrow, the 
American business man. They are 
worth waiting for — and watching for. 
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Frontier to Challenge the American Pioneer 


 ——— an 


—— 


Excerpt from the Mayflower Compact 





PIONEERS IN FINE OFFICE 
APPOINTMENTS FOR OVER 
HALF A CENTURY 


GRAND RAPIDS 
MicHtIGAN 








IN PRODUCTION 


exmaahl 


EXECUTIVE CHAIR NO. X77-3 


Of course, under present conditions, 
only LIMITED QUANTITIES of this 
repent e- bate bbale Mod a¥- bt Mer bal ol-Mh ob celeb ello E 
Your Sikes representative will gladly 


give you complete information. 


me SEKES COMPANY wx 


BUFFALO 7,N.Y 











stockpiling in anticipation of future production, when 
manpower and facilities are available. 

The committees recommended that Limitation Order 
L-13-b (governing the use of metal in furniture and 
fixtures) be revoked as soon as possible to permit re- 
conversion to the extent that materials, manpower 
and facilities become available for civilian production. 

It was also recommended by the committees that 
Priorities Regulation 25 (“spot authorizations” pro- 
cedure) be revoked. They said that production author- 
izations under PR-25 bear little relationship to pro- 
duction capacity. 

Committee members said they saw no immediate 
need for new tools and facilities in connection with 
resumption of civilian production, since tools and 
facilities used to make metal office furniture and other 
office and industrial equipment for war purposes can 
be readily adapted for civilian production whenever 
military orders are cut back. 


Ad 
OPA CAN REVISE RETAIL FOUNTAIN PEN PRICES 


Retail ceiling prices for fountain pens and mechani- 
cal pencils may be revised by the Office of Price Ad- 
ministration even after the agency has approved the 
seller’s price, OPA announces in Amendment 4 to 
Maximum Price Regulation 564, effective May 5. 

The action covers fountain pens and mechanical 
pencils for which retail dollar-and-cent prices are not 
listed in the regulation. As soon as a retail ceiling 
price has been approved for any class of seller, it is 
automatically listed in the regulation. 

Wholesalers determine their ceiling prices for pens 
and pencils not listed in the regulation by obtaining 
OPA approval for a retail ceiling price to which they 
apply a formula. Retailers, too, must apply to the 
agency for a ceiling price on a pen or pencil not listed 
in the regulation. A wholesaler or retailer may con- 
sider his price approved, OPA said, if the agency does 
not notify him to the contrary 20 days after his ap- 
plication. 

By the May 5 action, however, OPA reserves the 
right at any time to revise by order the retail ceiling 
prices so established to bring them in line with the 
level of other prices. 

a] 


TAX IS REMOVED FROM ONYX DESK SETS 

The National Stationers Association “Desk Sheet” 
points out that members interested in making onyx 
desk sets have received a new ruling from the office of 
the Commissioner of Internal Revenue. This ruling 
holds that varieties of marble known as onyx-marble, 
Brazilian onyx and Mexican onyx are not varieties of 
semi-precious stones and are not subject to the tax 
as semi-precious stones or imitations therefore, within 
the meaning of the law, when made of such marble. 
Such articles, are, however, subject to the tax if they 
are made of, or ornamented, mounted or fitted with 
precious metal or an alloy of such metal. It should 


be noted that articles commonly or commercially | 
known as jewelry are taxable when made of such mar- § 
ble for the reason that articles of jewelry are taxable, = 


regardless of the materials from which made. 


o 
REVOKE LIMITATION ON SCALE PRODUCTION 


Revocation of Limitation Order L-190, originally is- 
sued October 10, 1942, to govern production and dis- 
tribution of scales, balances and weights, was reported 


May 11 by the War Production Board as part of the 


Government’s plan for the first reconversion period. 
However, because of the heavy backlog of orders on 
manufacturers’ books, together with continuing short- 
age of some materials, many types of scales will not 
be available to consumers promptly. 
Manufacturers may now produce all classes of scales 
that have been prohibited by the order and no WPB 
authorization will be needed by the purchaser to ob- 
tain delivery. 
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vith rother—there’s money for you in that word, 
and “FINDING”! It’s a telling word, and a selling word. Pucs Art 
ed Metal in a class by itself. And you can back it up—for you 
ever will have the two things that turn a file case into a really help- 

ful “FINDING” Cabinet! 

CES ety will have the finest Filing Cabinets to sell . . . Art 
: ee esis . , ~ ; - ‘ . 
ani- Metal’s scientifically engineered cabinets with quick, quiet, 

a smooth-gliding drawer suspensions. 
t to 2 tear got Art Metal’s Wabash Filing Supplies that turn 
ical — the bedlam inside a filing cabinet into a streamlined, pro- 
not ductive activity. Keep facts and figures safe, properly ar- 
reg anged and always available for instant: -ferenc 
it is ranged and always available for instantaneous reference. 
There’s no business too large or too small to profit by 
pens : a aii ; 3 
ning this systematic simplification of operation. But many 
— businesses still operate under the costly, inconvenient 
isted old “tuck away” or “hope-to-find-it’”” system of filing. 
saad They’re your prospects. They’ve got a filing system— 
oes ae “e j 5% 
ap- but they need a “FINDING” system. And that’s just 
what you'll have to sell in 

the 

iling 

the ART METAL FILING CABINETS 
~~ ART METAL WABASH FILING SUPPLIES 
1ee 
onyx : , oa ae : 
on wl Dealers interested in securing information about an Art Metal 
uling franchise are invited to write Agency Division, Art Metal 
a Construction Company, Jamestown, New York. 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS avo FANCIES 


By McGillicudy 


Just before V-E Day, a friend of ours pointed 
to a newspaper map showing how Germany 
was being systematically carved up and said, 
“Well, it won't be long now . . . and with 
Victory in Europe, | suppose you folks will be 
out of the woods on this paper shortage and 
can step up your commercial envelope pro- 
duction.” 


If we could have said, “Yes, that’s the way it is,’ 
we could have joined the ranks of those singing, 
"My dreams are getting better all the time." 
Unfortunately, however, that isn't the way it is! 


Remember, there's still a long way to go on 
the Pacific side. While, for the most part, the 
bulk of fighting equipment will not be moved 
to the Pacific from Europe, there will be 
considerable repacking and reshipping. This 
means that the demands for lumber and paper 
will possibly be greater for a time than in the 
immediate past. So we don’t look for any 
ease-up just yet in the paper shortage. 


But we are still making Quality Park Envelopes 
(Leatheroid, Champion Clasp, Blue Line Air Mail, 
Bankers Flap, Air Way Express, etc.) to the extent 
of our commercial paper allotment... and we're 
still seeing to it that our dealers get a fair share 
of what is available. We are still on a wartime 
basis here at Quality Park—but we honestly feel 
that the day isn't too far away when we can say, 
"OK, fellows, we're ready—we can fully fill any 
order you send in.” 


But wait a minute . . . don’t send a lot of order 
increases in yet. Wait until | give you the 
green light — and that probably won't be until 
the red rising sun has been put out for good 
over Tokyo. 


Order Another War Bond Instead! 


ENVELOPE COMPANY 


General Office and Factory 
Quality Pork 
St. Paul 4, Minnesota 


564 W. Monroe Street 
Chicago 6, Hlinois 
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Chicago Office and Warehouse 


authorization will be needed by the purchaser to ob- 
tain delivery. 
id 


SOME DIVISIONS OF TRADE RECONVERT EARLY 


Some branches of the office appliances and fixtures 
trade are included the War Production Board listing 
of 72 industries which will receive priority aid in ob- 
taining machine tools and construction essential to 
reconversion. About $50,000,000 worth of tools and 
$35,000,000 of construction will be available to auto- 
mobile makers, and $75,000,000 for retooling and con- 
struction needs of the other 71 industries, states the 
New York Times. 

Included in the list of industries to be favored by 
early reconversion are metal office furniture, wood 
furniture, cash registers, office machinery and type- 
writers. 

“Ratings are being granted,” the WPB explained, 
“only for those items the lack of which would threaten 
to hamper reconversion. There is no thought of all- 
out retooling or construction at this time nor of 
replacing items that can be utilized now, even if new 
tools and new construction would be more efficient. 

“The AA-3 priority rating to be granted to the list 
of industries will enable them to get into operation 
on post-VE Day orders at what is described as a 
“break-even” rate. Through its use, officials said, 
the WPB “hopes to reduce the time lag between the 
cancellation of war contracts and the start of actual 
peacetime production.” 

“Its sole interest,” they added, ‘is to put all Ameri- 
can industry into a position to go into action with as 
little delay as possible as soon as the war in Europe 
and the war in the Pacific is over.” 

The selection of the list was based on the degree 
of conversion undertaken by the industry to get 
originally into war production and the changes nece :- 
sary to return to civilian output, the WPB said. 

The 72 industries listed will be on an equal 
basis, so far as consideration of their retooling and 
construction needs are concerned, it was said, although 
they range from passenger cars to vitreous china 
plumbing fixtures. 


vt) 


SURPLUS PROPERTY UNDER COMMERCE DEPT. 


The Department of Commerce has been designated 
as the disposal agency for surplus consumer goods, 
Fred M. Vinson, director of War Mobilization and 
Reconversion, announces. 

This change, of interest to the trade, means that the 
Department of Commerce will handle such typical 
commodities in the consumer-goods category as auto- 
mobiles and trucks, clothing, hardware, agricultural 
implements, medical equipment, and construction ma- 
chinery. Central offices will be established in the 
various regions to which those interested in the pur- 
chase of all types of surplus property may come. 


a) 


LUXURY TAX IMPOSED BY QUEBEC GOVERNMENT 


Certain office appliances are enumerated among sev- 
eral hundred items subject to a so-called luxury tax 
of six per cent imposed by Quebec provincial govern- 
ment, effective April 27. The tax replaces a two per 
cent sales levy. Included in the scope of the new tax 
are articles in a wide range of variety. Adding, count- 
ing and multigraphing machines, addressographs, 
typewriters, dictaphones, safes and their accessories 
and repair parts, fountain pens and mechanical pen- 
cils are listed along with other office appliances and 
supplies taxed. The levy is also imposed on telegrams 
and telephone calls originating in the province of 
Quebec.—RC 
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‘Yo wrap up packages and such 
To hold, protect and seal- 

al Its Texcel Tape-so sturdy, neat, 
oa And packed with sales appeal. 







Except for commercial use, however, 
We must make this excuse: 

Restrictions still prevent the sale 

Of Texcel for home use. 


YD Veen. 
per ) WITTEN REQ 
RED 


TEXCEL” REG. U. S. PAT. OFF. 


ams INDUSTRIAL TAPE CORPORATION 


A Subsidiary of Johnson & Johnson - New Brunswick, N.J. 
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COMING LEQPOLD DESKS 


| 
Process Welded Plywood 
Highly Heat Resistant 
Modern in Design 
Firmly Resistant to Bruising 
Rounded Protective Corners 
Clear Mirror Grain Finishes 
Designed Consumer Convenience 
| 
| 
| 
| 


THE LEOP 
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Offices of Excel Auto Radiator Co. Installed by Horders Inc., Chicago 


iss the years of production-for-war, Leopold craftsmen and de- 


signers have been busily engaged in developing new techniques of con- 


struction; perfecting new, exclusive designs. War-born qualities of greater 


utility and service have been incorporated into Leopold's future plans. 


These new, smartly designed Leopold desks and office furniture 


await only the return to normal peacetime production. They will delight 
both buyer and salesman according to Leopold’s long-established repu- 
tation for unsurpassed excellence in handcrafting fine woods into articles 


of beauty and utility. 


OLD COMPANY - 
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Daydreaming is fun, in 
a way. And it’s point- 
free. But you'll never 
catch that faraway look 
on the faces of a certain 
group of folks we know 
—not, at least, for the 
eight-odd hours a day that count. 
These alert people are the Victor 
craftsmen who build the Norden 
Bombsight for the Army. What keeps 
them on their toes is the realization 
that, with the instrument they pro- 
duce, “‘a miss” is truly “as good as a 
mile.” It takes callousness of a type 
they don’t possess to shrug off what 
that means in terms of wasted mis- 
sions—of lives risked in vain. 
Call it conscience, call it craftsman- 
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fun, Ferdinand! 


ship. By any name, it’s the ideal that 
makes no compromise with perfec- 
tion. It gives Victor people the 
patience to meet exactly every specifi- 
cation detail, every requirement of 
cleanliness in manufacture, every de- 
mand for accuracy, as they routinely 
use superfine precision equipment. 

Patience, cleanliness, and accuracy 
are required to build the Norden 
Bombsight, and Victor craftsmen 
have what it takes. You'll find the 
same qualities in every postwar 
Victor Adding Ma- 
chine. For they’ll 
be built under the 
same roof that housed 
the Norden Bomb- 
sight... by the same 


1945 


craftsmen... using the same precision 
know-how. 

You'll get more for your peacetime 
adding machine dollar in a Victor. 
And that’s no daydream, either. 


New, lightning-fast, full-keyboard Victor Portable 
Electric with direct subtraction; adds, lists, multi- 
plies, divides... pops up right answers— every time. 
Also in 10-key models that 
will be available as soon 
as war demands per- 

mit our making them. 
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VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them inspected and cleaned 
at regular intervals by your local Victor dealer or factory branch. 


STILL WORKING WITH RIGHT ANSWERS 
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“Grand Prize” holds steadfast to its 
ideal of super-quality and super-per- 
formance in typewriter ribbons and 
carbon paper. That's why “Grand 
Prize” customers are so loyal. 


Over 50% of “Grand Prize” produc- 
tion goes to help speed the work of 
Victory. 


TIME TO BUY 
ANOTHER WAR BOND 


* 


PACIFIC CARBON & 
RIBBON MFG. COMPANY 


J. Francis O’Connor, Pres. 
Head Office and Factory: 
1451 Harrison Street San Francisco 3, Calif. 
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VIRGINIA NEWS NOTES 


J. F. Howison, Correspondent 





We were favored with a visit this month from 
C. H. “Happy Harvey” Hester, formerly a good sales- 
man of good typewriters in Richmond. He later found 
his line, one in which 18 out of 20 men fail, selling 
high-priced calendars. 

* * * 

Cole, Harding & James, Inc., stationers at Rich- 
mond, continue to improve the appearance of their 
store from month to month. Business is growing. 

* * a 


t 
{ 


L. A. Sandin, stationer in Richmond, is rapidly 
outgrowing his present quarters and continues to 
enjoy the swap trade of most of the other stationers 
of the city. He manages to have on his shelves at all 
times such staple things as box files, metal cash files, 
adding machine paper and as much as five gross in 
quarts of a popular brand of fountain pen ink. Now 
that war conditions are improving he is seeking a 
larger and more suitable store. 


* * * 


Paul MacMahon, for several month general sales 
manager of the Tidewater Office Equipment Company 
with branch office in Norfolk as well as Newport News, 
Va., has left for larger fields. 


* * 


James E. Gardner, manager of the Royal Typewriter 
Company in Virginia, who is now a member of the 
House of Delegates of Virginia, has announced his 
candidacy for re-election. 


ok * * 


4 


/ 
4 
/ 


Lifting of the regulations “freezing” typewriter 
manufacture and sale should aid the market in 
Virginia, which has reached the point where it is 
next to impossible to obtain any of the machines. 


a 
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Bert Saunders is reported doing a good job for 
Remington Rand in his dealership at Danville, Va. 


: Geo oe 


Willie Crowder, in charge of mechanics at the Busi- 
ness Equipment Company in Richmond, is considering 
the addition of a new and modern silver-plating de- 
partment. 

* * a 

Aubrey Ellett, new stationer in Richmond, has com- 
pleted all rebuilding and repairs to his store on 70th 
Street. The store was opened on May 15. 


* * * 


E. P. Crockett, Richmond salesman, has been awarded 
the dealership for the Egry register. 


* * &* 


Pa 
ya 


L. M. Wellbrock, six-footer salesman of the Jackson- 
ville, Fla., office for Royal Typewriter Company, was 
appointed on May 15 as Royal manager for Virginia 
at Richmond, Va. J. E. Gardner, Virginia manager for 
many years, resigned as of the same date. Mr. Gardner 
is now a member of the Virginia legislature and is a 
candidate for re-election in the August primary. He 
will resume direct managership of his own business, 
the Business Equipment Company, at Richmond. 


——" a en 
EGRY ISSUES GOLDEN JUBILEE RECORD 


Telling of over 50 years of service in its field, the 
Egry Register Company, Dayton, Ohio, has published 
a handsomely printed and illustrated Golden Jubilee 
Record. The pages depict in type and illustrations the 
story of Egry and something about Dayton, the city 7 
in which the company is located. Illustrations of old- 
abound in the brochure. 
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This ad appeared in the 
August 1915 issue of 


“Office Appliance Magazine” 
Good then - Good now 


THE SMEAD MANUFACTURING COMPANY 





the Agent 
‘ The Schwabacher:Frey Stationery Co. Department “C™ 
shed & Sati Dranelece, Calll. HASTINGS. MINNESOTA, U. S. A. 
vilee 
the Agent Agent Agent Agent 
P Miller-Davis Company Syms-York Ca The Johnson & Watson Co. Foe « & Davies Co 
city Minneapolis, Minn Boise, ldaho Dayton, Ohio Atlanta, Ga. 
old- 
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@ Sure, your customers can spot the rugged- 
ness of A-S-E Aurora Files at once—and ina 
glance note their attractive enamel finish... 

... but there’s more than meets the eye in a 
“first-look” —a thorough examination shows 
the added values that really put these files 
over. The heavily constructed frame . . . the 
smooth easy-action drawers ... the fine lock- 


ing mechanism... the trouble-free follower 


TELL THIS STORY 


... the extra filing capacity (26% inches 
clear space). Here are the facts of A-S-E 
Aurora Files ... facts that are your profit- 


builders. 


A-S-E Aurora Files are backed by over 33 
years of engineering skill in fabricating steel 
products. If you want to know more about 
A-S-E Aurora Files, drop us a line. We'll 


gladly send you complete information. 





@4 





ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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THAT THEY 


MAY HAVE ALL THE 
FOUNTAIN PENS THEY NEED 


We are making every effort to allot pens to customers 


now on our books as fairly and equitably as we can. 
The needs of the armed forces come first, naturally, but 


just as soon asitis possible, we shall increase the num- 
ber of Wearever pens available for civilian needs. 
David Kahn Inc., North Bergen, New Jersey. 


BY AMERICA’S LARGEST 
FOUNTAIN PEN MANUFACTURER 
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FOUNTAIN PENS * MECHANICAL PENCILS + REFILL LEADS 
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When you have a difficult Envelope problem, think of Justrite 
—and if it’s a Special Window or Special Size Envelope, again 
Justrite has the answer! 


@ As an example, the new Justrite Sterling Fibre Special 
Window envelope made in a spacial size to accommodate 
the new Form W-2 Withholding Tax Receipt. Illustrated 
above, it’s a custom envelope to do a special job. 


@A real super-special is the cellophane window Moisture 
Indicator envelope used by War Industry to tell when 
a shipment of metal parts is in danger of rusting. Filled 
with silaca jell, it is printed in six colors to indicate 
degrees of moisture. 


@ Banks, Insurance Companies, Financial Firms and Busi- 
ness Houses use many styles of Special Windows in Spe- 
cial sizes—-Coupon Windows to hold Bond Coupons; spe- 
cial windew Check Envelopes in special sizes to fit any 
check for mailing; special window Premium Notice 
envelope for ease in mailing Insurance Premiums due; 
Postage Saver envelopes with special window position for 
business mailings—and hundreds of others. 


So, if you have a job that requires a special window or a special 
size, consult Justrite for samples and price quotations. Window 
Envelopes are available in any size, either plain or printed, with 
special window either with or without glassine covering and with 
one or more windows on the face of the envelope. We’re in 
business to help you solve your Envelope troubles. 
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IN OTHER LANDS 
(Continued from page 31) 


could only be temporary wartime merchandise, merely 
useful in a buyers’ market artificially created by 
war and false economic conditions. The company 
plans to contact manufacturers in the U.S. A. for sole 
distributive and possibly manufacturing rights of new, 
suitable products. The company’s trading reputation 
will guarantee the fullest possible representation in 
Great Britain and Europe. Although the organization 
has been depleted by demands of the armed services 
(40 per cent of the staff members) the company 
has been fortunate in retaining the bulk of its repre- 
sentatives who regularly cover the British Isles. The 
name of Blick Office Equipment, Ltd., has therefore 
been kept prominently before the high-grade station- 
ers and office equipment dealers in England. 

A newcomer to the concern is Edgar Smith, who has 
now joined Mr. Yates in control through purchase of 
50 per cent of the shares. This link promises to insure 
even greater success for the company through Mr. 
Smith’s wide connections and influence in the office 
appliance trade. 

In reality this is a return to an offshoot of the com- 
pany with which Mr. Smith started his career in the 
industry, that early concern having branched out into 
three separate organizations, one of which is Blick 
Office Equipment, Ltd. 

This is just one instance in the history of many 
survivals of blitz difficulties by the office appliance 
industry in London.—SSE 


— —~*— > —_—. 


OFFICE MACHINE DEALERS OF GREECE UNITE 

Anastassios Koritsidis, Athens, Greece, writes OFFICE 
APPLIANCES that SEGRA has been organized as the 
Hellenic Union of Office Machine Dealers. Its aim is 
to promote office machines trade, adopt a common 
policy in prices and generally to safeguard the inter- 
ests of office machine dealers. 

Officers of SEGRA are: president, Panaghis Solomos, 
Remington Rand; vice-president, Emmanuel Trakas, 
Underwood Corporation, Burroughs Adding Machine 
Company, National Cash Register Company, and oth- 
ers; general secretary, Paul Dovas, Swiss “Hermes” 
machines; acting treasurer, Victor Artemiadis, Royal 
Typewriter Company. 

With regard to the business outlook, Mr. Koritsidis 
points out that Greece is in need of machines as most 
of the office appliances have either been plundered or 
worn out. Replenishing of stocks is more than im- 
perative (there are now hardly 1,000 typewriters in 
all dealers’ shops) and for the most part machines now 
marketed are second-hand. Public services are the 
foremost purchasers, as these services were the special 
target of the occupant enemy. 


—— 
NAZI PLANT USED TO MAKE ARMY TYPEWRITERS 


A captured German factory in Belgium has produced 
more than 2,000 typewriters for the U. S. Army, the 
War Department disclosed on April 30. A crew of 110 
Belgian workers has been turning out the typewriters 
at the rate of 35 a day and it is expected that the ca- 
pacity can be raised to 100 a day. It was significant 
of the type of co-operation the Germans were getting 
that production of 400 civilian workers under German 
management was only 30 machines a day. 

2 eee 
AMERICAN MACHINES PREFERRED IN BULGARIA 

American-made office machines have not been im- 

ported in Bulgaria for six years. During this war 


period several European makes were introduced on 
the Bulgarian market and the result confirmed the 





RCN TET TF 


conviction of the commercial world that the quality | 


of the American product is superior to all others. 
Consequently, there is already felt on the Bulgarian 
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An Old Town'7 luswe Franchise 


Places a Market in Your Hand 


*An Old Town 
Exclusive Franchise 
Means: 


PROTECTION: You are the only 
Old Town dealer in your area. All 
orders go through YOU. 
PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 

PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consis- 
tent magazine advertising. 
PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 


IT'S YOURS . . . once you sign the Old Town Exclusive Franchise .. . 
You have complete control of your trading area. You are master in 
your own house. Every dollar of business developed in your territory 


is YOURS. You prosper and grow. 


Old Town is a complete line under one tested, respected name... 


trade marked and grade marked for the consumer's confidence 


and good will. 


Ribbons and carbons for every use + PLUS Spirit Duplicating Car- 
bons, Master-Units, Dupliforms, Copy Paper, Duplicating Fluid. 


Write, wire or telephone to see the Old Town representative who 


will explain to you the other dollar-and-cents value of an Old Town 


Exclusive Franchise. 





RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 





'S. 
arian Ss 
is 


1945 


Sales and Service Everywhere 





We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 
































veveneunnnnenenneneeencnncnneansueeseneeneercuuaeunasnesntnenes 





Mr. Dealer— 
NOW 


as well as 


| AFTER VICTORY 


YOU CAN DEPEND ON 


AMES 


FOR COMPLETE SERVICE 


se 


Combine your orders for 


MASTERITE 
PLATENS 


GENUINE TYPEWRITER PARTS 
TOOLS—RIBBONS—CARBONS 
SHOP EQUIPMENT 
SUPPLIES—ACCESSORIES 
ELECTROPLATING 
AND ENAMELING 





Ames Supply Company 


564 W. Randolph St., Chicago 6 





583 Market St., 


37 Murray St., 
San Francisco 5 


New York 7 AGENCIES 


IN 
1905 Commerce St., | PRINCIPAL CITIES 11 Prior St., 
Dallas 1 Atlanta 3 
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market a great demand for American office machines, 
especially for those which have been improved during 
the six-year period when the Bulgarian market was 
blacked out. 

Today there still exist trustworthy old Bulgarian 
firms which can be of service to American manufac- 
turers. One of these is Jordan Boyadjieff & Sons, 
founded in 1881 (new address: Beltcheff 39), a firm 
which is in a position to establish business relations 
with American producers of office machines and appli- 


ances. 
— 


URUGUAY FIRM TO OPERATE AS STOCK COMPANY 


Linn & Cia, importers at Casilla de Correo 1027, 
Montevideo, Uruguay, announce that the organization 
of the firm has been changed. They will operate 
henceforth as a “Sociedad Anonima” (stock company). 

The style of the new company is “Linn & Cia., 
Sociedad Anonima” and all correspondence, invoices, 
drafts and other documents should be so addressed. 

The actual change over took place March 8, but all 
transactions dated after January 1, 1945, are for the 
account of the new company. Directors are R. Linn, 
president; E. Stafiani, vice-president; H. S. Bowles, 
secretary; A. Capdeville and E. Storace, members. 

The change in the legal status of the company does 
not imply any change in policy or management, the 
officers announce. 


Se eee 
INTERESTING CALENDAR FROM BRAZIL 


A 1945 calendar, a bit belated because of slow mail 
deliveries, was received last month from Keller Weber, 
office machines dealer, Rio de Janeiro, Brazil. A color- 
ful illustration reveals an old-fashioned bookkeeper 
on a high stool looking with some misgivings at a 
modern young lady, also on a high bookkeeper’s stool, 
gazing with approval at an advertisement of a 1945 
model adding machine. A pad of monthly calendar 
sheets is at the bottom. 


— on 
CLEANLINESS NEXT TO GODLINESS AT McBEE’S 


The McBee Company plant at Athens, Ohio, glistens 
and shines but not just for the looks cof it, says an 
article in The American Printer for April. D. R. Zen- 
ner, vice-president in charge of production, is ready 
to prove that cleanliness pays dividends for this manu- 
facturer of accounting equipment. Tons of precious 
paper pass through the plant every month. ‘“Care- 
lessness on the part of our employees,’ says Mr. 
Zenner, “could easily cause damage and spoilage that 
only would be expensive, but might destroy irreplace- 
able paper. The cleanliness and neatness of the plant 
unconsciously inspire in the people the idea of being 
careful and neat in their habits when handling stock 
... they can understand in a plant that is so clean, 
well painted and orderly that something out of place 
looks definitely wrong.” 


Eo 


OPEN NEW EQUIPMENT FIRM AT EUREKA, CALIF. 


Harry Meline and Merle Dunn are partners in new 
firm, Business Equipment Company, at Eureka, Calif. 
The firm will feature Royal typewriters, new and used 
adding machines, office furniture, filing systems and 
other office supplies. Products handled by the com- 
pany will include Roytype carbon paper and Uarco 
registers and forms. Exclusive agency in Humboldt, 
Del Norte, Trinity and Mendocino counties has been 
granted for Marchant calculators. A modern repair 
shop for all makes of business machines will be main- 
tained. 

Mr. Meline represented the National Cash Register 
company in California for 23 years while Mr. Dunn 
was with the Burroughs Adding Machine company 
at Eureka for more than 19 years. 
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THE BEST OF COURSE 


BEARS THE NAME BROWNE-MORSE 


IT’S TRUE about the Mousetrap 





That old adage about the world beating a 
path to the door of the man with a better 
mousetrap is certainly proving true in the 
case of Browne-Morse. Up-to-date man- 
agement principles, modern engineering 
and production facilities, and outstanding 


merchandise have helped a lot. But, our 


own particular “‘mousetrap”’ is our postwar 
dealer plan. Our new lines, and every fac- 
tor of our operation, are carefully pointed 
to the dealers’ needs. Across America, top- 
flight office equipment stores are signing 
up with Browne-Morse, the profitable line 


for progressive dealers. 


»pecialists in Quality Metal Office Equipment and Furniture 





AMERICA'S 
FASTEST SELLING 


DRAWING INSTRUMENTS 





Set No. 814 


Now available from one of America's largest stocks 
—the complete line of CHARVOS INSTRUMENT 
SETS as listed below. We can supply you with any 
quantity—and there is no priority rating required. 


Quick Deliveries! Quick Turnovers! Quick Profits! 


SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 
Instruments. Contains: Compass, 6”, new streamlined design with 
knuckle joint in each leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 
Divider, 6”, equipped with micrometer adjustment and _ tension- 
adjustable head. Bow Divider, 334” center wheel adjustment. Bow 
Pencil, 334” center wheel adjustment. Bow Pen, 334” center 
wheel adjustment. Ruling Pen, 54%”, octagon shape carbon steel 
with hand finished point. Screw Driver, Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. 


$18.00—Maximum Trade Discount 


SET 612 Contains; Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Bow 
Pencil 334”, Bow Pen 
3%”, Screw Driver with 
Needles and Leads, Velvet 
lined two flap pocket-type 
case. 


SET 614N Contains: Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 51%”, Divider, 
6” with Straightening De- 
vice, Bow Divider 334”, 
Bow Pencil 3%4”, Bow Pen 
334”, Serew Driver with 
Needle and Leads, Velvet 
lined two flap pocket-type 
case. 


$15.00—Maximum Trade Discount 





Additional Discounts On Volume Orders Over $1,000 Net 


One of America’s foremost suppliers of material to artists and draftsmen 


The Department Store of Art Materials 


() ARTHUR BROWN & BRO. 
67 West 44th St., New York 18, N. Y. 
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PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 





Stanley Ballard, stationer at 4553 University Way, 
Seattle, Wash., is sharing space in his newly-estab- 
lished store with H. J. Sheppard, who has made it his 
location for a photo studio. The store was recently re- 
modeled for this purpose. Mr. Ballard has on display 
various types of engraved stationery for business, so- 
cial, college and military needs. 

* oe * 

“How Office Outfitters Go to War” was the topic of 
an address made by McKee Smith of Smith Brothers 
Office Outfitters, Portland, Ore., at a luncheon meet- 
ing in April of Portland’s chapter No. 12 of Usadians 
International. 

Cleverly designed and printed stationery of the Uni- 
versity Mimeo & Typewriter Company, Seattle, appeals 
to prankish college students and those wanting indi- 
viduality. Some of the specially printed letter heads 
convey the impression that the collegians have joined 
an association of house haunters. 

* * aa 

Charles K. Gile, well-known typewriter mechanic 
with the First National Bank of Portland, Ore., before 
joining the U. S. Navy, staged a happy reunion re- 
cently with his brother, Ensign Vernon Gile of Van- 
couver, Wash. A troop ship brought the brothers to- 
gether at a Pacific port, their first meeting in 3% 
years. 

* a * 

New honors came to Charles B. Adams, credit man- 
ager of John W. Graham Company, pioneer stationery 
house of Spokane, Wash., in his recent election as 
president of the Spokane Association of Credit Men. 

* * ~ 

Winning awards for wartime services were received 
recently by W. C. Tierce, B. F. Slater and O. F. Kautsky 
of the Seattle office and branch of the Addressograph- 
Multigraph Corporation. The three won membership 
in the 1945 Hundred Club for their outstanding service 
in helping to save wartime manpower by extending 
efficiency in the use of equipment. Each received $200 
in War Bonds, plus an engraved gold pocket knife. In 
addition, Mr. Tierce was awarded $100 in cash upon 
his election as a director of this company club. 

* * * 

Carrying forward its much appreciated philanthropy ~ 
for service men, the North Pacific Bank Note Company 
of Seattle made up an April fund to permit the boys 
from the war fronts and hospitalized soldiers and 
sailors in Seattle to telephone home via long distance. 

* a * 

The Shelton-Mason County Journal of Shelton, 
Wash,. has built up a complete stationery store at its 
newspaper offices, featuring stocks of fountain pens 
and mechanical pencils, zippered notebooks, staplers 


and many other “hard to get’ items. 
* * oa 





Stationery and printing expenses moved upward at | 
the Seattle Public Library last year, according to the 
annual report. During 1944, the report indicates, ex- © 
penditures of $6,951.58 were made for stationery and | 
printing, as against $6,457.75 for such items in 1943. 

* * * 


A huge new shipment of fountain pens and mechan- 
ical pencils was received by Weisfield & Goldberg, 
Seattle, in time for the summer peak of sales. The 
store is featuring such pens and pencils as fine gifts 
for Mother’s Day, Father’s Day, June graduation and 
commencement events. 

* * * 

Formerly at 622 Second Avenue, Seattle, the Ruggles 
Stationery Company recently moved to new quarters 
at 115 Cherry Street, in a busy banking and business 
section. Fluorescent lighting has been placed in a 
redecorated store interior. 
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Here at Speed-O-Print we are producing vital rocket 








a and shell fuzes . . . straining every effort to speed the 
iness 2 Peace . . . improving our skills . . . and increasing our 


knowledge to assure even better Peacetime products 
in the future. 
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@ There is no calendar—no yesterdays, todays or tomorrows, 
@ _in Speed-O-Print’s conception of Quality. To us, manufacturing, 
“7? Quality products is a ‘round-the-clock’ and a ‘round-the-year’ routine. 


@ That's why, when a dealer rings up a sale for a Speed-O-Print prod- 
@ uct he knows his customer will be as happy with the product as he 
@ was with its price. 


SPE VU PHIM ® Po RATIO 


167 EAST GRAND AVENUE 
CHICAGO 77, ILLINOIS 
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CD PENCIL-TEX 


Steel filing units 
now available. Write 
for prices and infor- 
mation on delivery. 


ea 


For sharp, black detail on your drawings—in pencil 
—at pencil speed—you'll prefer Post Pencil-Tex. 


You'll get more durability than in ordinary tracin 






cloth—plus better drawings and more read; 





prints— because better results are built right 


specially processed, smooth, velvety, moisture-re- 








sistant surface of Pencil-Tex. Available in rolls 


and sheets. Use a 3H to 8H pencil. 


Four Post Wood 
Tables. Send for 
prices and infor- 
mation on deiiv- 
ery. 


the Frederick Post Company 


® Bive Print Papers 
& Cloths 


® Positive Print 
Papers 
Dry Developed 
Moist Developed 


@ Negative Paper 


@ Tracing Papers & 
Cloths 


@ Drawing Papers 


@ Sensitized Trac- 
ing Cloths 





The complete Post line offers high profits © Pencils —Erasers 
— quick turnover sales © Profile & Cross 
Section Papers 
& Cloths 
@ Federal Aid 
Sheets 
+. ® Drafting 
2) aus Machines @ Field Books 
Straight Edges 
® Scales—fiat & ®@ Level Rods 
Triangles triangular 
@ Range Poles 
Curves ® Drawing Boards 
® Tapes— 
Drawing Inks ® Drafting Tables Measuring 


Houston - Los Angeles CHICAGO Detroit - Milwaukee 
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What a Diffetence a Chair Makes! 
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HARTER 
. POSTURE CHAIR EI5( 





The difference is posture. It’s the difference between _ sales appeal is double-barrelled: correct posture in- 
comfort and fatigue, the difference between office creases efficiency and improves personal appearance. 
efficiency and inaccuracy. Higher efficiency sells the employer, better appear- 
;, ' : ance sells the worker. 

Harter Posture Chairs provide true posture seating. 

Their skillful engineering eliminates frequent service Investigate the postwar sales opportunities of our 
calls after installation— adjustments are simple but —_ Steel Posture Chairs. A few exclusive dealerships are 
positive. The top quality of Harter Steel Posture now available, as well as franchises for Harter Ex- 
Chairs is apparent both in the way they look and in __ ecutive Chairs. 

en ny oe Write us today for complete information. Dept. O, 


You can’t miss with the Harter Posture line! Its | Harter Corporation, Sturgis, Michigan. 


HARTER | 
Buy More War Bonds Ht i rl Nn T Cc a) 
[ STEEL POSTURE CHAIRS 
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HEN U. S. Soldiers and Marines prepare for a 

landing on some Jap infested territory, these 
scrappy little Navy Rocket Ships precede them, spitting 
rockets at the shore in a constant stream, spraying the 
beach with high explosives, literally blasting a path for 
our fighting men. 

Every one of the thousands and thousands of rockets 
used in these landings contains a high percentage of 
cellulose acetate. With our landing operations proceed- 
ing at increasing tempo, cellulose acetate has been going 
into the manufacture of rockets and fire bombs, and 
little remains for civilian production. 

If you find your shipments of AICO Visiflex Sheet 
Protectors, AICO Protective Holders, and AICO Cellu- 
lose Indexes and Tabbing have been less than you ex- 
pected, we know that you will feel, as we do, that the 
cellulose acetate we might be using for these AICO 
PRODUCTS is serving a far more important and vital 
need today. 

These rockets are saving countless American lives— 
they cost lots of money. Let's buy War Bonds—for 
keeps—today! 


AICO-GRIP TABBING 
LOOSE-LEAF INDEXES 
DESK PADS and 
ACCESSORIES 
PROTECTIVE HOLDERS 


- VISIFLEX 
SHEET: 
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~~ AICO CELLULOSE PRODUCTS 
are Hard to get! 
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TUBULAR EDGE 
INDEX TABBING 


G. J. AIGNER COMPANY 


503 S. Jefferson St., Chicago 7, Illinois 


WORLD'S LARGEST MANUFACTURERS OF INDEXES AND INDEX TABBING 
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BILLFORM “Processed” 
CARBON PAPERS 


Curl Resistant 


Every sheet of Storms’ BILLFORM 
PROCESSED Carbon Paper is CURL 
RESISTANT. Our special process makes 
this carbon paper stay flat where ordinary 
carbon will curl. It’s easy to handle, easy 
to load in forms. DISTINCTIVE IN 
APPEARANCE—REALLY DIFFERENT. 


H. M. STORMS CO. 


THE “COMPLETE LINE” 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 


A survey made by your correspondent among the 
stationery and business equipment firms of this city 
shows that they have rounded out the first half of 
1945 in good shape. Sales have held up well and the 
help situation has been handled well. 

The greatest improvement is found in the greeting 
card and social stationery departments. Leading sta- 
tioners have brought these to the front with good 
results. 

Stationers are skeptical, however, about making any 
predictions for the latter half. With the war in 
Europe ended, it is expected that both civilian and 
military personnel at local Army camps will be re- 
duced, many private businesses that have been engaged 
in war work will now go into a period of reconversion, 
and that this will serve to cut down on some sales. 

Taken as a whole, however, it is generally agreed 
that the year of 1945 will be rounded out in good shape. 

* * a8 


While the news that typewriters had been released 
was received with a shout of joy, dealers do not predict 
any material change in the situation here before the 
end of the year, or possibly longer. Machines are ex- 
pected to be rationed, with doctors, lawyers and others 
in serious need of typewriters getting first call. There 
is not a typewriter firm in the city, however, that does 
not have a huge stack of orders on hand to fulfill when 


the day comes. 


-: 


Vacations are commanding the attention of stores 
as hot summer days approach. Tim Harvey of The 
Clegg Company seems to be the first to get away and 
will be back on the job June 1. 

Mrs. Jeanette Higgins of the social stationery de- 
partment at Maverick-Clarke leaves June 4 and will 
spend two weeks in Little Rock, Ark. 

Those are the only definite reports at this time, but 
the local branch of the Underwood Corporation has 
arranged for every employee to have a vacation— 
the first time since Pearl Harbor—and these will be 
taken between June 1 and September 1. 

* * * 

Typewriter Sales and Service commands attention to 
their windows by having unusual typewriters in the 
background. In a current display are shown an Under- 
wood and a Remington, both with a 26-inch carriage, 
while in the store at a prominent spot on the counter 
is a Blickensderfer, 53 years old. The machine has 
the type figures on a cylinder which revolves as the 
keys are struck, bringing the type faces into line and 
pressing against the paper. 

* ca * 

W. P. Southern of Southern Sales and Service Com- 
pany has returned from a trip into the North visiting 
the factories of Woodstock typewriters and R. C. Allen 
adding machines, for which this firm is distributor. 

* * * 

Miss Carolyn Jenner, secretary of E. F. Davis, man- 
ager of the local branch of Royal Typewriter Com- 
pany, has announced her engagement to Charles 
Palmer, who is in the service. The date for the event 
has not been announced, the wedding to take place 
after Mr. Palmer has been discharged from the Army. 

Miss Jean Owens has joined the staff of this office 
as a secretary. 

* * * 

William C. Clegg of The Clegg Company has re- 
turned from a brief trip to New Orleans, where he 
visited his son in the U. S. Navy. 

* * * 

E. P. Haye, local manager for L. C. Smith & Corona 
Typewriters, Inc., has been given a good part in 
the 7th War Loan. Mr. Haye has taken part in every 
drive, and has made his quota in every instance. 
Prominent in civic work, he also helped out on a 
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EVERY MODERN FILING NEED listed 
in new 1945 catalog. Ask for your copy. 





AMBERG FILE & INDEX COMPANY 


a a eee 


1608 DUANE BLVD. KANKAKEE, ILL. 
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BEHIND THESE DOORS... 


BOLENS Engineers Are 
Perfecting NEW and Improved 
Chair Action Controls for You! 


BEFORE WARTIME RESTRICTIONS prevented 
further production, Bolens Chair Action Controls were 
achieving widespread recognition among leading office 
chair manufacturers for proper design, quiet operation, 


trouble-free construction. 


Production restrictions have not stopped Bolens engi- 
neers and designers from planning even better, smoother 
functioning chair action controls. When these are ready 
for distribution, be sure to look for the Bolens Chair 


Controls on your new showings of quality office chairs. 





re. * 
BOLENS PRODUCTS CO. 


Division Automatic Products Co. 


216 PARK STREET PORT WASHINGTON, WIS. 





Dependable Chair Iron Controls for All Office Seating 


hi 





| is also editor 


drive to raise funds for a science building at St. Marys 

University, the Red Cross membership campaign, and 

the Community Chest drives. 
* * * 

A. B. Newton, branch manager for Monroe Calcu- 
lating Machine Company, Inc., has returned from a 
business trip which took him into northern and west- 
ern Texas. 

a cd ok 

Mrs. Love Maverick has been named manager of the 
greeting card department at Maverick-Clarke’s. This 
department is under the supervision of Mrs. Ruby 
Teller, manager of the social stationery. 

Members of the sales department of this company 
were guests at a dinner given on the night of May 10 
by Wabash Filing Supplies, Inc., at a local hotel. 
Present for Wabash were Ed Little, H. L. Addington 
and R. C. Gage. 

Mr. Little served as chairman for the short meeting 
following the dinner, introducing Mr. Addington who 
made a brief talk. A response was made by Al Eise- 
mann for Maverick-Clarke. Attendance was 25. 

* * * 

Employees of the Paul Anderson Company had their 
annual picnic at Terrell Wells on the night of May 11. 
Following a barbecue dinner, all enjoyed a swimming 
party. Committee in charge of arrangements consisted 
of Miss Alma Banspach, chairman, Mrs. Ruth Rossman 
and Marvin Hartung. Attendance was about 200. 

* * * 

Frank C. Hall, Underwood branch manager, has 
been elected a director of the local Rotary Club. He 
of the Rotary Club’s organ.” The 
Rotarian,” and has served for the past 11 months on 
the local grand jury. 

en So | 
W. A. VINCENT SELLS FIRM TO EMPLOYEES 

Walter A. Vincent, founder and president of the 53- 
year-old Western Lithograph Company of Wichita, 
Kans., on April 5 completed the sale of his interest 
in the company to a group of employees and withdrew 


| aS president of the concern. 


The company will now be operated by Frank H. 
Hollow, president of the Bridgeport Oil Company, 
and four company officials personally trained by Mr. 
Vincent and whose years of service with the company 
total 76 years. They joined Mr. Hollow in purchasing 
Mr. Vincent’s interests. 

The four officials purchasing Mr. Vincent’s financial 
interest include George Blume, vice-president, who 
began his career as a lithograph press helper at the | 
age of 15; Louis J. Ely, vice-president, who started 25 
years ago in a clerical capacity; Cecil Jones, vice-pres- 
ident, whose initial job was as a salesman 15 years 
ago, and Mrs. Cora L. Haden, recently elected to the 
board of directors, with three years of service. Other 
directors of the company include Frank Larcher and 
George King. Lester Morris, attorney, is secretary of 
the company. 

Mr. Vincent will not sever his connection with the 
Western Lithograph Company but will remain in a 
consulting and advisory capacity with special super- 
vision of the art department. 

In his more than half-century of business experience 
that has witnessed the growth of advertising, lith- 
ography and printing, Mr. Vincent has blazed the 
trail in many production processes. He is a pioneer 
particularly in the field of color lithography. 

niin 


NORBERT WEBER NAMED BRANCH MANAGER 

Norbert Weber, former salesman in northern New 
York state, has been named branch manager of 4 
newly-opened sales and service office of Pitney-Bowes 
Postage Meter Company in the Mercantile building at 
Rochester, N. Y. He will be assisted by Howard Ritter, 
service manager. 

The new office will serve the postal and mailing 
needs of several hundred business users of postage 
meters in the Rochester territory. 
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We Welcome the Revocation 
of Restraining Order L 33 
Covering Portable Lamps 





But We Add a Note of Caution! 





Restraining order L 33 has been removed 
but this does not make VAN DYKE Fluo- 
rescent available yet for general consumer 
use. All of the materials used in the produc- 
tion of portable fluorescent lamps such as 
steel, copper, ballasts, sockets, etc., are still 
under WPB control and will be until July | 
at which time such materials may be ob- 
tained without priority assistance. Until fur- 
ther notice, the following VAN DYKE 
MODELS will be available . . . No. 1000, 
No. 426, No. 1025 and No. 1280 line. As 
the necessary materials become available, 
your orders will be put through for prompt 
shipment. 


We are interested in filling your complete 
VAN DYKE needs as soon as possible. Your 
patience and cooperation during the past 
three years are very much appreciated. 


a 


ge 
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VAN DYKE INDUSTRIES 


Chicago, Illinois 


21st and Rockwell Sts. 
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PLAN SLOANEMASTER LINE OF FURNITURE 
Sloanemaster, a new line of fine office furniture, to 
be nationally advertised and merchandised through 
selected stores, will be produced by The Company of 
Master Craftsmen, Ine., of New York City and Oneida, 
N. Y., when Government contract needs are finally 
filled, and its extensive manufacturing facilities are 





TRADE-MARK DESIGN—This Sloane- 

master trade-mark design is used by 

The Company of Master Craftsmen, 

Inc., to identify a new line of office 
and other furniture. 


released for civilian production. This statement of 
post-war plans was made by H. M. Pearson, vice-presi- 
dent. At present, production is almost exclusively de- 
voted to glider wings and equipment for mechant 
ships. 

The name Sloanemaster, Mr. Pearson stated, was 
chosen because The Company of Master Craftsmen 
was established as the manufacturing division of 
W. & J. Sloane, and originally produced special hand- 
craft pieces for the Sloane clientele. 

Eventually, the Sloanemaster line will comprise a 
full offering of household furniture and a line of ex- 
ecutive office furniture, manufactured in the better 
qualities at Oneida. Office furniture will be distributed 
in some instances through the household furniture 
outlets, in others through office furniture equipment 
houses. 

Identification will be a trade-mark design bearing 
the name, Sloanemaster, affixed to individual pieces 
and featured in all advertising and promotion. 

scandent 
DAVIS NAMED McBEE SALES MANAGER 


H. C. Davis has been appointed general sales man- 
| ager of the McBee Company, manufacturers of ac- 
| counting equipment, according to an announcement 
by P. M. Zenner, vice-president. . 

Mr. Davis joined the McBee Company in 1929 as a 
field representative in the Detroit office where he re- 
mained until his appointment as manager of the Pitts- 
burgh office in 1935. In 1939, Mr. Davis was appointed 
eastern divisional sales manager and three years later 
became assistant general sales manager. 

Mr. Davis’ headquarters will be at the general sales 
office, 295 Madison Avenue, New York, N. Y. The main 
plant of the McBee Company is located in Athens, 
Ohio. 


ee ee 
OPEN NEW STATIONERY STORE IN HOLYOKE 

| Long’s Card & Stationery Shop was opened to the 

| trade May 1 in a new and modern store location in the 

| Phoenix Building, Holyoke, Mass. Customers found a 
full line of greeting cards, stationery, school and office 

| supplies. 

1945 
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NILMERG: I assure you, Sir, your suspicions are unfounded. 
TOWER: What business can I have with a Gremlin-spelled-backwards? 


NILMERG: A Gremlin, true, but of a special breed, bearing bright cheer to 
make life easier for big pencil distributors. 


TOWER: I can stand a little cheer. 

NILMERG: Do you know that pencil production is frozen at about 81% of 
the 1941 base? 

TOWER: Do I know it—how do you suppose I got these grey hairs? 


NILMERG: The obvious answer is to sell higher priced merchandise. Like 
A. W. Faber’s 15¢ CASTELL INDELIBLE and CASTELL COLORED 


COPYING PENCILS. Their bigger profit margin more than makes up for 


reduced volume. 
TOWER: Hmm... you’ve got something there. 


NILMERG: Simple arithmetic, Mr. Tower. Besides, there’s a réady market 
for quality pencils today, especially when they are backed by the House 
of A. W. Faber. 


TOWER: Tell me, small fry, what makes you so smart? 


NILMERG: Oh I get around and see what other alert Dealers are doing. 
TOWER: Miss Thompson, get me Bittman of A. W. Faber on the tele- 


phone right away. 





CASTECC Spuddldble 


“ CASTELL <orvine 


PENCILS 
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The Highest 
Expression of 
Good Taste and 
Fine Workmanship 





There are nine styles of 






PERMANENT ~~ 
SHOWROOMS \ contemporary modern 









Etinntie tables of which the three il- 


Furniture Hart a + Uetiaehizte melas typical. Avail- 
CHICAGO _ 









role) (-M la Me Vesl-Jaleels Mn Ae] Lal th a 





Western se f 
Herchandise Mart | ) es k and Castle Oak. 


SAN FRANCISCO 













Furnitu re 


Manufacturers Blog. 
JAMESTOWN, N. Y. 














Fourth Chrenue Our PRroDucTiON ‘now permits 
” PITTSBURGH us to take on a limited number of new 
accounts. Write our Pittsburgh sales 
office for prints and: prices. 





429 FourtH AVENUE | 


— 


PITTSBURGH 19, PA. 
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ONCE AGAIN YOU CAN SELL GUNLOCKE 
CHAIRS WITH METAL SWIVEL MECHANISM 


The W. H. Gunlocke Chair Company announces its return 
to the use of metal swivel mechanisms on all but one* 
Gunlocke revolving chairs. 

Official announcement had been withheld. But the 
company now feels reasonably sure of a continuing supply 
of the metal mechanisms. 

A word of caution, however-material and labor short- 
ages still make it impossible to step up the production of 
chairs to satisfy all demands. Gunlocke hopes that the 
time is not far off when volume may be increased, and 
every effort is being bent toward that goal. 

Until that day you may have every confidence that the 
makers of Gunlocke chairs are as usual doing everything 
in their power to cooperate with you—by delivering as 


many chairs as conditions will permit. 


*For the time being, the all wood clerical posture 





chair continues with wood mechanism. 


WAYLAND, NEW YORK 


. H. GUNLOCKE CHAIR COMPANY 
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Bassick ‘Diamond-Arrow’”’ office chair casters with 
their famous, patented “‘full-floating’’ ball race construc- 
tion — are the standard of quality in the industry. Com- 
bining maximum ease in swiveling with economy, they 
have for years been the largest-selling quality casters. 

YES deliveries are slow, but we hope that conditions 
will soon change so we can ship your orders promptly. 
Bassick, world’s largest manufacturer of casters, also 
makes the complete line of floor protection equipment: 


cushion glides, NoMar rests, NoMar cups. The dealer 
who sells the Bassick line is in the best position to 
secure present as well as future business. THE BASSICK 
COMPANY, Bridgeport 2, Conn., Division of Stewart- 
Warner Corp., Chicago, Ill. Ix Canada: Stewart-Warner- 


Alemite Corporation of Canada, Ltd., Belleville, Ont. 
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For Our Country 
> i 











* GOLD STARS « 


in the Industry’s Service Flag 











Major Kenneth John McCarthy, son of Mrs. Mar- 
garet M. McCarthy, of 2258 University Avenue, Bronx, 
New York, N. Y., and the late Albert G. McCarthy, 
was killed on April 20 in a plane crash in Italy, where 
he was assigned under the Office of the Adjutant 
General. 

Twenty-eight years old, Major McCarthy was a grad- 
uate of Fordham University and the Harvard School 
of Business Administration. He was with the Inter- 
national Business Machines Corporation before induc- 
tion into the Army as a private in January, 1941. 
Surviving, in addition to his mother, are his wife. the 
former Miss Rita McGillicuddy, Brighton, Mass.; two 
sons, Kenneth John Jr., and Steven McCarthy; four 
brothers and four sisters. 


77 

Pvt. Edward L. Duncan of the 38th Division, 15lst 
Infantry, son of Mr. and Mrs. John H. Duncan, New- 
ark, Ohio, was killed at Caballo, in the Philippines, on 
March 27. A native of Columbus, Ohio, where he ait- 
tended grade school and North high school, Pvt. Dun- 
can enlisted in service as a paratrooper on Nov. 5, 
1942. He trained at Camp Blanding, Fla., and Camp 
Mackall, N. C. Later transferred to the infantry, he 
went overseas in January, 1944. The 20-year-old in- 
fantryman served his country in the Hawaiian Islands, 
New Guinea and the Philippines. Besides his parents, 
Pvt. Duncan is survived by a sister, Mabel Virginia, at 
home. His father, secretary of the Ohio Stationers 
Club, is associated with the Advocate Store at Newark, 
Ohio, as manager. 

9 
O. F. BLACK HEADS REMINGTON RAND UNIT 


New superintendent of maintenance of the tabulat- 
ing machines division of Remington Rand, Inc., is 
Orrin F. Black. He succeeds the late David H. Law. 

Mr. Black, after graduating from Wheatley, Ky., high 
school, studied for three years at Georgetown College 
before entering the U. S. Naval Academy. There he 
played varsity football and graduated in 1931 in the 
upper third of his class. He served 12 years as an 
officer in the U. S. Navy, leaving the service in 1943 
with the rank of lieutenant, senior grade. 

Taking a civilian job training workers at the Todd- 
Johnson dry dock at New Orleans, Mr. Black organized 
a training center and developed a program of educa- 
tion. In two years he supervised the training of more 
than 3,000 persons.—CG. 

! en 
BUILDING BOUGHT BY HOELSCHER’S, INC. 

Hoelscher’s, Inc., office supply dealers, have pur- 
chased the six-story Eisele building at 210 Franklin 
Street, Buffalo, N. Y. The office supply company, which 
recently changed its name from Hoelscher’s Station- 
ery Company, has occupied the building since 1936. 
—GT 
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L is now 129 years since the foundation of The F. H. Lawson 
Company. Backed by four generations of serving the American 
dealer and the American public, we await only the return of 
normal times to resume the output of Lawson stationers’ 
products which have for so many years maintained their 


leadership of this field. 


THE F. H. LAWSON CO. - - - CINCINNATI 4, OHIO 












WASTE BASKETS ° UTILITY BECERTACLUSS ° 
SANDURNS . CUSPIDORS ° DESK FILES 
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WHILE WAR 


IS STILL 


AMERICA’S BUSINESS 


H | G H p ©) | N : BENDING & CHAIR CO. 


While the successful prosecution of war on all 
the far flung fronts is still our major business, we 
on the home front continue to operate as best we 
can with what is left after war needs are fully 
satisfied. For manufacturers this sometimes 
means the use of material which in normal times 
would not be used, and the employment of any 
available labor. 

We at HIGH POINT Chair are concentrating 
our years of experience and “know how” in using 
available materials and labor to the best possible 
advantage—making the most of what war leaves 


us to work with. 


So, while war is still America’s business and war 
continues its excessive demands, we will supply 
you with the best chairs we can make under these 
handicaps and in such quantities as conditions 
permit. In this situation your understanding is 


very helpful. 


SILER CITY, NORTH CAROLINA 
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Victor Sectional 
The Build-up 
Visible Equipment 





VA 


Better Methods Build Prestige For You 














Showing your customers 
Suggest Victor Sectional Visible, Compare — F 
Victor Sectional demonstrating its many Victor Lain aa 
for These Records time-saving features, case: Sarures 
: . oa "Easy-shift" pockets — new rec- 
Payroll builds presnge for Tr ords quickly inserted at any 
, ) for your company — and point. 
a, pays handsomely in imme- oe — — slides are 
ales . : removed for posting. 

Stock diate profits, In repeat Only 19 inches deep — leaves 
adlicntt business. work space in front when used 
roauctTion ° ° ° 
Ledger If you pes not selling Vic- madame ae anes are 
vet ee © tor Sectional, write for above slide sides; easy to post 

erent our display offer side columns of form. 

Real Estate Py r Practical signaling — time for 
action, out-of-line conditions, 
Budget ’ On the Executive's Desk Vic- age of accounts etc. flagged for 
Security Holdings tor Sectional Visible becomes prompt attention. Signals are 
Insurance : Fact-Bank from —_ to easily set, moved or removed, 
° raw accurate information cannot tip, fall out or engage 

Public Health for prompt, correct decisions. other records. 
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THE VICTOR SAFE & EQUIPMENT CO., INC. 
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CLEANSING 
| CREAM 





EXTRA PROFITS for the TRADE 


DEALERS . . . put Copyinx Cleansing Cream on 
your counter foday. Enjoy Plus Profits and capture 
customer good will. This outstanding Copybrite Prod- 
uct removes Hectograph ink stains without injury to 
the skin, leaving the hands clean. 

Write for FREE SAMPLE and complete details. 





y 


ONE SOURCE OF SUPPLY UNDER ONE BRAND NAME 





\.. 





Copyinx Cleansing 
Cream 


ses 
GELATIN SUPPLIES 


Gelatin Rolls 
(White or Amber) 
(Fibre or Cloth) 

Gelatin Films 

Hecto Ribbons 

Hecto Carbon 

Copyinx Cleansing 
Cream 

Original Master Paper 

Fastbrite (Coated) 
Copy Paper 

Recordrun Papers 
(Maximum Run) 


RECORD CARBONS 
& RIBBONS 
Typewriter Carbons 
Pencil Carbons 
Inked Ribbons 


see 
STENCIL SUPPLIES 


Stencils . . . Blue 
White .. . Yellow 
Heavy or Light Coated 
Stencilrite Sheets 

(Film Stencils) 
Stencil Typing Plates 
Stencil Ink 
Correction Fluid 
Stencilrun Papers (for 
Reproducing Copies) 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO6, ILL. 


‘Do It Right with Copybrite” 
Send for FREE SAMPLE today! 


Please send me sample of Copyinx Cleansing Cream and 
literature. 


NAME 
ADDRESS 


Writing Plates 

Styli 

Lettering Guides 
Shading Screens 
Copyscopes 

Stencil File Folders 
Type & Platen Cleaner 


FLUID DUPLICATOR 
DIRECT PROCESS 
SUPPLIES 


Alco Carbons 

Alco Units 

Alco Ribbons 

Alco Fluid 

Alco Original Papers 
Alco Run Papers 


TAX FACTS 


By FRED MERISH 
° 


UR INCOME TAX LAWS have been under fire for 

some time and numerous substitutes have been 
proposed, among them incentive taxation. Office ap- 
pliance dealers have asked us about its formula, so we 
offer a summary of the subject. 

Incentivists contend that the taxing procedure 
should be reversed and that we should tax idle money 
and living standards, sometimes called the spending 
tax. In other words, business and employment are 
kept at “tops” by keeping money moving, the spending 
taxers maintaining that it isn’t the amount of money 
available but the turnover of money that makes pros- 
perity. Those who invest so others can get work and 
spend should pay less tax than those who keep their 
money in a vault, say these theorists. The taxpayer 
who spends on himself, under this plan, pays accord- 
ing to his spendings—the better his living standard, 
the higher the tax. Corporations and individuals with 
an average bank balance exceeding $300 must pay two 
per cent tax for each turnover less than eight. This is 
supposed to keep money moving. The taxpayer really 
levies his own tax under this plan. If he invests less 
or lives better than his neighbor, he pays more tax. 


A Plan to Keep Money Moving 


The mechanics of this system provide for exemp- 
tions and would abandon all forms of taxation except 
on gifts and inheritances, including corporate taxation. 
Incentivists claim that under this plan corporations 
must keep their money moving, that it eventually 
will find its way to the individual taxpayers who pay 
the toll. They further urge an artificial fixing of 
price levels followed by currency adjustments to hold 
available money at a ratio that will maintain a favor- 
able status quo, something which is easier said than 
done. 

No one knows enough about economic movement 
to fix a price level. There are no authentic figures 
of all factors involved and no agency to compile or 
co-ordinate them. Moreover, were such figures com- 
piled, it would take so long to do the job that they 
would be too old to be of use when determined. Then 
too, who is to analyze the figures in order to fix price 
levels. Would political considerations be eliminated? 
Hardly—unless human nature undergoes a change. 
Controversy would be endless. 


Figures Are Too Contradictory 


Every dealer knows that contradictory figures are 
being given the public on almost every phase of our 
economy today, mystifying contradictions that spring, 
not from deliberate dishonesty, but from different in- 
terpretations and groupings of the figures used. In 
many cases, the divergent statements are based upon 
the same figures from the same sources but opinions 
differ as to their meanings and application. It is just 
another version of “Figures don’t lie but liars some- 
times figure.” A controlled price level is included 
in the incentivist plan because the rapid turnover 
of money would send prices soaring, make the cost 
of living high (also the spending tax to be paid) and 
more than likely would create a lower standard of 
living than exists under the present taxing system, 
even if the rates are kept high. 

We doubt if any taxing formula or economic philo- 
sophy will underwrite perpetual sunshine. The wise 
businessman conditions himself to take the chaff with 
the wheat and stores up enough in the years of fat 
to tide him over the lean, all the while keeping track 


of costs for economies and using his head to promote. 


sales to the utmost. 
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GHAW-WALKER 





“Built Like a 
Sk 





fic* Whether it is a filing cabinet, a desk or some other office necessity, if if is one of the 8,000 made by 


Shaw-Walker it embodies exclusive operating features that will save extra hours for your office workers. 





“Built Like a 
&@ Skyscraper” 


W HEN steel becomes available 
for civilians, our first production 
will go to Shaw-Walker exclu- 
sive dealers. 


After satisfying all require- 
ments of established exclusive 
dealers, any surplus will go to 
other dealers who have applied 
for the Shaw-Walker exclusive 
franchise. 


The Shaw-Walker 8,000-item 
franchise is the trade’s most 
valuable. It’s worth waiting for. 


(Two finishes — Olive Green and Silvertone) 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITUR! N 





MEASURE YOUR DESK 


IF IT’S MORE THAN 


2? Q) inches 


IT’S TOO HIGH! 








RE AND FILING EQUIPMENT IN THE WORLD = 











Shaw-Walker War Files, 
Filing Systems and Supplies 








NEW TIME-SAVING 
PAYROLL SYSTEM 


Saves considerable clerical time. 
All records in one operation. 


5 





TIME-SAVING 
FILING SYSTEMS 
FOR ALL RECORDS 


Seven kinds of time-saving 
systems for letter and legal 
size records. 


Two for card sizes. 














ICTURED are some of 

the hundreds of time- 
savers, space-savers, and 
other aids to management 
now available from Shaw- 
Walker representatives.— 
All are in the War Edition 
OFFICE GUIDE. 


TIME-SAVING AND 
SPACE-SAVING CARDS 


Shaw-Walker cards built to 
precision thinness save as much 
as one drawer for every 4,000 
cards used. Because precision 
cards are absolutely uniform in 
size, like playing cards, refer- 
ence time is saved. 


SPACE-SAVING FILE FOLDERS 


212 stock folders NorthKraft and 
manila. Thirteen price brackets. 
Made with reinforced space-saving 


edge, or single top. 








WAR FILES 


Made of Plastic and Wood 
Letter and Legal Sizes 
Insertable Trays for —_- 











OTHER TIME-SAVERS AND SPACE-SAVERS 


Shaw-Walker products which are helping to increase office pro- 
duction and conserve filing cabinet space are pictured, described 
and priced in the OFFICE GUIDE, War Edition. You can speed 


your selection of your office needs by using the OFFICE GUIDE. 





SHAW-WALKER FACTORIES AND 
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. “Built Like a 
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FOUNT-O-INK 


INSTANT ACTION 





For dealers’ profits, prestige and progress; 





the famous Fount-O-Ink Instant Action 
Writing Sets are available. They open 
your doors to new business and build up 


volume through customer satisfaction. 


Fount-O-Ink is a full line. Utility models 
for large installations. Executive models, 
gift models, double and single sets with 
style and beauty. Writing Sets that par- 


ticular people are proud to own. 


ELIMINATE POINT REPLACEMENT 


PROBLEMS. Sell Fount-O-Ink writing 
sets with 14 K Solid Gold Points, for 
long years of writing service. 


GREGORY 
FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 
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| YOU BET! 
WE ARE PROUD OF THOSE 50 YEARS OF 
MAKING CARBON PAPERS AND TYPE- 
WRITER RIBBONS WE HAVE SOLD YOU. 

| ENUFF SAID! 
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AMERICAN ACE" 


ys | 


Three carbon paper names that are making dealers’ 


"DREAM" 


sales soar! All three grades feature the elimination of 
curl, smear and treeing, due to the advanced formulation 
processes developed by our laboratories. 


If you are a sales-conscious dealer learn more about 
"U. S."" Carbon Papers. Just write on your business letter- 
head for free samples and prices . . . prices that allow 
a dealer to make real profits. 


FLAT @IRON 


PROCESSED 


CARBON PAPER 


le 





MAEUPACTURED BY 


B. S. TYPEWRITER RIBBON MFG. CB. 


PHILADELPHIA 











That new curl-proof carbon paper sensation, Flat Iron 
by name, has certainly made a hit . . . and no wonder 
. it's a permanently flat sheet that wears [ike iron! 


Flat Iron is an item you will take pride in selling, Mr. 
Dealer, and one that will show real profits! Just clip this 
advertisement to your letterhead and we will send free 
samples and prices. No obligation, of course. 


>, AY : te 


0. S. Typewriter i Ribbon Mfg. Co. 


Filbert at Tenth St. - dy Philadelphia, Pa. 


Established 1895 





110 





Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Post-war business should be good, according to sev- 
eral local typewriter and adding machine men inter- 
viewed this month. Those who have been around the 
country a bit state that optimism prevails everywhere. 
This was quite emphatically brought out by Gordon 
Miller of the Southern California Adding Machine 
Company, Los Angeles, who has been as far east as 
New York. 

*” *x * 

Gus R. Trefzger, proprietor of the Crown Typewriter 
Company, Pasadena, has received a letter from his son, 
Staff Sgt. Robert Trefzger who states that he still is 
in Germany and may remain there with the army of 
occupation, go to the Pacific or be returned to the 
good old U. S. A. 

Readers may recall that in these notes quite recently 
mention was made of the fact that Robert Trefzger 
and his companion and chum, Robert M. Simonds, had 
been fortunate enough to go overseas together after 
having graduated at the same time, although from 
different schools. The Simonds boy was reported lost 
in action January 21 over Germany and was assumed 
to be dead. However, a letter dated April 26, has been 
received by the parents in Pasadena stating that 
Robert is alive and in England, having been released 
from a German prison camp. 

Another son of Gus R. Trefzger, Gus E., is now in 
boot camp at San Diego, having been sworn into 
service March 9 and called April 28. 

Mr. Trefzger reports that the great amount of service 
work on typewriters at his place of business keeps 
everyone busy. 

* * * 

Watkin H. Starr, who represented the Stationers 
Loose Leaf Company of Milwaukee, died recently 
at his home in Inglewood while at work in his garden. 
Mr. Starr is survived by his wife. 

* +. * 

R. A. Thomas, general manager of the Grimes- 
Stassforth Stationery Company, was elected president 
of the Stationers’ Association of Southern California 
at the annual election held April 17. Other officers 
elected are as follows: vice-president, R. E. Shepherd 
of Schwabacher-Frey Company; director to fill a va- 


| cancy, Russell Davis of Alhambra. Blake Lockard is 
| secretary and manager. 


* * * 


The Golden State Travelers’ Club held its regular 
monthly meeting April 27 and again May 25. A new 
member in the club is Glenn I. Moller of the Scripto 
Manufacturing Company. 

OK + * 

George Morgan of the Oxford Filing Supply Com- 
pany recently received a letter from H. C. Lyles, for- 
merly with the Bates Manufacturing Company and 
now in service in Germany. His regiment has been 
given a Presidential Unit Citation indicated by an 
emblem, the only emblem worn on the right side. 
This regiment was in the St. Lo break-through after 
landing in Normandy and was in the thick of the 
shellfire. It followed through to the Rhine and be- 
yond. Mr. Lyles was twice wounded but has returned 
to his unit. 

~ * * 

Ebenezer Wallace of the Southern California Sta- 
tioners reports that Frederick J. Wallace, staff ser- 
geant, is now home on a furlough from Camp Roberts, 
where he has been an instructor since August. 
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BOONS TO THE BRAINS OF A NATION 





R. C. Allen No. 1055 
Ace Statement Machine 


LIKE ALL R. C. ALLEN BUSINESS MACHINES, the “Ace” Statement Machine is exceptional 
in looks and performance. It incorporates every factor for safe and accurate operation, plus such 
Allen specialties as visible dials, automatic clear signal and fast keyboard. ‘he ‘Ace’ can be used for 


statements, bookkeeping, adding and statistical work . . . available on priority. 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 
678 FRONT AVE.,N.W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 


When final victory releases capacities now devoted to war production, Allen's entire resources will resume the manufacture of 10-Key Calculators, Portable 
and Standard Adding Machines, Bookkeeping Machines, Cash Registers, Statement Machines and All-Purpose Office Machines, electric or hand operated 




















Financially Strong, Leading, Old-Established 


SALES COMPANY 





Specializing in office machines 
and equipment, having a very 
efficient organization throughout 
Switzerland and good connec- 
tions in other European coun- 
tries, seeks general agencies on 
firm account basis for complete 
line of typewriters, adding ma- 
chines, accounting machines 
and billing machines. Helated 
articles also would be consid- 
ered. References and bank guar- 
antees available. 


Interesting propositions from 
manufacturers will be handled 
personally in U.S.A. by manager 
of concern. Please address de- 
tailed offers (in duplicate) as 
soon as possible to Box F-79 in 
care of OFFICE APPLIANCES, 
Chicago 6, one copy being ac- 
companied by detailed prospec- 


tuses. = 
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Ebenezer Jr., is now overseas and was promoted to 
the rank of corporal very recently. 

Vernon Vallet, former sales manager, now a lieu- 
tenant in the Navy, made a surprise visit to the store 
a few days before V-E Day. He had just returned 
from Australia and is now awaiting further orders. 

* * * 

The Southern California Adding Machine Company, 
Los Angeles, has completed a very thorough remodel- 
ing job. 

Gordon Miller of this company has returned from a 
business trip back East. He was gone four weeks and 
says he talked with dealers about post-war prospects 
and got very encouraging reports. Dealers whom he 
visited are short on merchandise, he says, but the out- 
look for export business after the war is exceptionally 
bright. A big export business in used machines after 
the war seems very probable. It was pointed out that 
foreign markets are always good for used machines. 
Prices will remain good. There is every reason to 
believe that rentals will remain good after the war 
has ended, Mr. Miller states. 

While in the East, Mr. Miller spent two days with 
W. E. Bret, president of International Office Appliances 
in New York. This company has one of the largest 
stocks in the country. Mr. Bret feels especially opti- 
mistic about the future. Office machines, Mr. Miller 
states, always play a large part in the reconstruction 
of any country. 

There is still a very keen demand for skilled adding 
machine and typewriter mechanics. This should be a 
good field for returned veterans, that is, for those 
with natural mechanical bent who are well trained in 
shop work. 

* ~ * 

D. C. Walker of Remington Rand, Inc., Los Angeles, 
reports that his son, Gordon, although himself a 
bombadier, recently took the gunner’s place and 
knocked down a Jap plane over Tokyo. Young Mr. 
Walker is a lieutenant serving on a B-29. 

Referring to business, Mr. Walker says that the last 
four months have been the best in history. 

* x * 

A. J. Salisbury of the Underwood Corporation, who 
has been serving in the Navy for two years after hav- 
ing had several months of training, has received an 
honorable discharge and has resumed his old job as 
accounting machine salesman. Mr. Salisbury put in 
eight months on a 136-foot submarine chaser and saw 
real anti-submarine warfare. He formerly was branch 
manager at Boise, Idaho. 

* * * 

The Victor Adding Machine Company has moved 
from its former headquarters in the Chamber of Com- 
merce Building to a ground floor location, 720 South 
Flower Street, Los Angeles. The headquarters had 
been in the Chamber of Commerce Building for 18 
years, the major portion of that time on the ground 
floor but more recently on the second floor. The new 
place is very attractive, is nicely decorated, and is well 
lighted with fluorescent lighting. 

Kurt Vasen, manager, has recently returned from 
Chicago where he attended a conference on post-war 
plans. He found a general spirit of optimism at this 
conference. 

* * * 

Ed Byrne of the Royal Typewriter Company has 
just returned from service. He was a staff sergeant in 
the Marines and was stationed in Seattle. He was 


gone two years and is now back on the job as salesman. 
* * * 


Earle P. Hambly of the Aldine Printing Company 
reports that his son, Morris Hambly, now serving in 
the South Pacific, is acting as storekeeper in the Navy. 
This young man, now only 19 years old, has been 
gone since February, 1944. 

Mr. Hambly’s daughter, Earlene Hambly, was mar- 
ried April 11 to Howard Tornquist, an ensign in the 
naval aviation service now stationed at Corpus Christi, 
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Can’t blame a man for getting a little bit excited over 
nice forms—nice Boorum & Pease forms, we mean. 
(Please! Keep your eyes on the B & P forms.) They make the 
work of your customers so much easier because they’re 
so complete, and ruled and lined to fit the requirements of 
any business. 
Whether your customers want Ledger Forms, Columnar Forms, 
Commercial or Business Forms for Ring Books or Post Binders, 


you can depend on Boorum & Pease to keep you one s‘ep 
ahead of their needs. After all, we've been keeping American 


business a step ahead of its needs for over a Century! 
Consult our general catalog No. 41 and price list “J” for: 
complete listing of all forms or 


call your Boorum & Pease 
salesman today / 


Standard 








Product 


FOR EVERY RECORD—A WAY TO KEEP IT! 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST! * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 


OFFICE APPLIANCES, June, 1945 113 


















i 
A 
Hl 
i 
| 
} 
{ 
q 
| 
j 
| 




















— siete 
° 
oO 
her, ee 2.8 = 8 8 j 
oe a Fl Ul 
2 0 Sues ° . 
a 2 ee = 
fe] we : = , 
— ty : o 
eee - ae 3 : —- 
= Se eee 2 ang 
a eo 6. .c ® 2 . 8 ) 
7) n +> 4 _— pee : 
s o £ 2 Ss - $ & 
a o~ 9 o = e a 3 
: N 
ot + - E 
wn nm: °o.. ¢ ve e 
z oe 3 eee 4, % Zs < 
e] =o OR o ee 5 § 
| fe) ee g ea 2 2 o @® <q a. 
<x ~j c= = 3 ae = 8 
“ 65 oS :— Soe : 
pas ° 3 ao oS 3 
po ] = & o ® c oo . Se z : 
rs ao 2 - So Se c x 
- ~~ o Ss = 4” Wl 88: 
. : 2a wt » er 6 8 ; 
% one = 6° 6 6 BE ee ee * 5 : 
ae ee SS X Sc Li 
~~ 2 = a = : . 
es wi 5 
£ oO 
2 ue = 
3 
—E = + 
Re PE 
2 <@ me 
2 ‘ 
3 La 
= § > s 
= : 
x 33 <3 
0 6 £ ° = 
c — © nS FS mF . 
as .— ° + WwW > ae ick 
5 ( eee 3. ee Ss 
2 S er = : Be oui 
5s a : o = 
om c o > 1 2 
S : E 3 Y 23 
© ° > ry) 2 i ate 2 
= = c= oa <3 cine o 
<I oD “ ae oO : $ : g3 
” o («= - eres o St >< 
3 a o 3 
— ot + Ee os “ 
wn. & <22 o E ao > = 
my eer ee pe = Hee 
. . “a oe O mm 
°o > war peas eke ™ er” = 
So 5 : 
a “ = Re ee > , 
aay ee Se 
wn % c e o te, AE 2 3 } ond 
2 gee 4 = 5 S 8 <2 
a _ 
$3 %45 $24 3) 8 
: — . 
e eo. is s2° = 
QRz+t+t Os # 
a ++ 











945 





One of the thrills of a lifetime is the 
telegram that announces a long overdue 
furlough for a son or daughter in service. 
All those long, anxious months of waiting 
are forgotten . . . nothing matters but 
preparing a suitable welcome home. The 
things worth while are always worth wait- 
ing for... ask the parents of any return- 
ing service man. We'd like to furnish the 
trade with all the JACKSON DESKS 
they need and without loss of time. We 
know that our dealers and their cus- 
tomers are anxiously waiting for these 
essential office tools. So . . . we seek 
your sympathetic understanding of a 
difficult problem. 





Remember . . . when you do receive your 
JACKSON DESKS, you'll be proud of them. 
They too are definitely worth waiting for. 


JASPER OFFICE FURNITURE CO. 


JASPER, 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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S. R. Evans, 813 Bona Allen Bidg., Atianta 3, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
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(No. C-110V 


16" 2 305 
18° x30. 
4°20” x30" 


-Alarge capacity | 

- re-enforced | 

_ basket for gen- 
eral industrial 


2 and commercial 
use — built to 


| stand rough > 
"usage. 
Also mounted. 
on wheels. 


fe ‘ ae Colors: 
/ Brown and 
Olive Green 


SATISFACTION. — 


THE BASKET KNOWN TO A CONTINENT’ 


Distributed by 
BAINBRIDGE, KIMPTON & HAUPT, Inc. 
218 Greenwich St. New York 8, N. Y. 


Texas. The young bride and groom went through 
school together. 

The Aldine Printing Company is again enlarging 
the store and is moving the offices back to the former 
location. The present office space will be added to the 
store space. The office space in the new set-up will 
be thoroughly modernized. 

Nat Ettenberg is a new salesman on the Aldine 
force, joining the organization May 1. Mr. Ettenberg 
has recently been honorably discharged from military 
service. 

* > * 

The California Typewriter Exchange, headed by 
E. E. Thornton, has moved from 517 South Spring 
Street to 543 South Spring Street. The business had 
been at the former location for 20 years. The new loca- 
tion gives 80 feet of window display space, a marked 
advantage over the old location. 

Mr. Thornton recently spent some time up in the 
high Sierras fishing. He was accompanied by Hal 
Pettit, sales manager, and W. Fichtner, salesman. 
Going along also was Ferris Spencer of Office Appli- 
ances, Hollywood. 

* * * 

C. F. Sanders of the Western Typewriter Company, 
Huntington Park, reports that business in his store 
is very good. Mr. Sanders formerly conducted another 
store in downtown Los Angeles on Spring Street. 

* * * 

J. A. Freeman of the Freeman Typewriter Company, | 
Pasadena and Alhambra, makes the statement that 
business is getting better every day. 

Tony Braun, formerly connected with the service 
department of this company, who has served both in 
the Pacific and European theaters of war but who 
was recently honorably discharged from the Navy, is 
now taking a two months’ vacation, but he hopes to | 
be back with the company later. Mr. Braun has been 
in the typewriter business for about 15 years and has 
spent about seven years of that period in Southern 
California. Prior to moving to Southern California 
he was with Remington Rand, Inc., in the midwest. 

” *~ * 

Robert L. Parker of the Robert L. Parker Company, 
Los Angeles, reports that Abner L. Hull has returned 
to the employ of his company after having been gone 
for some years. He will take care of outside service 
work besides doing some selling. Mr. Hull was with 
the company for three years in the early thirties, but 
later went into the duplicating machine business in 
San Francisco. 

The Robert L. Parker Company is the distributor 
for Rex-o-graph fluid duplicating machines for south- 
ern California and Arizona. Mr. Parker reports that 
business is excellent whenever he has machines to sell. 

oe * ~ 

David A. Hendler, who was associated with Security 
Furniture Exchange of Los Angeles for the past ten 
years in capacity of manager, is now managing his 
own business in office furniture at 3835 Wilshire Boule- 
vard in Los Angeles. At the present time he is operat- 
ing as an office planning counselor and has a large 
following of nationally-known firms. He is looking for 
products of merit for distribution and would like to 
contact interested parties. 


- ome eC { 

ADDRESSOGRAPH-MULTIGRAPH NAMES AGENTS 

Addressograph-Multigraph Corporation, Cleveland, 
Ohio, announces several sales appointments. 

J. C. Rosler, Sr., of Philadelphia, Pa., a veteran of 34 
years in the Multigraph field, has been appointed in 
charge of the newly-established agency in Reading, © 
Pa. E. R. Glassman of Houston, Tex., is named agent 
for the Nashville, Tenn., agency to succeed Paul Hoh- | 
man, who is returning to the company’s Washington } 
agency. A third appointment is that of Henry C. 
Lemmon as supervisor of the El Paso, Tex., agency. | 
He was formerly head of the customer service division | 
of the company’s Cleveland agency. 
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Master-Craft has achieved national recognition as a line 


of quality Loose-Leaf products. 


At present, overloaded production facilities prevent the 
appointment of additional dealers. In the post-war era, 
however, an expansion program is contemplated which 
will permit the establishment of exclusive dealers in 
many good territories. 


The MASTER-CRAFT post-war line may be available in 
your territory and if available, you will find it contains 
many features that will increase your loose-leaf sales. 
This line merits your earnest consideration in your post- 
war program. 


Corporation, Kalamazoo, Michigan 


Division of the Shaw-Walker Co. 








KOPI-SPOT 
Pay Roll Checks 
and Forms 




















The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 
allotment to cover the basic requirements of all 


dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 











FIBRE BOARD FILES 


PRONT 
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Office Furniture After V-E Day? 


Now that the European War 
is over, the outlook brightens 
for an increased out-put of 
office furniture. There will 
be no sudden mushrooming 
of production—it will be a 
gradual step-up that will 
hardly be perceptible at first, 
but will eventually gain mo- 
mentum as the Japanese 


War progresses. 


W PB is cancelling Limita- 
tion Orders which are no 
longer necessary, but the 
Furniture Order L-260a will 
remain in effect until the 
supply of lumber increases. 
However, this Order means 
little at the present time, 
since various handicaps pre- 
vent office furniture manu- 
facturers from _ producing 
their permitted quota. Be- 
fore the volume equals the 


quotas, general conditions 





should improve enough to 
permit the revocation of 
-260a. 


A more important factor 
than the cancellation of Or- 
ders, will be the release of 
manpower from War plants. 
Cut-backs in Army and 
Navy contracts are already 
releasing men, but in most 
sections of the Country this 
manpower is being absorbed 
by other War plants in the 
locality. However, the de- 
creased Military demand 
eventually will result in the 
release of manpower which 
will become available to our 
manufacturers. In some 
parts of the Country, manu- 
facturers may benefit in the 


very near future—in other 





sections, it may be several 
months before additional 


help can be obtained. 





Along with increased pro- 
duction will come improve- 
ments in quality. Many of 
our most skilled workmen 
are either in the Army or in 
War plants and their return 
will result in better crafts- 
manship and better quality. 
Better finishes, hardware, 
upholstery, etc. will also be 
possible when it is no longer 
necessary to use the present 
War-time substitutes. 


Our Industry will continue 
turning out the best product 
possible during war time, 
but we are all anxiously 
awaiting the time when we 
will be able to give you a 
product that needs no apol- 


ogies. 


Secretary 











OFFICE FURNITURE 


INSTITUTE 





American Security Building 











WASHINGTON 5, D. C. 
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QUICK DELIVERY 
ON 
VISIBLE BOOKS 


Our inventory of Visible Book 
Equipment is now complete—and 
we can make immediate delivery. 
It includes Automatic Shift and 
Non-Shift Books in several grades. 
sizes and capacities. Also a full 
range of stock forms. No other 
line offers such a wide assortment 
to choose from. 





The demand for Visible Record 
Books is definitely on the up-grade. 
They have proven their value in 
war industries—for Inventory and 
Stock Control, Cost and Produc- 
tion, Sales and Distribution, Per- 
sonnel, Pay Roll, ete. 











Dealers handling the Cesco line 
of Visible Equipment have a dis- 
tinct advantage—they can furnish 
equipment suitable for most every 
requirement—from the small mer- 
chant to the largest business organ- 
ization. 


AGENCIES AVAILABLE 


Established dealers are invited to cor- 
respond with us—perhaps your territory 
may be available. We also market an 
up-to-date line of standard Loose Leaf 
numbers. 





The C.E. SHEPPARD CO.. 


44-Ol 21%! Street,- LONG ISLAND CITY, N.Y. 


———— | 


THE ATTRACTIVE NEW 
BUSINESS HOME OF 
AMBOY STATIONERS, 
INC. — Off to a flying 
start is this pleasingly- 
arranged stationery and 
office equipment store at 
169 Market St., Perth 
Amboy, N.J. The unique 
Easter window (below) 
leaves little to be de- 
sired in effective display 
techniques. Office furni- 
ture lines will be added 
in the near future. 


BEN WACHTEL WITH PARKER’S FOR 25 YEARS 


Ben Wachtel, covering the Philadelphia area, is 
completing his 25th year with Parker Pen Company, 
Janesville, Wis., and receiving the congratulations of 
his friends for reaching the quarter-century milestone 
in a career marked by more than two and a-half mil- 
lion dollars in sales. He was one of the first in the 
Parker sales organization to reach the Million Dollar 
Club in 1935. 

Starting with the Parker Pen Company in 1920, 
salesman Wachtel then gave up his carbon paper busi- 
ness in Boston, Mass. He received his sales training 
under William Pilcher, then eastern sales manager. A 
member and past president of the Penn-Mar-Va Trav- 
elers club, Mr. Wachtel is a field member of the Na- 
tional Stationers Association and past vice-president of 
the Philadelphia Stationers Association. 

ate ee ee 


H. B. ALLEN ACQUIRES J. F. HUNT COMPANY 


The J. F. Hunt Company, Rochester, N.Y., has been 
acquired by H. B. Allen, well known in Rochester ad- 
vertising circles for the production of creative die-cut 
displays. Mr. Allen, who will serve the company as its 
president, also owns and operates the Alco Manufac- 
turing Company of Rochester. 

The J. F. Hunt Company has operated in the filing 
specialty field for more than 50 years. The Alco Manu- 
facturing Company has been manufacturing and sell- 
ing a line of box files and kindred paper specialties to 
a select clientele of dealers for several years. 

With the facilities of both companies combined, Mr. 
Allen has plans to make the J. F. Hunt Company a 
more important factor in filing supplies. 

—_———_—= oe 


L. I. KRILOFF WINS HONORS FOR LETTER 


L. I. Kriloff of Kril-Office Products, Chicago, a man 
who has always been keenly interested in the develop- 
ment and improvement of letter writing, won honor- 
able mention for his entry in the Dartnell Corpora- 
tion, Chicago, Gold Medal Award contest for 1946. 
Out of the several thousand letters submitted in the 
contest, 20 were awarded gold medals and 80 were 
given honorable mention. The letters selected for 
honorable mention will be reproduced from time to 
time in the Dartnell Better Letter Service. 
June, 1945 
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WHEN YOU SELL 


YOU SELL THE BEST... 
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|... AND WHEN YOU SELL SPEED’S 
“GUARANTEED, ROUND-WIRE 
| STAPLES TO GO WITH THEM, YOU 
ARE SELLING THE WORLD'S SU- 
| PREME STAPLING COMBINATION! 
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and executives who buy office appliances. 
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SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD + LONG ISLAND CITY 1° N.Y, 
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NEW ENGLAND 
FILING 
EQUIPMENT 
IN WOOD 
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FILING CABINETS 
2, 3, 4 and 5 drawers, Letter and Legal We are equipped to make special 
sizes @ with or without lock @ easy equipment of all types in wood 
sliding full drawer suspension @ olive from architects' drawings and spe- 
green or walnut finish. cifications. 
Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 


years and years. We use the same fine cabinet mak- 


rreiusuf tri) & Ei oc 
astefelalainias 


Uo oy OF 0} 0 


ing standards for our present line of filing equipment. 
Write for our catalog. 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET . NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINET‘ 


Full suspension drawer action. 28D x52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively. 





BUY MORE AND MORE BONDS 
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...of course...but we're still on the job! 


Oftentimes as we’ve looked at the obstacles looming before us in the manufacture of 
MYRTLE DESKS, the hurdles have seemed insurmountable. Yet . . . weve never 


stopped trying to solve our problems and yours. While we haven’t served our trade 


as we would have liked, nevertheless we’ve done a commendable job of making and 
delivering MYRTLE DESKS. As soon as difficulties diminish we'll make every effort 


to satisfy your needs. 





MYRTLE DESK COMPANY 


member WOOD office 


HIGH POINT 


furniture institute 


NORTH CAROLINA 
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Popular Choice of Business 
NEW INDIANA CHAIR CO. 
Bank of England 


The demand of business for these chairs more than for 
any other single design, caused us to concentrate our 
manufacture on them while present conditions prevail. 
This policy aids in maintaining production, thus serving 
as many dealers having necessary priority, as possible. 

All steel swivels now supplied on all pedestal chairs 
are built according to pre-war standards. Orders of all 
steel swivels to replace wood at point of use are having 
attention in order of receipt; however, our source of sup- 
ply is still largely engaged in war work and our deliveries 
are limited. PRIORITY is still essential; please indicate all 
applicable to your order. 


NEW INDIANA CHAIR CO. 


JASPER, INDIANA 
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NOTES FROM THE MARITIME PROVINCES 


William McNulty, Correspondent 

The Nova Scotian branch of Underwood Eliott 
Fisher, Ltd., has been moved from 165 Hollis Street, 
Halifax, N. S., to 147 Hollis Street in order to secure 
more room for display, servicing and storage. Gordon 
M. Sanborn is branch manager of the new location in 
the heart of the office section of Halifax. In addition 
to the maintenance and repairing, provision is made 
for factory rebuilding. 

co * * 

The Canadian Importers, Ltd., Amherst, N. S., have 
become sales and service representatives for Swift 
adding machines in the maritime provinces. Booklets 
are being distributed to potential customers. A special 
price is offered to co-operative retailing and produc- 
tion units and bans, the latter known as credit unions. 

* * * 

Frank M. O’Neill of Halifax, N. S., a veteran office 
supply dealer, was elected first vice-president of the 
Halifax division of the League of Nations Society at 
the annual meeting. 





* * * 


Frank J. Alexander, Jr., of the office staff of J. & A. 
McMillan, St. John, N. B., became a daddy for the sec- 
ond time recently when his wife gave birth to a son, 
Robert Matthew. The bady’s grandfather is Frank 
J. A. Alexander, Sr., superintendent and acting man- 
ager of the McMillan firm. Lieutenant Robert Alex- 
ander, on leave of absence from McMillan’s, is an uncle. 


aici 
TELAUTOGRAPH ANNOUNCES APPOINTMENTS 


Among personnel changes announced by TelAuto- 
graph Corporation, New York, N. Y., is the appoint- 
ment of David H. Knight as Indianapolis branch man- 
ager. Previously, Mr. Knight served Moore Business 
Forms in the capacity of systems engineer. 

J. A. Fahey has been promoted to manager of the 
Atlanta branch of TelAutograph. For the past two 
years he functioned as service supervisor for the firm 
in the same territory. 

Alan E. Corbett, recently of the U. S. Army and 
formerly with Paramount Pictures, has joined the 
Philadelphia sales staff. P. B. Pedersen continues as 
branch manager of the office. 


— 
BOSTON STATIONERS HOLD GUEST NIGHT 


The Boston Stationers Group in meeting May 28 at 
the Hotel Vendome enjoyed as speaker Paul Burbank 
of the United Air Lines. His talk was airlined for 
instructive pleasure and was entitled, “The Age of 
Flight.” 








EFFECTIVE DISPLAY—This window display, of Victor Book 
Visible and Recordex, has attracted many customers to the 
sales counters of Ward's, Stationers, Boston, Mass. 
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FILING CABINETS 
DESKS 
TYPOSTIURE CHAIRS 
CARD CABINETS 
OFreaCE BORES 
Oft@ee UTILITIES 


port Steel Sales Corporation 


300 EAST 145TH STREET «© NEW YORK 51, N. Y. 




















e You can see your employees aren’t 
idle—yet their productive record 
shows hours of unaccountable work 
... time frittered away. Gold brick- 
ing? It’s doubtful because, too often, 
an outside agent controls their ability 
... for the worst. 


Forms—obsolete forms—may well 
be the culprit here. Forms that don’t 
do the job they should... don’t prop- 
erly furnish departmental co-ordina- 
tion, don’t give the hows and whens 
of business transactions—cause need- 
less and unnecessary work—hold up 
and slow down essential operations 


UNITED AUTOGRAPHIC 
Chicago, Cleveland, Oakland e« 
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throughout the entire organization. 

If you—like many busy executives 
— have always regarded forms as mere 
adjuncts to routine, Uarco may have 
something new to show you. For 
Uarco has made a science of creating 
better forms... prefabricating papers 
and carbons into forms that keep the 
flow of work moving smoothly, effi- 
ciently from purchasing to production. 

Half an hour spent with the Uarco 
representative in examining your pres- 
ent forms may result in a substantial 
saving of time and money for you. 
Call him—soon. 


REGISTER COMPANY 
Offices in All Principal Cities 





VS 
SINGLE SET 






1945 





CONTINUOUS-STRIP FORMS FOR 
FORMS HANDWRITTEN TYPEWRITTEN + BUSINESS MACHINE RECORDS 


BETTER BUSINESS FORMS ? 








Here’s one of Uarco’s many 
time-saving forms... the Mulfti- 
Linkt. It’s especially useful when 
forms must be typed continu- 
ously. Carbons are inter-leaved 
—papers aligned—no special 
equipment needed. Forms neat- 
ly stacked behind the type- 
writer feed the machine as 
the typist types. For added in- 
formation, write today. 
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BUILD 






on ACCOL 


© PAST performance has proved the supe- 
riority of ACCO Products. Acco’s outstand- 


a 


Se lll 


ing quality and service have consistently 
offered greater sales and profit opportunities 
and have helped many dealers to build large 


volume. 


e PRESENT demand for ACCO Prod- 
ucts is greater than ever in spite of 
the fact that so much Acco produc- 
tion goes for war needs. Customary 
Acco quality and economy is the mag- 
net that attracts Acco users. Turn- 
over, profits, business-building pres- 
tige mean more for you now and in 
the years ahead. 


e FUTURE requirements, uncur- 
tailed by wartime restrictions, will 
ACCO 


demand is 


be met with improved 
Piled up 


merely awaiting V-day to bring 


Products. 


you the full reward of good busi- 
ness based on the sound founda- 
tion of Acco leadership. 

¢e ALWAYS standardize on 
ACCO. 
Acco’s reputation, dealer policy 
and quality products. 


cco 


PRODUCTS. INC. 
39th Avenue and 24th Street 
LONG ISLAND CITY. N. Y. 


Start building now on 
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PAS S&P 


CARL M. FRIDEN 


Carl M. Fridén, 54, inventor, engineer, and founder 
of the Fridén Calculating Machine Company, Inc., San 
Leandro, Calif., died April 29 in an Oakland, Calif. 
hospital following a brief illness. 

Founding the company in 1933. Mr. Fridén served 
as its president until his death. He was born in Al- 
vesta, Sweden, and attended technical school at night 
while working days as an apprentice machinist. His 

























THE LATE CARL M. FRIDEN 


night school work won him a scholarship at the Stock- 
holm Institute of Technology, from which he gradu- 
ated with a degree in mechanical engineering. 

First employed as an engineer by the Swedish match 
trust, Mr. Fridén went to Australia, then came to the 
United States in 1917. In July of that year he joined 
the Marchant Calculating Machine Company, Oakland, 
Calif.. as a draftsman in the experimental depart- 
ment. He remained with that company as chief 
engineer until 1929, acted as a consulting engineer 
for the firm until 1932, and established his own con- 
cern in 1933. Expansion of the firm resulted in the 
purchase of the San Leandro site and construction of 
a new plant in 1936. 

During 1941, Mr. Fridén’s attention was concentrated 
on the development and production of war matériél 
for Army ordnance. The accomplishments and reputa- 
tion of the Fridén Company earned a large contract 
for aviation instruments that demanded utmost skill 
and precision manufacturing. 

A notification from the King of Sweden conferring 
the Vasa order of knighthood came at the funeral 
services in Oakland May 2 for the late inventor, in- 
dustrialist and president of the Fridén organization. 

Action of the King of Sweden closely followed the 
acceptance by the regents of the University of Cali- 
fornia of a chair in Scandinavian language and litera- 
ture, made possible through the aid of Carl M. Fridén 
and other outstanding devotees of the Scandinavian 
language. 

Fridén’s inventive genius was not confined to cal- 
culators. He collaborated at Instograph Company, 
after leaving Marchant, with Zook Sutton on an elec- 
tric razor and on a cost recorder. Also at Instograph, 
he worked with Howard Hanscom, now a Fridén 
engineer, in adopting part of the Instograph to a 
bank deposit box into which deposits could be dropped 
after hours and the actual time of the deposit 
recorded. Since 1921, he had patented a method for 
automobile free-wheeling, developed an automatic 
control for electric irons, and a pneumatic clutch and 
gear control which was never marketed. 

The late engineering genius had one quality which 
most inventors lack, according to Walter Bourne, now 
service manager for the Fridén Company and associ- 
ated with Carl Fridén since 1921. “He was a practical 
inventor; he had the knowledge, the experience, and 
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‘DON’T KNOCK! 


COME “RITE” IN! —— 


For BIGGER and BETTER | 
SALES and RESALES | 


The “‘RITE’’ DOORS! 


The “RITE’’ NUMBERS! 
THE “SKY” IS THE LIMIT TO OUR QUALITY. 


SKY-RITE IS NATIONALLY ADVERTISED 
40 MILLION READERS A MONTH 





AGENCY PAPER COMPANY 74 VARICK ST., NEW YORK 13, N. Y. 4 
FACTORIES: NEW YORK, CHICAGO DISTRIBUTORS COAST TO COAST —__ 








Ewer Alert 


The defense of the antelope is its keen 
sight and remarkable speed. It is ever on 
the alert, frequent attacks providing the 
lesson and incentive. Once the lesson was 
learned, herds provided their own protec- 
tion and increased. 


A sneak attack taught us that we, a 
peace-loving people, were not immune to 
war. It caused us to sidetrack everything 
for quick and adequate defense. With 
incredible speed the nation was turned 
into an immense armed war plant. We 
held off the enemy until we were ready to 
strike and then hurled him back with 
devastating blows. 


This stopped the manufacture of steel 
files. The day is fast approaching, how- 
ever, when we again can supply the needs 
of our many good friends in the office 
equipment industry. Then, as now, we 
shall be on the alert looking for means of 
providing constantly improving service in 
"Andy units of steel.” 


person-Hicxey Go. 


INC. 


GENEVA 
ILLINOIS 
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” 


the ability not only to design, but to make parts 
and dies, and assemble his own inventions.” 

For several years all the designing work on the 
Fridén calculator has been in the hands of a group 
of engineers who have grown up with the machine. 
In these men’s minds, Carl Fridén planted the seeds 
for several new products. His ideas are now growing 
under the care of Fridén research engineers, so that 
today the company stands on the threshold of an era 
during which these developments will flower. 


+ + 
JOSEPH BOYD BAYLIS 


Joseph Boyd Baylis, manager of the General Fire- 
proofing Company’s branch office at Hartford, Conn., 
since its opening in February, 1932, died suddenly in 
the Hartford hospital April 13 from a heart ailment. 

Mr. Baylis joined the GF organization at the Chicago 
office under the late A. C. Tobin in February, 1923. 
In 1930 he went to Washington as manager of the 
branch which was opened in that year. A year later he 
went to New York and was in charge of the national 
accounts division. In 1932, he became manager of 
the Hartford branch when it was opened and he re- 
mained at that same position until death. 

The decedent was born November 7, 1891, in Wil- 
mington, Del. During World War I he was a gunnery 
sergeant in the Marine Corps and for a short period 
was a prisoner of war in Germany. At the time of 
death he was president of the Connecticut State Golf 
Association and a member of the Wampanoag Club 
and the Hartford Club. 

In addition to his wife, Elynor N. Baylis, two sisters 
and a brother survive. 


t  b 


ROBERT WADE TAYLOR 


Death came April 20 to Robert Wade Taylor, 64, 
president of Office Supply Company, Johnson City, 
Tenn., since he established the organization in 1923. 
An illness of several months was fatal to Mr. Taylor 
at a Johnson City hospital. 

A native of Montgomery County, Va., the decedent 
was the son of pioneer settlers of Orange County, Va. 
Moving to Johnson City 26 years ago, he was asso- 
ciated with the Hunter Shoe Company until he estab- 
lished the Office Supply Company. 

An honorary member of the Johnson City Rotary 
Club, Mr. Taylor was active in civic affairs until his 
health failed several years ago. Surviving are the 
widow, Mrs. Sally Morel Taylor of 1101 Southwest 
Avenue, Johnson City. 


tb i 
CHARLES J. WINDSOR 


Charles J. Windsor, 71, 180 East Delaware Place, 
Chicago, vice-president of Robert Leet & Company, 
dealers in typewriter supplies, died May 4 in Wesley 
Memorial Hospital. He is survived by a brother, John 
E. Windsor of La Grange, Ill. Funeral services were 
held May 7 at the Fourth Presbyterian Church, Chi- 
cago, of which Mr. Windsor was an elder. 


. 2» 
WATKIN H. STARR 


Death came to Watkin H. Starr of Los Angeles, Calif., 
from a cerebral hemorrhage on April 26. Mr. Starr 
had been western representative of Stationers Loose 
Leaf Company, Milwaukee, Wis., for the past 14 years. 
Funeral services were held at Los Angeles. 


> 
JOHN H. JERMAN 


John H. Jerman, 79, father of L. U. Jerman, vice- 
president of the Hotchkiss Sales Corporation, Norwalk, 
Conn., died on March 27 after a short illness in the 
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HM Since Sheboygan Chair Company 
had its beginning 77 years ago, the United 
States has been through four wars, and now the 
greatest war of all is disrupting normal ways of 
life and business. 

During these many years, we have built up 
an enviable reputation as designers and builders 
of good chairs. We have built up a great dealer 
organization. Of course, our first obligation is 
to our Government at a time when 
it needs the earnest co-operation 
of everyone. But we owe an obli- 
gation to the dealers who have 


helped us grow to our present size 








and importance. We are anxious to meet both 
these obligations in the best way and with equal 
fairness to all. 

While our production capacity is larger than 
ever before, we can only give dealers a limited 
portion of the chairs they need, but the chairs 
we can supply are worthy of the Sheboygan 
Chair Company tradition for Good Chairs. 

The quantity of chairs available is governed 
by our quarterly allotment of lum- 
ber and while we cannot take care 
of all of your requirements, we 
are doing our very best under 


existing conditions. 





Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 


SHEBOYGAN, 


134 


WISCONSIN 
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Bridgeport, Conn., Hospital. Mr. Jerman was a retired 
building engineer. Surviving are the widow and only 
son, L. U. Jerman, residing in Bridgeport, Conn. 


i. eS) 


7 a r’ 
HENRY C. CHADWICK 

Henry C. Chadwick, who died April 28, had been em- 
ployed by the Art Metal Construction Company, 
Jamestown, N. Y., for 45 years. This was the only com- 
pany he ever worked for. He started in as a young 
man upon graduation from the Jamestown high 
school and after a period of training in the factory 
and office went out as a successful salesman of the 
company’s New York office for several years. Hé re- 
turned to Jamestown and the home office in 1906 and 
assumed a position in the order department. He 


worked his way up from there by the exercise of sound | 


ability and faithful attention to his work, and for the 


past 25 years had occupied the position of assistant | 


sales Manager, as well as having the export depart- 
ment and stock sales order department under his 
charge. 

Henry C. Chadwick was always known as “Chad” to 
his associates in the company and to his many friends 
outside. They knew him as a man who never accepted 
any compromise by reason of his physical disabilities, 
and as a man with friendly disposition, keen mind 
and ready wit. 

‘+ -- 


CARL L. SPITZFADEN 


Carl L. Spitzfaden, president and treasurer of Carl 
L. Spitzfaden, Inc., stationery firm at Cincinnati, Ohio, 
died on April 30 at the age of 61 years. Death, follow- 
ing illness for six months, came at his home. 

Originally entering the stationery field at the age 
of 20 with the W. H. Stanage Company, Mr. Spitzfaden 
continued with its successor, the Woodrow-Weil-Stan- 
age Company, and purchased the business from the 
firm ten years ago. 

The decedent was active in Masonry, being past 
master of McMakin Lodge, F. & A. M., and having 
served as its secretary for a number of years. He was 
also past patron of the Mt. Healthy Chapter, Order 
of the Eastern Star, and an elder of North Presby- 
terian Church. 

Survivors include the widow, Mrs. Ethel Scharz 
Spitzfaden; a son, Carl Stewart Spitzfaden, meteorol- 
ogist with the Army Air Forces in India; and two 
sisters, Mrs. Elsie Neumeister, Oxford, Ohio, and Mrs. 
Bertha Wallace, Mt. Healthy, Ohio —RCE 


- + fb 
FRED L. HERBENER 


Fred L. Herbener, 72, operator of a book store and 
stationery business at Kewanee, IIl., since 1920, died at 
his home April 30 following a long illness. 

Mr. Herbener’s ability to administer public trust was 
recognized in his appointment to the board of the 
Union Building Loan company at Kewanee as a direc- 
tor for several years. He had served as a member of 
the board of education, was a member of the Kewanee 
Lodge of Elks and treasurer of Kewanee Rotary Club 
for 20 years. 

Surviving are the widow, who continues to operate 
the book and stationery business in the Kewanee Star- 
Courier building as she did during Mr. Herbener’s 
illness; a stepson, William Soebbing of St. Paul, Minn.: 
and a stepdaughter, Mrs. John Schroeder of Short- 


hills, N. J. 
+ - 
KARL BRAASCH 

Karl Braasch, 46, superintendent and cost account- 
ant of the Hoosier Desk Company, Jasper, Ind., was 
found dead in bed at his home in Jasper recently. 
Death apparently was due to a heart attack. 

Mr. Braasch came to Jasper last summer from She- 
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SHOULD SELL 


COLUMBIA 
OFFICE 


EQUIPMENT 


1. Superior 
Quality 


2. Tested 
Performance 


3. Unfailing 
Service 






































Ja y 2 , Td boygan, Wis., to accept a position at the Hoosier Desk 
yh ELE SE Company plant. He is survived by the widow and three 
daughters.—WBC 


A REVOLUTIONARY DEVELOPMENT a * + 
IN DRAWING DEVICES R. NORMAN BROWN 


R. Norman Brown, chairman of the board and past 
president of The Brown Brothers, Ltd., wholesale 
stationers and bookbinders, Toronto, Canada, died at 
his home, 2 Clarendon Avenue, of a heart attack on 
May 9. Although Mr. Brown had been in ill health 
for several years, he was able to attend his office 
quite regularly and was there on the day of his death. 

The decedent was born in 1877, a son of the late 
Richard and Elizabeth (Robinson) Brown, both of 
Toronto, Ontario. In 1898 he entered The Brown 







dotted lines 


in a 






split second. 


INTERCHANGEABLE 
REFILLS 


A. Produces even dotted 
lines 


B. Dash and dot 
C. Dash and two dots 





THE LATE R. NORMAN BROWN 


Brothers, Ltd., established by his grandfather in 1846, 
and succeeded to the vice-presidency, presidency, and 
Lae ee _ - chairmanship of the board in 1920, 1930, and 1943, 
SHE Ty respectively. 

“SPEE-DOTTER) Mr. Brown was an active athlete in his younger 
RARARARARARAAA! days, having paddled on championship crews of the 
Toronto Canoe Club. He was an ardent golfer, curler 
acca I E , a 2 and lawn bowler, and participated in many bonspiels 
eee ee ee ee ee ine nak na aa eR NY IME ME UU STE ICC as a member of the Granite Club. At the time of his 
death he was a member of the Granite Club, Briars 
Golf Club (past president) and past member of the 
Mississauga Golf Club, Ontario Club, Carlton Club, 
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Made in two sizes, transparent plastic, fully graduated 
for ruling and measuring. 


SPEE-DOTTER rushes the finished work of Cedarbrook Golf Club, Ontario Jockey Club, and Old 
; : . Colony Club. 

draughtsmen, architects, engineers, designers, He was educated at Rose Avenue Public School and 

artists, students, layout men, accountants. Upper Canada College. 


Surviving are the widow, the former Grace Barclay 
Bennett, daughter of the late James Bennett of 
















DEALER AND Toronto, whom he married in 1902, and two daughters 
Miss Dorothy Brown and Mrs. William (Audrey) 

CONSUMER Thoburn. 

RESPONSE HAS bh & 






MRS. JACK GRAM TO CARRY ON BUSINESS 


Following the death on April 20 of Jack Gram, 
president of J. L. Hanson Company, Chicago, his 
widow, Elizabeth Gram, is carrying on the business 
as before. Announcement is made that the Hanson 
firm will continue to make quality albums as has 
been the policy during the 43-year life of the company, 
located most of that long span of years at 552 West 


BEEN TERRIFIC! 







Watch for ‘SUPER C-THRU"’ 


__the a cs eet the Adams Street. 
i eer aa alltaihid Mrs. Gram and her associates of the company are 
combating the manpower problem at a time when 


there is an increased demand for albums, particularly 
from the families of servicemen and women, who wish 
ae to keep not only photographic records of their sons 
and daughters with the armed forces but also to 
record the doings of the folks back home. 


- + 
RULERS ~ TRIANGLES = NAVIGATIONAL INSTRUMENTS + STENCILS © PROTRACTORS + OTHER DEVICES G. ALBERT TODRANK 


aoe 
rs G. Albert Todrank, 62, of 825 East Powell Avenue, 
Wa Ciniyphiitif Evansville, Ind., typewriter dealer for over 30 years 


Ske ¥:5: O'R D , C O N’N in his home city, died suddenly on April 28 at his office 


Write for Further Information and Complete Catalogue 
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The Entire Business World Is Enthusiastic over This New Form! 


1945 W-2 (Witholding Tax) 


J 





SERIAL +’S NO LONGER NECESSARY 


(ruling of Bureau of Internal Revenue May 8, 1945) 












One form that 
covers all the details of Federal withholding and State re- 


REDIFIXT for the customer's convenience! 





porting . . . PLUS Social Security. Scientifically designed; 






approved by the Federal Government. Carbon-interleaved 






so that two copies for employee stay together. Special tab 






on State information form and file copy for detaching. We 






imprint to customer's requirements. The time-saving features 






of this great new form are selling it rapidly to business con- 






cerns all over America. 


. and you should get your share of this ready-made 












volume. You will surely want to give your customers the 







BEST form for the purpose. So... send in at once for a 






specimen ... examine it personally . . . note its many ex- 


clusive features ... and this will be the W-2 form for YOU! 











Not to mention our new open-faced 
Window Envelope, specially built for Redifixt W-2 forms 












‘\ 










Strong, handsome, infallible ... with reinforced edges 





to lengthen its useful life. Finds correct withholding 











PAUL: 


tax in one swift operation. The most casual examina- 
TAX FINDER” 






tion will make you an E-Z Dial booster. List Price $4.95. 





94% of All Computations Right Before Their Eyes 


(Dial on reverse side for 5 to 10 dependents) 






Consolidated Business Systems Inc. 


30 Vesey Street, Department 27 New York 7, N. Y. 
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FOLLOW 
THROUGH 


OT only good golf, but also good business demands 





follow-through as a basic policy. 


Constant, unceasing care, and skill — follow-through — 
characterize Allied’s manufacture of the famous Rocket 
Brand Carbon. From raw materials to finished product, 
every element, every process is carefully checked, tested 


and controlled. 


This painstaking follow-through results in Rocket’s extra 
quality and uniformity, insures customer satisfaction. 
Longer wear, more and better copies, easier handling, 
cleaner erasures, are features which recommend it to 


buyers and users everywhere. 


And Allied’s follow-through on Rocket make it as attrac- 
tive and easy to sell as it is real economy to use. With 
the modern new silver imprinted back and smart pack- 
age Rocket is more than ever the dealer’s favorite, spell- 


ing more sales and greater profits. 


Follow through yourself with Rocket Carbon — give it 
the Performance Test in your territory. Write today for 
samples and complete details about Allied’s personal- 


ized service policy designed to help you increase your 





carbon and ribbon volume. 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION A\ i) 
165 DUANE STREET NEW YORK 13, N. Y. 
Manufacturers of Quality Carbon Papers and Inked Ribbons for 37 Years 


CARBONS & RIBBONS 
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ache... 


TODAY... A SCHOOLBOY 
TOMORROW... A BUSINESS EXECUTIVE 


America's hope for the future rests on Jack and millions of school boys of his type. The Jack who sits 
behind a school desk today will in a few short years be the business executive making far reaching de- 
cisions . .. coping with serious problems at his INDIANA DESK. Part of America's greatness is due to 
its ceaseless growth and change. We believe that Jack, the symbol of tomorrow's executive, will have 
new business needs in the bright new world ahead. It's a wise company that keeps pace with the 
times. We offer this sincere pledge . . . Indiana Desks will measure up to tomorrow's business de- 
mands as they have met the requirements of the office today. 


INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 
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links the earliest 
MARKWELL Stapler with the 
latest—representing approximately 
35,000,000,000 staples consumed by more 
than a million MARKWELL Stapling Machines. 


THEN and NOW...... MARKWELL 
brings you the latest 
achievements of ingenuity and 


engineering skill in the 





ff industry. , 


ef) 


MARKWELL 


MANUFACTURING CO., Inc. 
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at 15 North Second Street. The coroner reported that 
the death of Mr. Todrank, who had been in apparent 
good health, was due to a cerebral hemorrhage. 

Mr. Todrank’s first venture into the typewriter busi- 
ness was on Second Street in Evansville. He moved 
more than 25 years ago to the location which he occu- 
pied at the time of his death. In recent years he added 
office supplies to his line. 

For many years, Mr. Todrank was an active member 
of Bethel Evangelical and Reformed church at Evans- 


| ville and served on the council and as a Brotherhood 





officer. He recently resigned as general secretary for 
the Bible School after holding that office for 19 years. 
Mr. Todrank’s only hobby was the growing of flowers 
and he won many ribbon awards for his iris and 
peonies exhibited in flower shows. 

Surviving are one son, two daughters, two brothers 
and three sisters—WBC 


+ - | 


MRS. J. S. D. CHIPMAN 

A resident of Toronto, Canada, since 1911, Mrs. 
Jessie Tilley Chipman, 87, widow of Col. John Starr 
Dewolf Chipman and mother of J. H. Chipman, presi- 
dent and general manager of The Brown Brothers, 
Ltd., Toronto, died May 11 at her home, 43 Rosehill 
Avenue. 

The last surviving daughter of the late Sir Leonard 
Tilley, one of the Fathers of Confederation and a 
minister of the cabinet of Sir John A. Macdonald, 
Mrs. Chipman was born in Fredericton, N. B. 

Surviving are two sons, Arthur R. Chipman, Mont- 
real, and John H. Chipman, Toronto; a daughter, Mrs. 
J. Royden Thomson, Rothesay, N. B., and a brother, 
Justice L. P. D. Tilley, St. John, N. B. 

+ - fk 
WILLIAM GRAY 

William Gray, 70, for many years employed as a 
“trouble shooter” and professional “safe opener” by 
the old Manganese Steel Safe Company in Plainfield, 
N. J., and the Marvin-Hall Safe Company of New 
York, N. Y., died May 16 in a Plainfield hospital. 

Mr. Gray often had been sent to various parts of 
the United States and Canada to open locked vaults. 
Born in Glasgow, he had resided in Plainfield for 
60 years. 

Surviving are five sons, William D., James R., David 
B., Norman J. and Russell C. Gray; two brothers, 
George, of Springfield, Mass., and John, of Ocean 
Grove, N. J., and a sister, Mrs. Clarence Munday, of 
Plainfield. 

+ + 


E. E. CRANDALL 


Death came to E. E. Crandall May 12 at a hospital 
in Oakland, Calif. Former manager of Schwabacher- 
Frey Stationer Company, San Francisco, Calif., Mr. 
Crandall had retired five or six years ago. 

————- \ 
CONSOLIDATED STAMP ADOPTS INSURANCE PLAN 

A group insurance program providing life insur:unce, 
sickness and accident, hospital expenses and surgical 
operation benefits for employees, and hospital ex- 
penses for their dependents, has been adopted by the 
Consolidated Stamp Manufacturing Company, Inc., 
rubber stamp manufacturers, of Spring Valley, N. Y., 





and West Norwood, N. J. 


The group plan is being underwritten by the Metro- 
politan Life Insurance Company on a co-operative 


| basis whereby the employees contribute fixed amounts 


and the employer bears the balance of the entire net 


| cost. 


and disability 


Employees receive $1,000 life insurance protection 
benefits ranging from $10 to $20 a 
week in case of sickness or injury, $4 to $5 a day 
when hospitalized, a maximum of five times the daily 
benefit for special hospital service fees, and up to 
$150 for surgical operations. Dependents of employees 
receive $4 or $5 a day when hospitalized. 
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We Americans are optimistic in our thinking . . . but more 
than that we have the ability to translate our hopes into 
realities. Tomorrow holds great promise for the business 
world. Wells Office Furniture Company will be an active 
part of that “wonderful Tomorrow.” Keep WELLS in your 


post-war plans for “good.” 


OFFICE FURNITURE COM PANY 
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WATERS BU:.DING 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Congratulations to our good friend, P. G. (Pick) 
Picknell, assistant manager of Haines & Essick Com- 
pany, Decatur, Ill., upon his election to the presidency 
of the Illinois Booksellers & Stationers Association at 
the recent meeting at the Edgewater Beach Hotel, Chi- 
cago. “Pick” will do a fine job, for he is well qualified 
through his many years in the book and stationery 
field and enjoys the loyal friendship of all the trade. 


* * * 


J. L. Wren and Jimmie Grout of The House of Wren, 
Oklahoma City, Okla., spent a day visiting St. Louis 
dealers while en route home from a business trip to 
several factories in Michigan and northern Illinois. 
Before boarding the night train for home, they were 
fattened up a bit on thick, juicy St. Louis steaks. 


* * * 

Included in the abovementioned steak party were 
Mr. and Mrs. Francis K. Adams of S. G. Adams Com- 
pany, and Mrs. Gene Mitchell and her assistant mana- 
ger. 

+ * * 

Winifred Tecumseh Martin, otherwise known as 
“Windy” Martin, of the Mastercraft organization 
haunted Oklahoma points for lengthy period during 
early April and was treated to a large and sumptuous 
dinner party in Oklahoma City—at his own expense. 


* * * 


George E. Baird of George E. Baird & Son, Kansas 


City, underwent a serious operation in early April— | 


his second operation this year—and was away from his 
business for several weeks. Latest reports are that he 
is well on his way to complete recovery. 

* * * 


Walter Kane of National Blank Book Company 
stopped off to visit several Missouri dealers while en 
route to his firm’s Chicago office. Walter’s headquart- 
ers remain in Kansas City while he is traveling in that 
territory. 


* * * 


A belated announcement, but better late than never 
—William Powell succeeded Otis Wells as sales mana- 
ger of Schooley Printing & Stationery Company, 
Kansas City, in February. Mr. Powell has represented 
his firm in and around Kansas City for several years 
and steps into his new position with ample ability 
and experience for the undertaking. Mr. Wells resigned 
to accept an executive position with a local specialty 
printing firm. 

* * * 

The Stationers Association of Greater St. Louis in- 
stalled recently-elected officers at the meeting held 
on April 16 at the York Hotel. Re-elected for another 
year were Herb Buschart, Buschart Printing & Sta- 
tionery Company, president; and Chester A. Kennedy,, 
William J. Kennedy Stationery Company, secretary. 
Newly-elected were Alex J. Barens of Shallcross Print- 
ing & Stationery Company, vice-president; and 
V. P. “Pete” Spalding of Comfort Printing & Stationery 
Company, treasurer. Pete Spalding succeeds his 
brother, Charles, who has left the industry to accept 


a position with an eastern manufacturer. The latter | 
has sold out his inventory and equipment and closed | 


his business, the Spalding Stationery Company. 
* * oa 
Has anybody seen Fred Downs, Downs & Randolph, 
Tulsa, Okla., around lately? We used to get a call 
from him when he was passing through these parts 
but apparently business must be keeping him close to 
home these days. 
* * ” 
Earl Scott, vice-president of Bauman Office Equip- 
ment Company, Wichita, Kans., visited Kansas City 
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J? 


REMEMBER 
THESE ITEMS ? 


For years, war demands absorbed our 






full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 


making friends. 


We are happy to announce that les- 
sening of rated demand now enables 
us to offer a measure of service 
against unrated requirements of our 
regular trade. Production restrictions 
are still in effect and ratings still re- 
ceive first consideration; hence quan- 
tities allotted must necessarily be 


limited. 


Orders will be scheduled for delivery 
in sequence of receipt—degree of 


service based upon pre-war record. 


VAIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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5: attract more customers 


re ree meee ee ee 


FEATURE and DISPLAY these 


(S7GY3 OM srecianty items 





@ COMPARE-A-DAY RECORD BOOK—A record book 
——\, which provides room for entering sales, 
\\\ cost, production, tax, expense, automo- 
\\ bile and all kinds of other important 
2~ \\ data month-by-month and year-by-year 

\\ for six consecutive years. Invaluable for 
; ~ salesmen, professional men, manufac- 
turers, individuals. Also contains handy reference 
tables. Attractive green case bound stiff fabricoid 
cover, lettered in gold. To retail at $2.50. 





=a 


@ BIRD AND FLOWER SEALS — Gorgeous, full color, 
die cut bird and flower seals. Sug- 
gest them for party decorations, 
gift packages, tally cards, stationery, 
etc. To retail at 10¢ each. Packed 
3 doz. of a number to a box. 





No. 110, 111 & 112 — Each contains assortment of 8 seals 
each of 6 different die cut flowers. Total of 48 seals to a book. 


No. 113 & 114 — Each contains assortment of 8 seals each 
of 4 different die cut birds. Total of 32 seals to a book. 


METAL FOIL STARS— Die cut and embossed, these 
6 gummed metal foil stars for everyday 
and Christmas selling are brilliant . . . 
sparkling! Packaged in colorful, self- 
locking packages to keep stars from 

spilling out. 3 doz. to a box. 


For everyday use —No. 2—100 2” stars. 
No. 4—75 34” stars. Available in gold, sil- 
ver, blue, green or red. To retail at 10¢. State 
quantity of each color when ordering. 





For Christmas selling —No.10. A beautiful green and red 
Christmas package containing an assortment of embossed 
gummed stars in 3 sizes—148", 12”, ¥4"—and 5 colors— 
gold, silver, red, blue and green. To retail at 10¢. 


for next season. Shipment 
any time specified after 
July Ist. 





Write for catalog showing complete Eureka line, together 
with prices and discounts, 141 


EUREKA SPECIALTY PRINTING CO. 


Sales Department, Stationery Division 
New York 18, N.Y. 


11] West 42nd St., 
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haunts recently, looking for merchandise for his retail 
store. The contents of those packages he carried home 
with him is still a mystery. 

* * * 

Plans are under way at this writing by the Sta- 
tioners Association of Greater St. Louis for a mixed 
dinner party to be held May 21 at Van Horn’s Chicken 
Farm in St. Louis county, with Izzy Voda of Wallace 
Pencil Company and Al Bartens of Shallcross handling 
the details. Visiting travelers will be welcomed. 


* * * 


Hugh D. Alexander of Skinner & Kennedy Stationery 
Company, and Bill Schmiederer of Buxton & Skinner 
Printing & Stationery Company are fast becoming the 
pinochle experts of their territory, especially in com- 
petition with the local stationers. Those interested in 
watching the technique can stop in at the monthly 
meetings of the local association, the third Monday 
of each month. 

* * * 


Recent word from Matt A. Dillon, former Associated 


| Stationers representative in this region, states that 


he is spending a lot of his time traveling and is quite 
happy in his new territory embracing Wisconsin, 
Minnesota and the Dakotas, as well as a part of that 
formerly covered by Fred Fenne, who is confining his 
efforts to Texas points. 

* of x 

Our deepest sympathies to Ray H. McGowan, vice- 
president of Shaw-Walker Company, who recently suf- 
fered the loss of his mother. She made her home in 
Dixon, Ill., Ray’s birthplace. 

* * * 

Comfort Printing & Stationery Company, St. Louis, 
Mo., will shortly announce the opening of two new 
retail stores in the downtown section. The general 
offices were moved on May 4 from 107 North 8th 
Street to the newly-remodeled building at 200 South 
7th Street, this location also to house one of the stores 
and the merchandise warehouse as well as the manu- 
facturing plant. This firm has made great strides 
during the past few years under the leadership of 
Hartley Comfort, son of the founder of the business, 
and James Collum, who has occupied the executive 
position with Comfort for many years. All department 
heads and buyers will now be found at the new address, 
with local managers supervising the retail stores. 

* * ca 

George Desmond, the amiable ambassador for Victor 
Safe & Equipment products in the Midwest, spent a 
few May days with his St. Louis trade, writing shipable 
orders, we hope. 

* * * 

To Mrs. Jack Gram and the members of the J. L. 
Hanson Company organization in Chicago go the deep- 
est sympathies of the many friends of the late Jack 
Gram, whose untimely passing was noted in the May 
columns of OFFICE APPLIANCES. Jack was personally 
known to most of the travelers and dealers of this 
region, due to his occasional calls on the dealers and 
his jovial presence at the many meetings and conven- 
tions of the years past. Jack leaves behind him an 
enviable record of business accomplishments and many 
happy friendships. 

* * * 

Word has just been received from Kansas City of 
the return to this country of Sgt. Paul S. Baird, who 
was confined in a Paris hospital for some two months. 
Paul is in a New York hospital awaiting removal to a 
hospital located somewhere near his home city. His 
many friends earnestly hope for his early and com- 
plete recovery. 

oe * * 

Jehn Pydlek of Blaisdell recently reported for duty 
among his home town dealers. Although members of 
John’s family make their home in St. Louis, he spends 
his time in the Central West furthering the interests 
of his factory. 

1945 
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HE modern businessman’s schedule cannot include time and effort for 

“pushing” slow-moving merchandise—for energy expended in this way 
is largely wasted—like “Holding a Farthing Candle to the Sun,” as it was 
aptly expressed by Edward Young, an 18th Century writer. 


Before the war, the Sun Rubber Company helped the dealer in office supplies 
take the waste out of his merchandising by supplying only molded rubber 
products with a ready market. Sunruco products were designed for greatest 
utility combined with maximum eye appeal . . . were manufactured of finest 
raw materials, by precision methods, for longest service. And these Sunruco 
office specialties sold! 


Remember Sunruco Spunfoam chair cushions and desk pads, chair protectors, 
desk guards, typewriter pads, to mention only a few of the many Sunruco 
fast-moving items? After Victory, these best-sellers will again be available 
to you—along with new rubber articles that will make a big hit with your 
customers. And Sunruco “Sales-Lined’”’ merchandising, more powerful than 
ever before, will back you—help you take the lost motion out of your 
merchandising. 


Free Book. For information about Sunruco’s 
modern manufacturing facilities and methods 
—which will bring you sales-building, 
quality products when peace returns—write 
today for free illustrated brochure. Your 
name will be added to our list to receive first 
postwar production announcements. 


THE SUN RUBBER COMPANY 


UNnErUCO \ 


*-BARBERTON> OHIO: 
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"HOLDING A FARTHING CANDLE TO THE SUN” 
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BRIGHT | 





DEALERS: “TH 






Territory is 


et" | DUPLICATOR 
proposition. 
FLUID 


° Brighter Copies 









e Longer Runs 
FOR ALL ie 
DIRECT © Practically Odorless 
—— e Non-injurious to 
LIQUID Machines 


DUPLICATORS |» Dries Instantly—No 
Offset to Other Copies 





Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


In gallon jugs or 54 gallon 
drums 


ORDER TODAY 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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| 
| 
| 
| 
| 
| 
| 
| 


Ea) AUTOCOPY, INC. 


' Spin a y | 
RIT FLIP 2 462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 
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FOR 
IMMEDIATE 
DELIVERY e 


MASONITE 
FLOOR MATS 


SIZE 36” x 48” $5.50 LIST 
SIZE 48” x 54” $8.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE LY soins ou 
DESK TOPS VICTORY MODEL , 


SIZE 72” x 36” $6.80 LIST COPYHOLDER 








SIZE 60” x 34” $6.20 LIST 
The RITE-LINE Copyholder is now available in non-critical 
LARGE STOCK OF OFFICE materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
FURNITURE USUALLY AVAILABLE pendent of the typewriter. It guides the eye of the typist 
TO DEALERS along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 











OFFICE FURNITURE WHOLESALE RITELINE SALES 60, ING. 
DISTRIBUTORS RITE-LINE 


74 BROAD ST. N. Y. 4, N. Y. Reus Pat OF. 
Bowling Green 9-8231 ; COPYHOLDER 
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529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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You 
GLACIAL EE 
SIT-DOWN 

STRIKE! 






















No matter how industriously 
your employees are working — 
you can still call the overall effort 
a SIT-DOWN STRIKE —and 
through no fault of their own. 

Maximum efficiency, accuracy, 
and work-output cannot be ex- 
pected of employees who have to 
use chairs that cramp their mus- 
cles, curve their spines, and fray 
their nerves. 

Correct posture is the answer 
to peak employee performance 
—posture of the energy-conserv- 
ing sort that, is found in every 
Cramer chair. 


Write for illustrated literature 
(Some metal models are again available, 
and several choice dealer opportunities 
are now open.) 





“ESCO” OPENS PRODUCT EXHIBIT IN CHICAGO 


A new products display exhibit has been opened by 
the Engineering Manufacturing Company, Sheboygan, 
Wis., at 426 North Michigan Boulevard, Chicago. This 
is to be a permanent display for the convenience of 
buyers and dealers who are interested in viewing the 
entire line of ESCO products. The display is on the 
ground floor, conveniently near the loop area. 

William H. Murphy, manager of Engineering Manu- 
facturing Company, was largely responsible for the 
exhibit, assisted by Mrs. Murphy and Harold R. 
Masten, designing engineer. 

Inasmuch as the exhibit was not planned as a retail 
sales outlet, the orders received from customers view- 
ing the products are referred to the respective dealers. 


ee _| 


ESCO ON PARADE—Exterior view of Engineering Manu- 
facturing Co. products exhibit, 426 N. Michigan Ave., Chicago. 


Motivating idea behind the ESCO exhibit was the 
ODT order restricting conventions. It was hoped by 
Mr. Murphy to have the permanent display take the 
place of the various trade exhibits usually undertaken 
by the company. 

Efficient and attractive display methods focusing 
attention on the merchandise are used at the exhibit, 
which has no definite style, although the background 
might be termed Contemporary Regency. 

Two wall cabinets are utilized, one rather shallow 
in depth to accommodate small merchandise; a larger 
one, having greater depth, provides for eye-level dis- 
play of larger articles. The space below these two 
cabinets accommodates merchandise such as drafting 
boards, stools and benches which are out of the way 
of the main floor area, yet visible and easily accessible. 
Both cabinets have concealed fluorescent lighting. 

All walls are of a deep, rich brown, with the ceiling 
and architectural swag treatment in dead white. The 
floor is of large squares of mastic tile, marbleized, 
brown and cream alternating. Excellent illumination 
in the entire shop area is provided by recessed lights 
and flush louvers, with two ceiling mounted spotlights 
for the illumination of the window display. 

A cordial invitation has been extended by the En- 
gineering Manufacturing Company to members of the 
reproduction industry to drop in and see this new 
products exhibit when in Chicago. 

EMBASSY OFFICE FURNITURE COMPANY MOVES 


Henry Wexler announces the removal of Embassy 
Office Furniture Company from 62 Pearl Street, New 


at 


SSF] 1205 CHARLOTTE STREET * KANSAS CITY 6, MO York, to a new location at 111 Nassau Street, where 
. the entire six-story building will be occupied. Show- 
CHAIR EUMPANY © rooms are located in the store and on the first floor 
where office furniture and equipment are displayed. 





CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECRETARIAL GENERAL OFFICE & FACTORY CHAIRS 
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INVINCIBLE DEALERS WILL OCCUPY A 
STRATEGIC POSITION IN THE METAL FIL- — 
ING CABINET FIELD. An aggressive sales | 
and merchandising campaign, with a profit- i. 
able objective, plus great, new, feature-full | 
INVINCIBLE Metal Files will provide the 
finest kind of competitive advantage for 
top-flight office appliance merchants, after ne 


the war. Keep a sharp eye on INVINCIBLE. i 


TIVING 
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Linked 


Together 
for 


your buying advantage 


by Associated”  & 


All Retail Stationers are cor- girinet 
dially invited to write for details 
concerning the economic value of 


our Centralized Buying Services. 


All Trade Manutacturers are 





invited to consult us relative 
to our warehouse facilities and 


complete trade coverage by 





experienced salesmen. 





ASSOCIATED 
STATIONERS 

SUPPLY CO. 

C) DISTRIBUTORS FOR ;' 


MANUFACTURERS 





229 S. Jefferson St., Chicago 6. IIL. 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





One of the best known and highly esteemed mem- 
pers of the stationery industry in Canada in the per- 
son of William Beatty, secretary of the Brown Broth- 
ers, Ltd., Toronto, Ont., resigned recently from that 
position after 55 years of continuous service with the 
company. He will continue with the firm as credit 
manager, which position he has combined with his 
other duties in recent years. Mr. Beatty started with 
the firm as a boy and advanced from one position to 
another on his own merits. 

At the second meeting of the company recently, 
N. R. Norman Brown, chairman of the board of direc- 
tors, presented Mr. Beatty with a very handsome 
sterling silver tray, suitably inscribed, as a token of 
the esteem in which he is held by the directors and 
officers of the firm. 

B. H. Williams, present treasurer of the company, 
has taken over Mr. Beatty’s duties as secretary. He 
will continue as treasurer. 

* a OK 

The Brantford Business College, Brantford, Ont., is 
now in charge of Major E. R. Day, E. D., who returned 
recently from overseas service to re-enter civilian life. 
Major Day succeeds his father, Arthur E. Day, with 
whom he was associated as vice-principal of the 
Brantford Business College from 1930 to 1942, when 
he went on active service with the Royal Canadian Pay 
Corps. 

Major day has had extensive and thorough training 
in teaching and office experience. He is well ac- 
quainted with office machines, having worked with the 
bookkeeping and calculating machines department of 
Underwood, making installations of machine systems. 
Later he was accountant for a large brokerage firm 
in Vancouver, B. C. 

* * 

The Viceroy Mfg. Co., Ltd., Toronto, Ont., recently 
played host to the first of three groups of members of 
the Stationers Guild Club, Toronto, who were taken 
through the company’s large and modern plant in 
West Toronto. Each of the processes through which the 
firm’s products goes before reaching the wholesalers 
shelves was explained by capable guides. 

On arrival the group was warmly welcomed by H. B. 
McClellan, sales manager, rubber products division, 
and then were briefly addressed by T. B. Dooley, pro- 
duction manager of the company, who gave a most 
interesting resumé of the more important processes. 
The tour required the greater portion of two hours. 

* aa * 


Picking up and delivering office machines to be re- 
paired is fast being discontinued by dealers and 
agencies in the larger cities of Canada. Those re- 
quiring repairs are asked to bring the machines to the 
dealer’s place of business and to take them away after 
repairs are completed. This has greatly cut down the 
high overhead consequent with the operation of trucks 
and the employment of a staff to drive them. Dealers 
are making every effort to keep up with the greatly 
increased amount of repair business, but with the 
shortage of help it is not possible to give the prompt 
service of pre-war years. 

a 1“ * 


Second-hand dealers throughout Canada, particu- 
larly the Maritime Provinces, are turning to more and 
more buying, reconditioning and selling of office appli- 
ances. Much of the buying and selling is due, however, 
to the great scarcity of office appliance servicemen. 
Dealers are making every effort to solicit for used 
Office equipment, particularly typewriters, and are 
featuring these machines in their display windows. 
Much of the equipment that was discarded in bygone | 
years is finding its way back into circulation because | 


of the regulations prohibiting the manufacture of | 
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IL-KLATIE 


THE SCIENTIFIC TYPEWRITER PAD 
and you'll make EXTRA 
SALES and PROFITS 


KIL-KLATTER sells so fast because it 
really kills typing racket . . . makes typing 
easier by cushioning finger shock .. . absorbs 








vibration and makes typewriters /Jast longer. 


Made of famous Ozite All-Hair Felt with 
treated top to keep machine legs from digging 
in and non-skid bottom to prevent sliding. 
Size 11 x 13 in. fits all typewriters and many 
office machines. Attractively packaged for 
sales-making window or counter display. 





FREE DISPLAY CARDS: With orders 
for a dozen or more pads we'll send 
you FREE acolorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 






RETAILS 
FOR 


$100 

















{ Dealers: attach this coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept. B-6, Merchandise Mart, Chicago 54, Ill. 
( ) Send 1.doz. KIL-KLATTER Typewriter Pads with free card and 
enclosures. Our check for $6.00 is enclosed. 


quantity prices and discounts. 
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THE 
HERRING-HALL-MARVIN 


“TREASURGARD”’ 


SPELLS 


$$$ PROFITS $$$ 


FOR YOU 


RETAIL $30.00 PRICE 
F.0.B, HAMILTON, 0. 





HERRING -HALL-MARVIN 
SAFE COMPANY 
HAMILTON, OHIO 


BRANCHES 
NEW YORK—CHICAGO—BOSTON 
WASHINGTON—ATLANTA 
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ST. LOUIS—HOUSTON Cl 


certain equipment and the sale of later models of 
typewriters, because of the freezing order earmarking 
it for essential war services and industries essential 
to the war effort. 
* * x 

A. W. McNaughton, of the firm of W. V. Dawson, 
Ltd., Toronto, Ont., is seriously ill in a Toronto hos- 
pital. Mr. McNaughton, who is much missed at the 
Dawson firm, has been in ill health for a considerable 
period. 


* * * 


Miss Helen Shaw, a popular member of the staff of 
Luckett Loose Leaf, Ltd., Toronto, is now wearing a 
beautiful sapphire ring, placed upon her finger by a 
RCAF officer who recently returned from India. 


* * * 


McFarlane Son and Hodgson (Limited), Montreal, 
is introducing to the Canadian trade the super deluxe 
Morriset pen-ink set. This new item, with a high qual- 
ity 14k. gold point in the pen, is meeting with fine 
response in the eastern provinces. 


* * * 


The business of A. R. MacDougall and Co., Ltd., for- 
merly located at 77 Wellington Street, W., Toronto, was 
recently discontinued and all stock, furniture and 
fixtures sold. 

* ak * 

Members of the Stationers Guild Club, Toronto, were 
treated to a most interesting address by John Cam- 
eron, general manager, A. Kimball, Ltd., Toronto. Mr. 
Cameron spoke on the multitude of uses for tags and 
the importance of the tagmaking industry. He stated 
that tags are used for every purpose from containing a 
list of the wounds of soldiers sent to the casualty list 
clearing station to being attached to the baggage 
which the civilian finds indispensable in traveling. 

Mr. Cameron explained that a tag manufacturer 
must produce tags by a low-cost, single-operation 
process in order to remain in business and survive 
the very keen competition in this particular field. 

0 


ASSOCIATED PEN COMPANY TO NEW QUARTERS 


Associated Pen Company, manufacturing Everlast 
fountain pen and pencil sets, has moved to new and 
more spacious quarters at 644 Broadway, New York 12, 
N. Y., where all manufacturing is now done on the 
premises. 

The Associated Pen Company since January, 1938, 
has been successor to H. B. Dods. 

M. J. Waldinger is in charge of purchase and sales. 
A. Calo, who served as production manager for Ameri- 
can Pencil Company for five years and prior to that 
was for 30 years with Eclipse Pen Company, is in 
charge of production. 

oe 


“FILMONIZE” CELLOPHANE TAPE AVAILABLE 

A new line of printed transparent ‘“Filmonize” cello- 
phane tape is now available without priorities to users 
engaged directly or indirectly in war industries, In- 
ternational Plastic Corporation, Morristown, N. J., an- 
nounces. The tape is clearly transparent with a high 
tensile strength. A minimum order of nine rolls (or 
quantities in nine roll multiples) is the only require- 
ment to obtain this touch-sealing tape with the firm 
name, trade mark, instruction or advertising message 
printed in black only. 

rs 


NEW MANAGER FOR TUCSON, ARIZ., STORE 


Clare S. Wood announces that he has recently taken 
over the management of the Old Pueblo Office Supply 
Company store at Tucson, Ariz. Enthusiastic plans for 
the post-war period are being made by Mr. Wood at 
this store, owned by Harold Clark of the H. M. Clark 
Office Supply Store of Phoenix, Ariz. 
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“4 HE TRANSFILE 2 WAY INTERLOCK is a most in- 
” genious and efficient means of welding individual 
38, TRANSFILE FILES into solid, staunch batteries. Wherever 
eS. TRANSFILE FILES are stacked one upon the other and 
at in row after row, 2 WAY INTERLOCKS will not only pro- 
™ long their life many fold, but increase their efficiency as 
well as their appearance. 
0- There is no mystery to using the 2 WAY INTERLOCK. <> 
rs ° 
n- No tools are required. No intricate maneuvering of units GUIDE SYSTEM & 
4 is necessary. The 2 WAY INTERLOCK just slips into the SUPPLY COMPANY 
= sleeves in the metal reinforcements on the sides of the files. Rant wo pn 
. All batteries of TRANSFILE FILES should be equipped 
with the 2 WAY INTERLOCK. Make sure your customers . 
are using them. If additional information is required, drop 
us a line. 
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When Satisfied 


Customers Talk 


— they make most effective sales promo- 
tions. And we. by concentrating on pro- 
duction and distribution of office chairs 
that satisfy, help each other and advance 


the service of office equipment to industry. 


Before Pearl Harbor, Jasper Chair Com- 
pany manufactured office chairs in large 
variety of design, material and finish— 
both in all wood and leather upholstered 
numbers—enabling the dealer to furnish 
harmony and beauty in his installations. 
The time is not too far distant when that 
situation will be restored. Watch for our 


announcements. 


Illustrated here are our No. 600 and 601 
executive chairs — good value fitted to 
present day conditions and qualified for 
lifetime service. Please show priority 


and end use on your orders. 


JASPER CHAIR CQ. 


JASPER 





REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 
‘ae a. Wher James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) 
LOAN 327 Sunset Drive, North 6708 Glenwood Ave., Chicago 
{ és St. Petersburg, Florida (Phone ROGers Park 3644) 
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INDIANA 


S. H. MacDonald, (West) 
105 Orpheum Bldg. 
Seattle, Wash. 


R. J. Freeman, (Eastern) 


383 Madison Ave. 
New York, N. Y. 
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THE EMPLOYEE SHARES IN PROFITS 


| pm FOLLOWING, descriptive of the Maverick- 
Clarke profit-sharing retirement plan and trust, 
was written expressly for OFFICE APPLIANCES by Russell 
C. Hill, president: 

The stockholders of Maverick-Clarke Litho Com- 
pany, in San Antonio believe that their business is a 
three-way partnership, composed of the employees, 
management and stockholders. In their consideration 
of the employees and the management, more than ten 
years ago, they instituted the plan of giving all execu- 
tives, department managers and factory foremen a 
substantial share of the annual profits of the company. 

About five years ago, the stockholders voted to estab- 


lish a retirement fund for the benefit of all employees. | 
Briefly, the plan consists of a trust fund managed by | 


three trustees appointed by the directors of Maverick- 


Clarke. The company makes annual contributions to | 
this fund of all its profits in excess of ten per cent on | 


its invested capital. The employees are not required 
to make contributions to the fund but are encouraged 
to do so as a means of increasing their retirement in- 
come. 

It is the hope of the directors that the company 
contributions will be sufficient to provide every em- 
ployee upon retirement at 65 years with a life income 
which, added to his social security retirement income, 
will provide him with a total monthly pension equal to 
40 per cent of his average annual salary for the ten 
years preceding retirement. 


Provides for Investment of Funds 


The plan gives the trustees the right either to in- 
vest the money contributed by the company in securi- 
ties of their own choosing or to use any part or all 
of the company contributions to purchase life insur- 
ance or life annuity contracts. So far, the trustees 
have seen fit to invest about one-half of the funds in 
a piece of central business property in San Antonio, 
on which the net income under the management of 


the trustees has been increased to approximately 15} ® 
per cent net per year on the cost of the property. The | 


trustees have made other fortunate investments which 
at the present time are producing a total annual net 
income in excess of $20,000 per year. 

It is the belief of the trustees that from the present 
investments of the fund every employee of Maverick- 
Clarke can look forward confidently to a comfortable 
life income at the age of 65. 

All employees in the armed services of the country 
are continued as participants in the plan, pending 
their return to the company at the end of hostilities. 

Employees who leave the service of the company 
with less than seven years service forfeit all of their 


interest in the plan. For those who leave the company | 


after more than seven years, increasing percentages of 


the money set aside for them on the books of the| 
trustees is paid to them if they leave before reaching | 


retirement age. Those with 20 years or more service, 
leaving after the age 55 or over, receive 100 per cent of 
the money held by the trustees for their benefit. 

The adoption of this plan was proposed as a means 
of assuring every employee who gives a lifetime of 
faithful service to the company a guarantee of a com- 
fortable retirement income. This plan, further, pro- 
vides an equitable means for the company to make a 
generous division of its profits among the employees 
who are responsible for the success of the company. 

The following extracts from a communication ad- 
dress to the employees clearly indicate the point of 
view of the stockholders in creating the retirement 
fund: 

“It is difficult for most of us to save money out of 
our salaries. It is also extremely difficult for us to 
invest it so that it is available for living expenses 
when we reach the retirement age... . 

“The establishment of this retirement fund is evi- 
dence of the stockholders’ deep personal interest in 
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MONGOL No. 482 is a 
quality pencil, and 

as such offers you 

a richer profit and 
fewer headaches. 

Extra strength, smooth- 
ness, longer wear, 
uniform grading and 
pre-war quality 

erasers are only a 

few of the many 
outstanding features 
you offer when selling 
MONGOL Pencils. 





EBERHARD 
FABER 
Leadership. 


iN FINE WRITING MATERIALS SINCE 1849 
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LIGHTNING 
lew CALCULATOR 


NO PRIORITIES NEEDED 


——=-GhriCe & HOME 12 J5 
ADDING MACHINE PRICE 


THIS 


PROFITS! PROFITS! PROFITS! 


PROFITS! PROFITS! PROFITS! 


WALKING RIGHT BY) 


PROFITS! PROFITS! PROFITS! PROFITS! PROFITS! PROFITS! 


YOUR WINDOWS!) 


PROFITS! PROFITS! PROFITS! PROFITS! PROFITS! 






@LISTEN 


e THE LIGHTNING flashes quick profits. It 
is intensely live merchandise. The little busi- 
ness man, the small department in big busi- 
ness, the professional man, the home “account- 
ant’”—all find this practical little Adding Ma- 
chine extremely useful. 


WE FURNISH A “SALES PLAN.” 


e Precision-built of strong and_ enduring 
metals, the Lightning is guaranteed for a full 
year, and serves efficiently year after year. 
Rugged, accurate—yet genuinely portable. 
Weighs only 11% pounds. Compact measure- 
ments of but 14x4% inches. Even demountable 
from its handsome plastic base. Visibility: 
Perfect! Speed: Exception! Moreover, it 
subtraets as easily as it adds. Simple as dial- 
ing a phone. New lightweight all-metal dial- 
ing stylus included. Attractively boxed. Avail- 
able in half dozen and dozen lots. 


SERIOUSLY INVESTIGATE THE 
FINE PROFIT POSSIBILITIES 


{ And you'll do well to order quickly, too | 
| demand is furiously pushing production. | 


@ AiR-MAIL A LETTER TODAY, TO 


The LIGHTNING 
CALCULATOR COMPANY 


543 S. SPRING ST. LOS ANGELES 13, CALIF. 
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BUSINESS IS| 


IT! WITH A DISPLAY OF LIGHTNINGS AND | 
S T O p ATTENTION-GETTING WINDOW CARDS | 


the welfare of al] employees. It is a sincere effort on 
their part to make sure that every employee of this 
company who devotes a number of years of faithful 
and efficient service shall have in his old age a reason- 
able income and adequate economic protection.”—BCR 


—_-.—— 
HARTER USES NEW ENGRAVING TECHNIQUE 


| The “exploded drawing” technique used so success- 

| fully in instruction manuals for the armed forces was 

| recently adopted by Harter Corporation, Sturgis, Mich., 
to aid dealers in identifying Harter chair parts. 
Larry Clemmons, designer for the firm, made the 
exploded drawing of a Harter steel posture chair from 
which copies were printed and sent to all dealers. 

| The piece is intended primarily to eliminate much 

| time-consuming correspondence resulting from im- 


- 








a P| 


YOU BET THEY WILL! . . . PEOPLE | oO <y 
L O O K ARE LOOKING FOR ADDING MACHINES | y 4 
AND THEY'LL LISTEN, TOO... . | aes 


proper or incomplete identification of chair parts. 
Each part on the drawing is identified by name and 
number and all parts are shown in their correct rel- 
ative position to every other part. An added advan- 
tage of the exploded view is that it shows dealers at 
a glance how to take down and reassemble chairs 
for repairs and replacements. Wartime manpower 
losses and turnover, plus greater demand for parts 


| in the absence of new chairs, make such illustrative 
| material particularly useful today. 


Evan S. Harter, president of the firm, states that 
“we believe that this technique—which, to our knowl- 
edge, has never before been used in the steel chair 
field—will assist us greatly in rendering prompt and 
efficient parts service to our dealers.” 

Pending results obtained from its initial mailing, 
Harter plans to furnish dealers with exploded draw- 
ings of other chairs in both its posture and executive 
chair lines. 


—__—_—_»—< a 


NEW LOCATION FOR FITCHBURG, MASS., STORE 


W. A. Morency, manager and proprietor, announces 
that a five-year lease has been signed by Fitchburg 
Office Supply, Fitchburg, Mass., for a large, modern 
store building at 695 Main Street. Removal to the new 
location, after remodeling, was planned for June 1. 

Ideally located across from the city hall, the new 
building offers additional space in its 30 by 70-foot 
size and basement of the same dimensions. 


June, 1945 
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Jtecessany 
te Success 


That success look of Mashek bags and portfolios is earned. Earned in seasoned 
mellowed leathers. Earned in quality hardware, efficient designing. 
Top flight business men know. Men who are starting up the ladder are finding 
it out. Our war production limits the quantity available in these three styles in 


two fine leathers ... Genuine Hazel Pigskin and Ecrase Grained Pigskin. 


FOR INFORMATION WRITE 


THE FRANK MASHEK CoO. 


914 NORTH MILWAUKEE AVENUSE, CHICAGO 417, TLETReiSG 
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Quality 


PEewea Ss OR 


What makes the diamond valuable? 
Men experienced in handling pre- 
cious stones tell us that it is the cut- 
ting and polishing which transforms 
the rough diamond into a perfect 
gem. The more skilful the process, 
the more valuable the diamond. 

In another realm of achievement, re- 
mote perhaps in substance but 
identical in spirit, are IMPERIAL 
DESKS. They too reflect the results 
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is never pears ao as 


IN DIAMOND S 


of highly skilled craftsmanship. IM- 
PERIAL DESKS offer evidence of re- 
finements that make them a standard 
of comparison in the commercial 
desk field. Such qualities are due to 
the ardent determination of those 
who conceived, nourished and de- 
veloped this institution over a period 
of many years. It is irrefutably true 
... Quality is Never Accidental... 
IMPERIAL DESKS prove that fact. 


Bounppecal 
a 
desk 
EVANSVILLE 7, 


member WOOD office furniture institute 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 


Henry Thompson of Office Supply Company, Racine, 
Wis., informs us that one of his employees, Alex 
Muleski, was reported killed in action in Italy during 
the month of October, 1944. He entered the service 
in February of the same year. Surviving are the widow 
and two children, one five and one three. 

* * * 

Keep your eyes on Bredesen Brothers in Beloit, 
Wis. Their location is to remain the same but you 
won’t know the store after a complete remodeling job. 
The basement will become one of the outstanding dis- 
play rooms for all seasonable merchandise. Comple- 
tion of the job, which covers everything from window 
changes to private offices, is expected in June. 

* * * 


John Sumner of Mosley’s Book store on the square 
in Madison, Wis., is a patient in the Methodist Hos- 
pital of Madison and has, I understand, suffered a 
stroke. If you can’t visit, a card or letter will be 
enjoyed by him. 

ca K ok 

Roy Hopko of Badger Office Supply, Madison, as 
you know, is in the Navy. Roy is a storekeeper in a 
camp near Harrisburg, Pa., and that’s right down his 
alley, wouldn’t you say? Mrs. Hopko is doing a great 
job in carrying on the general business. More power 
to her! 

* * * 

Answer this question, replies addressed to George 
Hansen of Oconomowoc, Wis. Are you in favor of a 
golf party held the first part of August? As you 
remember, we were extended an invitation by Harvey 
Zillmer of Waukesha, Wis., at our last Milwaukee golf 
party, and also a bid to hold our annual golf party 
in St. Paul, Minn., during the latter part of August. 
ca * * 

William Manthei, formerly of Stuebe Binding and 
Printing Company, Green Bay, Wis., has accepted a 
new position as manager of the New Emmons Office 
Supply Store at Wausau, Wis. His many friends wish 
him success in his new venture. 

* * * 

C. W. “Wally” Elliot, formerly of Northwest Office 
Supply, Green Bay, and the Parker Company at Madi- 
son, has accepted a new position with the Industrial 
Tape Corporation. 

We're happy to report that Henry Huette of Auto- 
point Corporation is again traveling his old territory. 
Henry, as will be remembered, suffered broken bones 
in both ankles and was laid up for a considerable 
length of time. 

* * * 

Well, what do you know!!! Hareld Blum, Esterbrook 
Pen Company; Warren Carlson, American Pencil Com- 
pany; and your correspondent, Merrill Hasty, have dis- 
covered delicious, luscious, tender, juicy, generous- 
sized steaks in Oshkosh, b’gosh. 

* a oa 

Carroll E. “Smithy” Smith of Northwest Office Sup- 
ply, Green Bay, who ventured off to the fresh water 
Shipbuilding at Sturgeon Bay, Wis., as purchasing 
agent some time ago, has returned to his former 
position. 

* * ca 

Gentlemen, lay your shootin’ irons on the mantel 
and draw your chairs close to the fire. I have news for 
you. Charlie, yes, Charlie Regan of the Globe Pub- 
lishing Company, South St. Paul, Minn., is all through 
gunning for a better half. He was happily married 
and may his April bride keep April showers of happi- 
ness in his home forever. 

* * * 

Reed Clark and Doc Russell of Oshkosh, both of 

whom underwent serious operations, are back on their 
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REBUILT 
DICTAPHONES 


EDIPHONES 


SINCE 1923 
QUALITY REBUILTS 
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CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write us today regarding your needs. 


AMERICAN 


DICTATING MACHINE C@O., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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END FLAP FOLDER 
FOR Sulky Kecards 


HERE'S a new type of folder for bulky 


records which has many advantages. 


FIRST, the entire record is accessible and 
exposed when the folder is open, yet papers 


are held securely and straight. 


SECOND, it folds flat and does not take up 
a lot of space in the files when only a few 


papers have been accumulated. 


Available in single top, double top, and 
celluloided insertable. They are made of 


heavy Leathertuff stock. Write for sample. 
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_ jobs and looking like a million. 


* * 


S. J. Olson of the S. J. Olson Company, Milwaukee, 
has just returned from Florida, very much rested and 
sporting a deluxe Florida suntan. Send him that 
furniture business—he can handle it. 

oe ea a 

Miss Celia Murawski of Henry E. Wedelstaedt Com- 
pany, St. Paul, is back on the job after suffering a 
broken arm. 


* * * 


Lt. Col. Leo Blied is still gunning, not for the Army 
but for new and old lines of merchandise. If you 
know any, keep him posted. 

* * * 

Jimmy Rane, formerly of Blied, Inc., Madison, is at 
Camp Grant near Rockford, Ill. Stationed that close 
to Madison, Jimmy gets home often. 

* * * 


Lyle “Tommy” Thompson of the S. J. Olson Com- 
pany doesn’t look one day older but he is a grandpa. 
His daughter, Dorothy, has a fine baby girl. 

* * * 

John “Mack” MecMorris of the Hunt Pen organization 
underwent an operation in St. Joseph’s Hospital 
to relieve himself of the misery of a carbuncle. John 
was on a business trip at St. Paul when he became 
afflicted. 

* * * 

Erwin Doepke of S. J. Olson Company, Milwaukee, 
was recently in the East on a furniture buying trip. 
He took a plane out of Milwaukee and hopes the 


| deliveries of his purchases will arrive by such speedy 
| route. 


* * * 


Miss Isabelle Jensen, who has been with Brady 
Margulis Company, St. Paul, since they started and 
prior to that was on the floor for Boyesons of St. Paul, 
has suffered a stroke. “Jenny” is now at home and 
will appreciate cards addressed to 1763 East Minne- 
haha Avenue, St. Paul, Minn. 

aK ca * 

Ken Chase came home from the hospital just re- 
cently and is steadily improving. Ken would appre- 
ciate hearing from his friends. His home address is 
1838 Fairmont Avenue, St. Paul, Minn. 

* * * 

We wish to report the death of Wildey Routzahn, 
remembered by the old-timers as associated with 
Boyesons and Wedelsteadt and for the last 13 years 
with Sperry Office Furniture Company. 

ak * * 


Gentlemen, be prepared for the grand opening of 
Sperry Office Furniture’s new store about June 1. The 
location will be 58-60 East Fifth, St. Paul, across the 


street and one block west from the present location. 
—>- 


MINNEAPOLIS FIRM WINS PRINTING HONORS 

Augustus E. Giegengack, public printer of the United 
States, in a ceremony held at the plant on May 7 
presented the Government Printing Office “Certificate 
of Merit” to the midwestern Cosby-Wirth division of 
Moore Business Forms, Inc., Minneapolis, Minn., and 
its employees. 

The award was given for meritorious service ren- 
dered the Government in the production of printing 
necessary to the war effort. Turner Lawrence, general 
manager, accepted the honors on behalf of the com- 
pany and its employees. He extolled particularly the 
employees’ contribution to the company’s accomplish- 
ment in serving the Government Printing Office and 
other essential war industries with high-quality prod- 
ucts and for meeting emergency delivery schedules 
necessitated by the conditions of war. 

ee ee 

FORT SMITH TYPEWRITER STORE ENLARGED 

Perry Griffin, district dealer for the Royal Type- 
writer Company at Fort Smith, Ark., has enlarged his 
store space and is handling a larger line of office 
supplies. 
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FELDCO Loose Leaf CORP. Writs eines 


788 MISSION ST.. SAN FRANCISCO + PHONE DOUGLAS 8563 


NEW YORK + 25 CENTRAL PARK WEST - 
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pically 
A, merican » 


Nothing symbolizes the greatness of Amer- 
ican industry more than the towering sky- 
scrapers that punctuate the skyline of our 
country's foremost cities. Within the in- 
teriors of these magnificent buildings are 
the business offices . . . the nerve centers 
of our nation's richest and most influential 
institutions. We at Jasper Desk Co. derive 
particular satisfaction out of contemplating 
the role that office desks play within the 
framework of these Typically American 
skyscraper buildings. Imagine if you will, 
the far reaching significance of the deci- 
sions that cross the desks of those topflight 
executives who work within these walls . . . 
and the intricate pattern of clerical work 
that is performed on countless thousands 
of other commercial desks. For almost 70 
years, Jasper Desk Co. has served Amer- 
ican business, both big and small with the 
right kind of office desks. Our ambition is 
to constantly maintain and improve our 
product so that it occupies an ever im- 


portant place in American business. 


THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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STUDY OFFICE TELEPHONE USE AND ABUSE 


The research committee of the Office Management 
Association of Chicago has completed a study of the 
use and abuse of the telephone, surveying 45 com- 
panies in the Chicago metropolitan area. Eighteen of 
these companies maintain an inter-departmental com- 
munications system, separate from their regular tele- 
phone connections. 

Duties of the switchboard operator are often mani- 
fold, the survey revealed. In 55 of the offices the 
operator also acts as receptionist while in 20 of the 45 
offices she performs some clerical work. Again in 20 
offices, the operator obtains the outside number where 
the person wishes to make a call, including two offices 
in which this practice occurs for executives only and 
one for long distance calls only. 

In 73 per cent of the companies, employees are per- 
mitted to make outside personal calls during business 


hours. Of these companies, about one-third provide | 


pay telephones for employees’ personal use, while two- 
thirds use the company equipment. 

Long distance calls were covered in another section 
of the survey. Of all the offices surveyed, 62 per cent 


control or impose limitations on the use of telephones | 


for long distance calls. One-third of this 62 per cent 
require written approvals for making such calls. The 
remaining two-thirds require no approval for any call, 
either local or long distance. 

It was found that less than one-half of the com- 


panies surveyed make any attempt to train their em- | 


ployees in good telephone manners and handling. 
Fifteen per cent of the companies have had their 
switchboard operators prepare a list of the “abuses” of 
the telephone, and of these, six out of seven offices 
have been able to reduce these abuses by making em- 
ployees aware of these undesirable conditions. 
———a 9 


YELLOW CELLOPHANE PROTECTS WINDOW GOODS 
Stationery retailers, who find that much merchan- 


dise is faded or otherwise damaged from display in | 
large windows exposed to the summer sun, can protect | 
the goods easily with the use of yellow transparent | 


acetate (cellophane) according to W. DeLemos, head 
of Dixie Office Supply Company, Montgomery, Ala. 


Mr. DeLemos’ experience with this problem has been | 
the same as that of many other stationers, who have | 


realized that leather goods, colored inks, printed mat- 
ter and even metal office supplies are ruined by too 
much exposure to the sun. 

Experimenting with ideas for cutting down on the 


sunlight evil which was ruining an expensive amount | 


of merchandise, Dixie Office Supply Company tried 
Venetian blinds and several types of window shades to 
no avail. Then the management hit upon the idea of 
buying large sheets of the plastic transparent mate- 
rial (which cost about $1.50 for the window) and tap- 
ing this tightly over the inside of the glass. Colored a 
heavy yellow, this material effectively strains out the 
rays of the sun as well as dimming the concentration 
of heat and light. 

Since making this change, Mr. DeLemos has had no 
instances of ruined merchandise and the store will 
save an estimated $100 in marked-down stock. All of 


this is accomplished for an investment of less than | 


$2.00 in material.—_RAL 
———=>- 


BURROUGHS LEASES MEMPHIS BUILDING 


The Burroughs Adding Machine Company has taken 
a $40,000 ten-year lease on a one-story building at 


Monroe Avenue and Fourth Street for its Memphis, | 


Tenn., business. The 70x80 building has been remod- 
eled and redecorated after plans by architects Hanker 
and Heyer of Memphis and the brick walls have been 
stuccoed. The Burroughs company will move within 
a few weeks from its location on Madison Avenue to 
the new 56,000 square-foot structure purchased from 
the Leon Hunt estate-—CG 
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‘ BUILD GREATER SALES-THE FEDERAL WAY 
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ENDURING QUALITY BASKETS 


For Office, Industry and Home! 
Superior modern construction-—crimping method. Steel 
side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO- 
WEAR guarantee customer satisfaction. Write for 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 





| 





CARBON PAPERS 


folate, 
TYPEWRITER RIBBONS 








your customers 
on the 
WRITE path 


It’s the easy way to satisfy them, keep them, 
and bring them back to YOU. The famous 
WRITE Carbon Paper makes extra copies . .. 
the popular WRITE Typewriter Ribbons pro- 
vide extra legibility—and all that means more 
friends, more business, more profits for YOU. 
For steady, worthwhile REPEAT BUSI- 
NESS—stock, display and push WRITE 
products. Send TODAY for samples and 
discounts! 



















Immediate Deliveries—No Delays! 


420 Lexington Avenue 


WRITE 5p New York 17, N. ¥: 


ORATE 
INCORP FACTORY: Bridgeport, Conn. 
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NATIUNAL 


ESAs 





NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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MINNEAPOLIS FIRM TO TAKE NEW LOCATION 


The Farnham Stationery & School Supply Company, 
Minneapolis, Minn., after having spent 51 years in 
the same location in the Lumber Exchange Building, 
has purchased the building now occupied by the John 
Leslie Paper Company, located on the corner of Third 
Avenue South and Fifth Street. The firm expects to 
move into the new location about October 1, a building 
comprised of both niodern offices and warehouse. The 
five stories and basement contain about 50,000 square 
feet of space. 

Plans include the installation of a passenger ele- 
vator, new show windows, a modern retail store, up-to- 
date executive offices and warehouse facilities for the 
stationery, school supply and office furniture depart- 
ments. 

For the convenience of the customers and employers, 
a parking lot has been leased in the rear of the 
building, providing use of the entire property on 
Third Avenue South from Fifth Street to Sixth Street. 

With these improved facilities, Farnham expects 
to be in a much better position to serve the business 
and school trade of Minneapolis and the Northwest. 
It is planned to retain the present retail store on the 
ground floor of the Lumber Exchange building on 


Hennepin Avenue and Fifth Street. 


——— 9 


| CORNELIUS IN CHAMBER OF COMMERCE WORK 


Earl W. Cornelius, for 13 years assistant manager 
and salesman in the Chicago office of L. C. Smith & 
Corona Typewriters, Inc., has entered a new field of 
activity. He is now on the executive staff of the 
Illinois State Chamber of Commerce. At the time 
typewriter manufacture was discontinued Mr. Cor- 
nelius entered industrial activities. His new work will 
take him throughout the state, where he will have con- 
tact with office appliance manufacturers and others 
whom he had the pleasure of calling on for some years. 

Mr. Cornelius’ experience in association work was 
gained during a three-year interim in his employ- 
ment with L. C. Smith, when he served as executive 
secretary of the Wisconsin Retailers Association and 
secretary of the Wisconsin Retailers Mutual Fire In- 
surance Company at Milwaukee. 

Incidentally, Fred P. Seymour, vice-president of 
Horder’s, Inc., Chicago, is on the executive board of 
the Illinois State Chamber of Commerce. 

— 
D. C. BORLEN RISES TO SALES MANAGERSHIP 


D. C. Borlen, who for the past seven years has been 
director of purchases for Yawman and Erbe Manufac- 
turing Company in Rochester, N. Y., has been ap- 
pointed manager of the steel sales division, according 
to an announcement made by Hugh L. Smith, vice- 


| president in charge of sales. Mr. Borlen will succeed 


William St. John, who has accepted a position with 
another firm. 

Mr. Borlen has risen from the ranks over a period 
of 23 years of service. Beginning as a factory time 
clerk, he has successively been in charge of that 
division, billing department and estimating depart- 
ment and has served as salesman in the Cleveland and 
Detroit branches. He was brought back to the home 
office as manager of the estimating department, and 
since 1938 has been director of purchases. 

stats i scareamei 


BOWSER, INC., PROCEEDS WITH EXPANSION 


Stockholders of Bowser, Inc., Fort Wayne, Ind., 
have voted to increase the common stock from 600,000 
shares to 750,000 shares in order to permit the com- 
pany to proceed with plans to acquire the Johnson 
Fare Box Company and its two Chicago subsidiaries. 
In addition to dominating the fare box field, the John- 
son company makes numerous other items, including a 
four-way lock claimed to be the most pickproof known. 
—AK 
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DELUXE 





These cabinets are designed for card record systems 


and for use on desks or tables. 


LOCKS—Cabinets equipped with lock 
and key add $1.75 per drawer to above 


prices. 


when the units are stacked. 


Ideal for offices and 
libraries. Constructed of best grade extra heavy cold 
rolled furniture steel, electrically welded throughout. 


Rubber legs are provided but can easily be removed 


Drawers are equipped with bail suspension, to prevent 


accidental withdrawal from cabinet. Also, newly im- 


No. 
C335 
C346 
C358 
C369 
C3352 
C3462 
C3582 
C3692 





Card Size 


3x5 
4x6 
5x8 
6x9 
3x5 
4x6 
5x8 
6x9 


Capacity 
1500 cards 


1500 
1500 
1500 
3000 
3000 
3000 
3000 


Height 


5!/,” 
6!/,” 
7'/,” 
8I/,” 
5/3” 
6!/,” 
7/3" 
81/,” 


Finish—rich olive green baked enamel. 


Width Depth 
6!/,"” 16” 
Ty" 16" 
9/0" 16" 

101,” 16” 

125.” 16” 

14.” 16" 

1834” 16” 

201/>” 16” 


proved positive lock compressor to keep cards in place. 


Olive 


Green 
$3.25 
4.00 
5.50 
8.00 
6.00 
6.75 
9.50 
12.75 


COLE STEEL SALES COMPANY 


NEW YORK 


150 NASSAU STREET 
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FOR THOSE WHO 


BEST IMPRESSIONS “erm FLOOR PADS 
TENCILS 








MADE OF PRE-WAR IMPORTED 


TISSUE—six words tell you why FOR 

Shallcross Stencils are superior. IMMEDIATE 

Add to this 32 years experience 

in the manufacture of better du- DELIVERY 

plicating supplies—and you have 

the reason why users prefer od 

SHALLCROSS DOUBLE-COATED ‘ 

STENCILS. — 

NATURAL 

COLOR 


CUSTOMER SATISFACTION PLUS 
OUR UNQUALIFIED GUARANTEE 
ASSURES YOU OF LASTING PROFITS 


4 IN A CARTON 





PRICE-LIST 
AND SAMPLES 
ON REQUEST ROUNDED CORNERS — BEVELED EDGES 


ecm OFFICE SPECIALTY MFG. CO. 


Manufacturers of 


| ks- i ba i . on) ‘ Sy Ved . r 
nity -Ribbons Stencil Pama 70 EAST 125th ST., NEW YORK 35, N. Y. 
PHILADELPHIA 43, PENNA. Tn : _ 


VULCANIZED TODAY and / 
EVERYDAY. 
ROLLERS 











BMnODVQLeLAD 























FOR USE ON THE FOLLOWING MACHINES 


Multigraph (all models) 
Multilith (all models) 
Elliott Addressor 





Each and every day WARSHAW Colored 

















Aniline Press ” Labels are shipped off to the four corners 
Stencil Duplicators (all cylinder types) 5 Shavee of the nation. 
. ° COLORS . 
Dealers everywhere find them a reliable, 
e profitable, saleable article and unhesitatingly 
WE INVITE INQUIRIES cas alii es 
Of course, synthetic rubber is limited and GREEN Veter GeiberiMens and: vnesth, sien gar 
we too have a labor problem. Yet... we MANILA : h d 
are doing a pretty good job of making de- BLUE ming are assured because they are made on 
liveries. If you are interested in rollers, we WHITE fully automatic machinery. 
suggest that yet acquainted NOW. 
es ee * Order a supply today! 
WE SELL WHOLESALE ONLY THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN 1, N. Y. 
BE THEL MF G. Cc oO. GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEXED TABS 
3144 SOUTH ASHLAND AVE., CHICAGO 8, ILLINOIS GRE TS TE 
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Here is definitely a new and improved blackboard. 
An unusual writing finish has been applied to 
SERVICE PLASTIC FIBRE BOARD. Guaran- 
teed not to peel, splinter or warp. 


Number Size Price 
801 15" x Zl” $1.10 
802 18” x 24” 1.35 
803 24" x36" 2.60 


Each size packed 6 to carton. 
Each blackboard has a sturdy twelve inch grooved 
trough for chalk and eraser. There are two holes 
at the top which are reinforced with metal eyelets 
for hanging on the wall. 


Write for descriptive circular, 


SERVICE PRODUCTS CO. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 


Printers an 4 Pap 

Fe deckle 

wi thi 

Size, his new 
guid 


Less Juide $7.75 lin 


Cu 


_— @ Premier, 
” every office nee 


55-59 E.26th. St... CHICAGG,IG ILL. 





Representatives 


fred Deutsch, 3525 Southwestern N. L. & K. W. Ze gier, 1709 W 
@ivd., Dallas, Texas—Texas and Okla. Eighth St., Los Angeles, Cal. 


Milton Stone, 30 Church St., New R. E. Horter, Ind., tll., Mich., Ohio, 
York City, covering New York. 2523 W. 109th Pi., Chicago, tl! 


Harry Henkel. 163 Second St., San S. Lichenstein, 1228 Locust Ave., 
Francisco, Calif. Philadeiphia, Pa. 
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NEWEST PUBLICATIONS 





MAPS MAPS 


DESCRIPTIONS FOR EVER? 


SCHOOL — BUSINESS — TRAVEL 


Specialty maps of every description and for every 
possible purpose on hand. 


COLORPRINT MAPS 


Detailed maps of each Continent and United States 
Possessions. Handy for checking World War 
progress. 

BLACK & WHITE CLEARTYPE MAPS 
The all purpose Maps for business—current events 
and popular interest in world events. 


COMBINATION 
RAILROAD — AUTO MAPS 


Folded in pocket form also flat sheets. 


DEALERS! Be prepared to meet the 
demand. 
Send for catalog and prices. 











AMERICAN MAP CO., INC. 


16 EAST 42 ST. N. Y. 17, N. Y. MU2-7581 























Hot , humid weather ahead... 
perfect spot for 


ALL-WEATHER 


STAMP PADS 
INK 


The ideal team to lick such conditions. 
Sell ’em that way.... 


YS SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 
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MARKWELL MFG. CO., INC. 
200 HUDSON ST., NEW YORK 13,N. Y. 
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DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities, THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 
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CALIFORNIA TYPEWRITER EXCHANGE MOVES 

The California Typewriter Exchange, E. E. “Ernie” 
Thornton, proprietor, one of the best known office 
machine establishments in California, has moved to 
new, modern quarters at 543 South Spring Street, Los 
Angeles 13. The new store, which is a few doors south 
of the old location, is at the corner of Spring Street 
Arcade which splits the long block between Fifth and 
Sixth Streets. It is well situated in the midst of the 
financial section, with particularly heavy pedestrian 
traffic on Spring Street and through the Arcade from 
early in the forenoon to mid-afternoon. 

All woodwork in the store is in walnut. It is 
thoroughly modern and provides attractive and effec- 
tive store display. Daylight illumination is provided 
by fluorescent equipment in the ceiling. The new 
Zeon signs are used in all the windows for display 
purposes. 

The corner location more than doubles the area of 
window space. On Spring Street and the Arcade the 
total length of window display is 81 feet. 

The office is at the rear of the store. It appears 
as a continuation of the store and is so arranged that 
those in the office can step down to assist in selling 
when store traffic is heavy. 

The California Typewriter Exchange was particu- 
larly active in the sale of portable typewriters until 
they were withdrawn from the market, as it no doubt 
will be when portables return. Mr. Thornton is South- 
ern California distributor for Allen Calculators, Inc. 
He is also owner of the Lightning Calculator Company 
and uses a corner window to show the calculator 
which is described elsewhere in this issue. 

For many years one of Mr. Thornton’s friendlv 
neighbors to the south was Stationers Corporation, 
one of the outstanding stationery and office equipment 
distributors of the country. Now that same concern 
is a neighbor to the north, the change of address 
being from one side of Stationers Corporation to the 
other, with several small stores intervening. 

Ernie Thornton is a sound thinker and a vigorous 
sales producer. He will realize his anticipations which 
brought the new store into being. 

caidas he aaa 


POMERANTZ EMPLOYEES SHARE IN BENEFITS 


A. Pomerantz & Company, Philadelphia, Pa., an- 
nounces a free benefit program for employees covering 
life insurance and Blue Cross plan hospitalization. 
The group life insurance under the program is under- 
written by the Equitable Life Assurance Society. 

Both plans became effective on April 1. 

Richard D. Pomerantz, president, in announcing the 
program told the employees. “since the company feels 
that all employees will have a deeper feeling of 
security if they realize that their families and them- 
selves will be better provided for in the event of 
death or disability, Pomerantz is pleased to make this 
protection available without cost to you as a token 
of our interest in your welfare.” 

All employees are eligible for the plan, provided 
they were actively at work on the effective date of 
April 1 and had completed one year of service as of 
that date. The amount of insurance carried is $1,000 
and the hospitalization covers the usual Blue Cross 
benefits. 


a 
TYPEWRITER LOSS HEAVY IN V-E RIOTS 

About 90 per cent of the commercial establishments 
damaged and looted in the V-E Day riots in Halifax, 
Nova Scotia, have been restored to a semblance of 
normal operation. A committee of businessmen was 
informed, however, that about $50,000 worth of new 
typewriters will be required to replace those machines 
damaged or stolen. Wartime Prices and Trade Board, 
it is understood, will grant priorities for the purchase 
of machines and of other business and office ma- 
chinery and equipment required. Most of the machines 
will necessarily have to be obtained in the United 
States. 
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Two Cartons of My Favorite Brand, Please! 





Yes, they are difficult to get now—so are hundreds of important tools of business. As we 
have to do without cigarettes in the interest of our Fighting Men, so we must make what 
we have in the office do for the same reason. 

It seems a long time since Pearl Harbor, but those of us who have been working three 
shifts a day on government orders have only felt a small part of the tremendous load 
the war has brought on the armed forces. 

Many of our Fighting Men are now planning to return to civilian life. “Y and E” and 
hundreds of other firms are now planning to convert their facilities to the manufacturing 
of their regular stock lines. 

There is a tremendous backlog, however the war demands have taught all manufacturers 
how to produce to meet a vital emergency. This acquired knowledge and skill applied 
to the manufacture of our regular lines will play an important part in relieving the 
situation more rapidly than could otherwise be expected. 

“Y and E” will be ready to resume manufacture of their regular lines when the needs 
of our Army and Navy are satisfied. The ““Y and E” Franchise is your guarantee and it 


insures consumer acceptance which means profits and satisfied customers. 


FOREMOST FOR MORE THAN SIXTY YEARS 


YAWMANND FRBE MFG.(@. 


1015 JAY STREET, ROCHESTER 3, NEW YORK 








OFFICE APPLIANCES, June, 1945 169 











CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 





Stall Champion!! 





Sinclair an$ Valentine Co. 






DUPLICATING 
CLIMATE-PROOF 





Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy to read” gray-black tone. 





Sinclair and“Valentine Co. 
611 W. 129th Street TINKS) New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 


Champion Duplicating Black 
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> BAGLE-A 


~ TYPEWRITER & BOXED PAPERS ee 


the EAGLE-A line is a complete line of 
uniformly high quality. We help you sell 
it by furnishing you fourteen dealer 
helps and promotional ideas at no cost. 


| The COMPLETE Line 


BONDS ONION SKINS 





MIMEOGRAPH MANIFOLD 
“PRINTED COPY” MANUSCRIPT COVERS 
BRIEF FOLDERS 
PLAIN AND LEGAL RULED 


EAGLE-A 





HOLYOKE, MASSACHUSETTS 








INVESTIGATE THE MERITS OF 




















ROBERTS 


The Quality five action, all steel 
and nickel, Numbering Machine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary 
machines of four and less 
actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINECO, 


694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Ill. 593 Market St., San Francisco 5 
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TOO MANY STILL” th 


Hunting facts in card files not © 
properly “signaled” is like a 
pushing through a jungle—slow and difficult! 
By the systematic use of Cook’s Steel File Signals, 
facts of every kind can be readily grouped or 
classified for instant reference. Twelve colors, 
types for all systems. Help yourself and your 
customers by concentrating on “jungle” files 
from now onl 


COOK’S STEEL FILE SIGNALS 


14 Beaver St., Ansonia, Conn. 


— H. C. Cook Co., 



















FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 






CARBON PAPERS 





TYPEWRITER RIBBONS 


Made right— Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. 
You can always count on our 
cooperation. 


EXCLUSIVELY for 
DEALERS **- STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 


| 











All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. 


MANY STYLES: 


State whether or 
not priority rating 
is available. 








IMMEDIATE 
SHIPMENT 





Don’t turn down chair inquiries— 


ADIRONDACK 


CHAIR COMPANY 


Dept. No. 15-1 


1140 BROADWAY 
Corner 26th St. 


NEW YORK 1, N. Y. 
AShland 4-1385 
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DARNELL 
CASTERS 


Free 
MANUAL 





DARNELL CORP LTD 


LONG BEACH CALIFORMIA 


SOWALKERST NEW YORKN Y 
Biomol), 000), Be @a ll @- Vel Ommia: 
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Seating America’s 
Office Workers 
Correctly 








is a responsibility that 
Jasper Seating Co. 
knows how to accept 





Jasper Seating Co. 


JASPER, INDIANA 


REPRESENTATIVES 


Farber, 30 E. Congress St. Phone WEBster 3217 
Office Furniture Warehouse Co., 573 Broadway 


CHICAGO: L. H. 
NEW YORK: 
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“SYMBOL OF QUALITY” 


DEALERS and STATIONERS 


have found profit and satisfaction 
in representing the Bucki line of 


CARBON PAPERS and INKED RIBBONS 


eeeooe oo 0444444444444 444444444446464444644 


il lini bbb bhp hhh hh hb hh hhh bbb bh haha aay 


for 50 years 


QUALITY “"* PROMPT SERVICE 


has earned this recognition. 


Samples and prices gladly furnished. 


The Buckeye Ribbon & Carbon Co. 


Cleveland 3, Ohio 


bh hte 4,444,444 -4hrhrtrihtiiih 
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BEARINGS—TREMENDOUS TRIFLES IN MACHINE 
EFFICIENCY DURING WAR AND PEACE 


When the average person uses machinery, whether 
in weapons of war or instruments of peace, he gives 
little, if any, consideration to ball or roller bearings, 
without which the machinery could not function with 
speed and efficiency. In all equipment with moving 
parts there is friction, a resistance that reduces effi- 
ciency. Office equipment and machines have many 
bearing points where anti-friction bearings are essen- 
tial. Like virtually every other industry, the office 
equipment and machine field is heavily dependent 
upon the anti-friction bearing industry. 

The part played by bearings in war, and inferen- 
tially in peace, was revealed on a press tour of Chi- 





BEARINGS FOR THE ARMY AIR FORCE.—Left: “I've got a 
son who is an AAF pilot and I'm going to stay right here 
making ball bearings for planes until the war is over,” says 
Mrs. Frances Spencer, an employee of the Ahlberg Bearing 
Company, Chicago. Shown with Mrs. Spencer are Colonel 
R. L. Finkenstaedt. commanding officer of the Air Technical 
Service Command, Midcentral District, and Fred Burkholder, 
Ahlberg president. Center: Colonel Finkenstaedt and George 
Nordstrom, president of the Aetna Ball & Roller Bearing Com- 
pany. Chicago, are watching a roller sizing machine sorting 
rollers for propeller retention bearings that soon will find 
their way into Superforts over Japan. Right: Millions of steel 
balls are made right in the plant of the Strom Steel Ball Com- 
pany, Chicago. Colonel Finkenstaedt is examining a tray of 
these finely precisioned balls in the Strom factory, while 
Robert and George Strom look on. 


cago bearing manufacturers on April 12. Arranged 
by the Air Technical Service Command, the tour was 
prefaced by a brief address by Col. Robert L. Finken- 
staedt, commanding officer, Air Technical Service 
Command, Midcentral District. Col. Finkenstaedt re- 
viewed the activities of ATSC and its tremendous 
expansion since December 7, 1941. He said, in part: 

“Army Air Forces directives charge the ATSC with 
the engineering, procurement, production, quality con- 
trol, supply, and maintenance of all AAF planes, parts, 
and allied equipment that is part and parcel of the 
war. 

“To keep our aircraft and equipment operative at 
all times the ATSC established vast air depots in this 
country and in all theaters of war. These depots are 
not only supply depots for equipment and spare parts 
but are also ready with men and machinery to keep 
our air machines flying by periodic overhauls and to 
rebuild planes which have been damaged in -combat 
so that they can get back into the fight. 

“It is necessary for these depots to have a supply 
of more than five hundred thousand different parts 
to keep our AAF flying and fighting. (By comparison, 
Sears, Roebuck & Company carry only about 50,000 
items in their catalog.) 

“In the scheme of U. S. air power, the American 
bearing industry has played a most vital role. With- 
out bearings, sometimes referred to as the ‘tremen- 
dous trifle,’ it would not have been possible for us 
to have the world’s greatest air force. The great mass 
of mobile equipment necessary to keep our Armies 
supplied with the materials of war and food would 
not have been possible. Everything that is mobile 
1945 
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CRAFTSMANSHIP IN STEEL 


A lot of us here at Corry- 
Jamestown are what you 
might term “from the old 
school”. That doesn’t mean 
our methods are old-fash- 
ioned. Actually, they are 
ultra-modern. What it does 
mean is this. We still believe 
in craftsmanship. 


We hold that you do not have to put pride of 
quality in your pocket just because you put mass 
production methods in your plant. I think you'll 
see just what I mean when you see the new 


Steel-Age Office Furniture. 


The craftsmanship will be evident both in the 
beauty and the utility of each piece. As the 
years go by, the durability of Steel-Age con- 
struction will provide further proof of its quality. 


OFFICE APPLIANCES, June, 1945 


In short, it is office furniture that will sell 
readily, serve satisfactorily and so build repeat 
sales. We hope to be able to show you soon on 
paper, if not in person, the results of our crafts- 
manship in Steel in terms of your postwar sales 
picture. 


David A. Hillstrom, President 


WN e TER ~~ 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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PROMPT DELIVERY 


QUALITY PENCILS 
FOR EVERY PURPOSE 





; 


OOOO 





NEW YORK CHTY FP. 8. A. 





Write for Price List 


SWAN PENCIL COMPANY, Inc. 


221-225 Fourth Ave. New York City 3 















No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
14 ounces. Computes 
postage for air mail, 
first class mail and 
merchandise up to 4 
Ibs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and amount of 
postage required. 
Accurate and durable. 
List $7.75 


SPECIFICATIONS 


Dial: 614” diameter, glass 
covered. Red and black 
figures on white, red for 
postage, black for 
weight. 


Platform: 512” square. 








Dimensions: 612” x 614” 
x 914”. PARCEL POST SCALE 
Packing: One to a carton. No. 1515 
Weight packed 6 Ibs. @ Capacity 50 Ibs. by 1 
cunce, Computes postage 
See your supply house. for merchandise up to 50 





Ibs. for all postal zones. 
Dial 8” diameter. Plat- 
form 7” square. Overall 
dimensions 8” x 744” x 
10”, Weight packed 9 Ibs. 


List $9.50 
















HANSON 
SCALE co. 


525 North Ada Street, Chicago 22 Wlinoi 
; is 
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Sell Today for 


PERMANENT 
INSTALLATIONS 


Prompt Delivery 


These modern presswood ward- 
robe racks are not temporary 
"war babies," but are built for 
permanent installations, incorpo- 
rate all of the patented PETER- 
SON efficiency features of: 
Spaced coat hangers, where 
wraps are kept dry, aired and 
"in press." Individual ventilated 
hat spaces, space-saving effi- 
ciency — accommodate 3 or 4 
persons per sq. ft. of floor space. 
And, where desired, built-in lock 
boxes, umbrella racks and over- 
shoe shelves. Sell this silent 
wood equipment today with con- 
fidence. Matching add-on units 
will be available in both wood 
and in steel over the years, in 
single and double faced cos- 
tumers, wardrobe racks, and 
locker units. 
































> 2 sh 


Write for catalog sheets and 
dealer proposition which assures 
a full margin on every sale. 


Write for Bulletin G-13 








VOGEL-PETERSON COMPANY | 


“The Checkroom People” 


624 So. Michigan Ave. Chicago 5, Ill. 


SORRY ... 
No Typewriters yet! 


BUT... 


A 'C- Me 600 Ue Lo a'g- MM ol-16(-) ab alejele) sl-tessle Moles a 
bons—at better prices. 


REGALRITE . 


Carbon Papers 

Typewriter Ribbons 

VaXo(obbele Mm \/(ocolebbel- Mm attolele) et- 

| sTole) 4 <-T-j ob bole MA Co Cod sbbel- watt e)erey et 


HEADQUARTERS .. . 


Royal Typewriter Parts for Dealers 


NOW . 


You should try REVIVO; it renews 
jo) Coit ot Maro sole Med (ro selma g ol-mme teeter stolen hia 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
ibe el re MM B doco (-Dbel-M-Jelol bilo Mol-Meacett lode) (=) 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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POCKET SEALS or QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. ae 


Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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THIS RUSH-ERASER DISPLAY 
Means Real Profit for You! 


Many stores and stationers are showing this new attrac- 
tive display. They are selling hundreds of these handy 
and efficient RUSH-ERASERS—and enjoying quick, easy, 
double-profits. They not only make a good profit on 
each Rush-Eraser sold, but also a second profit from 
the endless demand for Refills. The Eraser Company 
has created an unprecedented demand, with a Nation- 
wide consumer-advertising campaign. 


The Rush-Eraser, using the famous FybRglass Refill, 
is the finest eraser for ink and typewriter ever made. 


Contact the Eraser Company, today, and e¢>sh in 
on these easy sales and profits: 


THE ERASER COMPANY, INC. 


231 WEST WATER STREET 
SYRACUSE 2, N. Y., U.S. A. 
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eis play a significant role 


in the American way of life. Speak of 
Rogers 1847; everyone knows it’s silver- 
ware. Talk about Hart Schaffner and 
Marx; it’s clothes. Mention IMPERIAL 
METHODS to anyone associated with the 
commercial stationery field and thoughts 


turn to filing supplies. 


More and more business offices are de- 
manding IMPERIAL filing supplies be- 


cause they do an outstanding job. 


Make it your business to serve business 





with IMPERIAL. 
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FOLDER 
POLL LABELS 
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turns upon bearings and that includes propellers, 
automatic pilots, bombsights, B-29 fire control systems 
and gyrocompasses. There are nearly 3,500 ball and 
roller bearings in a B-29, just as an example.” 

Under pressure of war production demands, Amer- 
ica’s bearing industry expanded rapidly. Sharing in 
that expansion is the Chicago area’s bearing industry. 
Today Chicago is one of the country’s three principal 
centers of bearing manufacture. 

Prominent among Chicago manufacturers are Aetna 
Ball & Roller Bearing Company, Ahlberg Bearing 
Company and Strom Steel Ball Company, whose plants 
were visited on the tour. Aetna manufactures roller 
bearings and thrust-type ball bearings. Ahlberg makes 
ball bearings of several types. Strom produces balls 
for bearing manufacturers. 

A dramatic demonstration of usefulness to aircraft 
is provided by the propeller blade retention bearing 
produced by Aetna. This bearing, whose races meas- 
ure 714 inches outside diameter, is made to withstand 
170,000 pounds pressure. It is assembled on the shaft 
of the propeller b’ade, and makes it possible to adjust 
the blade’s pitch under the enormous centrifugal pres- 
sure created by the propeller revolving at high speed. 

Strom Steel Ball Company makes balls exclusively, 
supplying them for all industrial and military pur- 
poses and furnishing large quantities to manufac- 
turers of complete bearings. More than _ 60,000,000 
steel balls a month are produced in the Strom plant. 
Ball diameter is held to a tolerance of within a fifty- 
millionth of an inch, approximately 1/60th the diam- 
eter of a human hair. 

At the plant of Ahlberg Bearing Company is man- 
ufactured the propeller thrust ball bearing used on 
the Rolls Royce engine. The operations of interest 
here are those by which the inner and outer races 
are produced. In this process, also, no pains are 
spared to make sure of superlative quality in metal, 
finish and accuracy. 

It is estimated that during 1945, according to Army 
Air Forces requirements, 100,000,000 complete bear- 
ings, plus 35,000,000 balls and 25,000,000 rollers, will 
be produced by the anti-friction bearing industry for 
military aircraft. 

The U. S. bearing industry represents the peak of 
precision in American industrial science. Bearings 
used in aircraft instruments are mass produced at 
tolerances as fine as one-millionth of an inch. The 
bearing that goes into the Norden bombsight made 
by the Victor Adding Machine Company, is only 2.7 
millimeters in diameter and contains three steel balls, 
each of which measures 1/64th of an inch in outside 
diameter. This is the world’s smallest steel ball of 
which seven thousand can be fitted into a level table- 
spoonful. In actual size, this ball is smaller than a 
pin head and is manufactured by microscopic instru- 
ments. 


<a —__ 

MEMPHIS FIRM LEASES FOUR-STORY BUILDING 

S. C. Toof and Company, Memphis, Tenn., office 
equipment and wholesale printing and stationery 
house, has leased the four-story and basement build- 
ing at 199 Union Avenue from Greyhound Bus Lines, 
Inc., the lease to extend until the bus line is ready to 
build its new bus station on the site. The Toof firm’s 
home is on Madison Avenue, just to the north. The 
leased quarters will be used for expansion of business 
and warehousing.—CG 
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Jack Estes, Jr., born March 8, weight nine pounds. 
Jack, Sr., proprietor of Estes Office Supplies, Green- 
ville, Miss., proudly refers to the youngster as his 
partner. 








+ * * 


Lou Yaffe of National Stationers, Inc., Philadelphia, 
Pa., is receiving congratulations upon the addition of 
a son to the Yaffe household on March 26. 
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K.aton’s 


CORRASABLE BOND 


...has a patented surface 


..erases without a trace 


Everyone makes mistakes—sometimes. A pencil 
eraser removes typing errors—without smudge 
or smear—on FEaton’s Corrasable Bond. 


Tell your customers about Corrasable ... those 


who try it come back for more. 


ep 
Nailin 
TYPEWRITER 
* paPpERS * 


re) USA & 
“Rqsni* 


Eaton Paper Corporation, Pittsfield, Mass. 




























Fine papers for business and. social use 
= Approved Under WPB Allotment 


A REAL KNIFE—NOT A NOVELTY 


e 5 Position Blade 

e Highest Carbon Steel 

e Lustrous Colored Plastic Handle 
e A Volume Seller 


Unlimited market! Ideal for pocket, purse, 
office, shop, home or school. Sturdy, light- 
weight and 35" long. Razor-edged blade 
slides open or closed with one finger, locking 
safely in any one of five positions. Handle is 
molded of lustrous colored unbreakable plas- 
tics. Handle colors: Pearl 
White, Bone Onyx, Red 
Onyx, Green Onyx, and 
Black. Individually boxed, 
12 to a display carton — 
12 display cartons (144 
knives) in a shipping con- 
tainer (8 pounds). 


eax. 50c Each 


ist 





Order from 
Your Jobber 


4664 West Huron Street, Chicago 44, Ill. 


Manufacturers of the famous Gits Flashlights, 
Knives, Games, Protect-o-shields, Switchplates, Savings Banks, etc. 
CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, Ltd., 69 York St., Toronto 
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Au METAL TECHNYSCOPE 











THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 
standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 


(Slightly 
igher west 
of Rockies) 


TECHNYGRAPH C0. recuny, ix. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 














churches, institutions, etc. 
Many standard and custom 
designs, simulated bronze 

on handsome solid walnut. ey 
Write for Free Catalogue . 
and complete details. ay 
















We NOW Have Some 


(Subject to Prior Sale) 


Marchant Calculators 
Monroe Calculators 
Burroughs Calculators 
Comptometers 
Adding Machines 
Air-mail your request for information. 


Mailers’ Service & Equipment Co. 
40 West 15th St. (Mailers’ Bldg.) New York 11, N. Y. 








NEW CLEANER THAT TYPISTS LIKE 





BLUEBONNET 
TYPE CLEANER 





SAFE— ; 
Won't burn or explode! a eanng nN 
ize ° 
PLEASANT— Ltet a ; Z wah 
Agreeably scented! uarantee 
POSITIVE— 


Cleans thoroughly! 


AT LEADING JOBBERS EVERYWHERE 


Product of System Service Company, Paterson, N. J. 








LLL OLES, 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 
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DAYTON STENCIL 
WORKS CO.?onis™ 











D s0-EAsy 
MOISTENER 


labels. I can now supply you. 
Priority required. Send your order or write 
for free information. 


A. MOHLER, Manufacturer 


Onamia, Minn. 





For moistening stamps, 
envelopes, gummed 
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I. D. COTTERMAN 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 


Manufactured by 


ROLLING STORE LADDERS 


“A” Type Ladders ° Library Ladders 





4535 N. Ravenswood Ave. 
CHICAGO 40 





BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 











RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


508 So. Dearborn St. 


$5 


State, under 


side, 





Provides for all legally required 
Income Tax Records, 


one 


samples of all Income Tax Records side by 
regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 





Chicago 5, Ill. 





AMERICAN PASSBOOK CO. 


AKERS BLDG. 


CLEVELAND, OHIO 








Federal and 


cover. Place 





MEILICKE Withholding Tax 
and Payroll Calculators 


serve war plants and all in- 
dustry with fast, accurate @ 
calculation of all details in 
the payroll figuring, the 
most important relationship 
between management and 
labor. Figured to the near- @ 
est half cent, clear and di- 
rect, simple and easy. 






Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


Meilicke. Systems, Inc. iin om St 











Hi-Speed Changers 


MAKES CHANGE QUICKLY 


ACCURATE—Easy 











Prevents loss; 


$315 


Models. 








modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
MODEL 


Also made in 3 & 5 Tube 
Easy to operate. 










DEALERS: Write for prices and 
illustrated folder “’F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON 
75 Chambers St 


New York, N. Y. 








CLEANS TYPE 


with a whisk of a brush! 


The cleaner fluid ‘ts in the 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 


RIVET-O MFG. CO. 
96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 
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In and Out Registers 


Desk Name Plates 
Bulletin, Directory and 
Menu Boards 


Changeable letter signs 
for every purpose. Send 
for new edition of our 
20-page catalogue. 


37 East 12th St. 


New York 3, N. Y. 
*s 





BONDS! 


Os anand O\noat : OQ uakity 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


179 











ar 


WOODSTOCK 


TYPEWRITER 




















QUALITY ITEMS 
FOR THE STATIONER 


e Line Daters 
e Die Plate Daters 


e Self-Inking Stamps 


CONSOLIDATED STAMP MFG. CO. 
SPRING VALLEY NEW YORK 














MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


Sag “pusiit! Samples and prices upon request. 
ee _ fe CONTINENTAL 
a INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. 














LUCITE 
WRITING SET 


With Fountain Pen 


The perfect gift item for 
Father's Day and for gradua- 
tion. Crystal Clear Lucite Base 
with Deluxe Perpetual Calen- 
dar. Available in five different 
models. 


Write for complete catalog of 
over 50 Lucite gift items. 





Repr. nat’ly by Lewis Sales Co., 322 E. 23rd St., New York 10, N. Y. 
ALMAC PLASTICS Inc., New York 10, N. Y. 


START REPEAT SALES 


Repeat sales count when you sell 
type cleaners. That is why more than 
4500 dealers concentrate on Claro- 
type. It makes repeat sales because 
it gives value and works to the’ satis- 
faction of stenographers everywhere. 
Write for free advertising aids. 


Serving You 25 Years. 




















The Clarotype Company, Inc. 
NS 261 Broadway, New York 7, N.Y. 


raw el na.: 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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SPRING 
BINDERS £ 


ROUND BACK STYLE 


Spring back, durably constructed, 
black levant-grained imitation leather 
over stiff boards. Complete with inner 
folder. Stock sizes 14%” to 2” capac- 
ities. All sheet sizes. 

Prices and Illustrated Circular 


On Request 


MAJESTIC LOOSE LEAR INC. 


122 SPRING STREET N. Y. 12, N. Y. 














NON-RUBBER 


Typewriter 
Keys 
e 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 












Speed Key Mfg. Co. #35.cotwndes.riow,., 
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HONOR ROLL 
x PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a  bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. And we give you every co- 
operation on orders of all types, 


Send for illustrated literature. 


elem Now for Postwar Bronze Tablets 
AVOID DELAY LATER 


UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 
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Save Strain — Speed Work 


SEE YOUR STATIONER 


PRECISION 
STENCIL 


CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
THE FINEST FLUID in THE BEST 
PACKAGE. 


For full information, prices and samples, write 


NP Wale) ):\ mam:ia-\. | am :jele) @maen STARKEY PAPER & SUPPLY CO. 
HOLYOKE, MASS. 3800 Agnes Avenue Kansas City 3, Mo. 






























(ram's Piclographic Map. 


of the PACIFIC AREA fe 
In new folder 75 / 
style to sell at Cc 

Large size (46 x 36 inches) folded 
to 9/, x 1134 inches for convenient 
display and handling. A COMPLETE 
map, showing islands and other 
name places not found on other 
maps. Also 62 close-ups of important 
points. Indexed to show 2300 islands / 
and name places. Printed in 8 

colors. Other styles of this map, al- / Pane 
ready established at $1.00, $2.50 and tii, 
$3.00, are still available. Order di- re 
rect, or write for Bulletin PA 4. 


Hilt, = ea ALL 

] j — DEGREES 
< ; 

HARDNESS 





y | J.S.STA€E Oe en. eee Cc. 
THE GEORGE F. CRAM COMPANY, Inc. ; ie 


730 E. Washington St. Indianapolis 7, Indiana NEW.YORK.N.Y 

















G++ BANDS Re 
GRE U1] to Rubber 


Bands 





Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 


commercial institutions, banks, 
ola: etc. Write for samples. 


new’ style filing foliar that HA NG! Rochester Wire-0-Binding, Ine. 


Your filing supply spe Rochester 4, N. Y., Dept. 2-0 
OXFORD FILING SUPPLY pes New York Taste] @hanl St. Louis 























New Wartime 
Emergency Location 
UNTIL THE 
VICTORY IS WON 








PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 





EHRLICH 






UPHOLSTERY WORKS PERMA-BILT 
306 ECKFORD ST. ne Comme 





HANNA BUILDING 
CLEVELAND 15, OHIO 


BROOKLYN,N. Y. 
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we're waiting for the 


STARTING SIGNAL! | 


RARE IRE IE MRE NINE 


FOR ALL 


MODERN OFFICE MACHINES 


PORTABLE STANDS — 
FOUNDATIONS FOR 
MODERN OFFICE MACHINES 





astnuns WV)... hin . ie 
MANUFACTURING CO. 








TIFFANY 


GENERAL OFFICE: 4454 EASTON AVE., ST. LOUIS 13, 








Our 45 years’ experience in the 
manufacture of duplicating 
inks enables us to offer you the 
sobet=t-1 o) dole holed iMod ol fo tbelod eo) (-Noteh ee 
where. 


Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 


paper. The finest ink made for 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
Feobbebbootttee We) Mroles—1 a 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INH SPECIALTIES CO. INC. 


519 N. HALSTED ST. 
SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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“STAND DIVISION 








PLANTS: POPLAR BLUFF, MO. 








CHICAGO 22, ILL. 


THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 


EQUAL TO PRE-WAR QUALITY 


MR. DEARLER ... 
This attractive display container on your counter means ready 
sales. 
To see—is to buy this popular cleaner . . . no dirty, inky hands, 
no soiled clothing, no brushing, scrubbing or rubbing. 
It can be recommended with confidence. 
Unlike other cleaners NORTA is clean, efficient and quick; just 
press, roll gently back and forth and the job is done. 
Its remarkable qualities make it the ideal cleaner for typewriter 
type, stamps, etc. 

Excellent value .. . 


Order today—Reorder tomorrow 


Fast seller 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., NEW YORK 18, N. Y. | 
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A’ CLEAR print’ PRODU 1 


He ALL PURPOSE 


ECONOMY 
wma, Big Sales 
Booster 


Many users who keep careful carbon 
paper cost records are amazed at the 
economy of Nev-R-Kurl Carbon Paper. 
Wartime conditions have not affected 
its quality. These factors plus Nev-R- 
Kurl’s unmatched features are respon- 
sible for its consistently increasing 
sales for the past 5 years. 





-NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 


Gives 35 to 50% more copies per sheet 
by actual tests. 


Universal adaptation—same sheet 
works on standard or noiseless typewrit- 
ers, billing or bookkeeping machines. 









Wood Stamp Pads 
Typewriter Ribbons 
Carbon Papers 








ocess Co. Inc 
MAL: TREET 


Phil lip 














Patent No. 2,185,985 


TWO DOWN- 
ONE TO GO 


The crushing defeat of Germany leaves us with only 
Japan blocking our way to peace and success. We at 
PRECISE still have a big job to do. Our job for the 
Government is not yet completed. We are still making 
material that will help speed the day of Japans downfall. 


Our plans for resuming civilian production of PRECISE 
trimming boards are ready and just as soon as we get 
the green light from Washington we will once again be 
able to furnish you PRECISE TRIMMING BOARDS with 
some degree of promptness. 


Precise DEVELOPMENTS CO. 


1100 W. Washington Blvd., Chicago 7, Ill. 

















WOODSTOCK 


TYPEWRITER 


WOODSTOCK TYPEWRITER COMPANY 





WOODSTOCK 


ILLINOIS 
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LARGE GUMMED LABELS 


DESPITE MATERIAL SHORTAGES, RESTRICTED MANUFACTURING SPACE AND 
OTHER WARTIME HANDICAPS WE ARE CONSTANTLY STRIVING TO IMPROVE 
OUR DEALER'S LINE. THIS IS JUST ONE OF OUR IMPROVEMENTS; NEW LARGE 
GUMMED LABELS WITH MODERN CURVED BORDERS, SPACIOUS SMOOTH 
WRITING SURFACE, STRONGLY GUMMED FOR PERMANENT ADHESION, 








THEY’RE BETTER 











B101...3” x Ye" 
B102...3” x 1/2 
B103...4” x Ye" 
B104...4” x 1/2" 
B105...4” x 1%" 
B106...41/2 x 2” 
B107...4%4" x 2” 
B108...4” x 2%" 
B109...5 x 3” 





te OUR NEW STYLE 
No. B106 













RED OR BLUE 
BORDERS. 
12 BOXES TO CTN 
















“BUY REYBURN’S — AND YOU BUY THE BEST’’ 


THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PA. 


WAReMouse: 1100 SO. WABASH AVE., CHICAGO 5, ILL. 





IMPROVED 


Kock aie 


REG U.S PAT. OFF PATS APPLIED FOR 


Customers Want It! 
You Can Get It... NOW! 








SINGLE MODEL 
—1200 CARDS 







GET YOUR STORE 


TIE-UP WITH OUR NATIONAL CAMPAIGN ADVERTISING 
MATERIAL NOW! 


WRITE TODAY! 






Quick-selling, profitable Rock-A-File Card Files are ready for 
immediate delivery, so you can give your customers prompt service. 










Right now more than a half million for prices and complete information. 
vital selling messages, stimulating de- 
mand for Rock-A-File, are reaching cus- 


THE TWIN— 
2400 CARDS 





The latest improved Rock-A-File Card Files 
are available, as illustrated, in Single (1200 


seconde their favorite business —— cards capacity) and Twin (2400 cards) Models 
azines. Act now and profit! We'll fur- in Standard Green finish or in Genuine Wal- 
nish merchandising material to help nut—in all three popular card sizes, 3” x 5”, 
you cash in. Write Rockwell-Barnes 4" x 6", and 5” x 8”. 


ROCKWELL-BARNES COMPANY 


“Specialists to the Stationer Since 1903” 
35 EAST WACKER DRIVE CHICAGO 1, ILLINOIS 
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Fairly prompt shipment. 


TIME SAVER FILES 
BOX 258 D 








Wir. Dealer... 


Today's expenses and profits are in wood files while waiting for 
steel. Sorry we can't give you steel files this month but we can 
ship 2, 3, 4, and 5-drawer letter and legal with and without lock 
in wood. Upright cards files 4 x 6 and 5 x 8 double compartment. 


BUSINESS EFFICIENCY AIDS 


SKOKIE, ILL. 

















wee] Glass indestructible by 
Wood-fibre base — : eH ; ink acids. Set holds 
' two ounces of ink — 


brown grained finish. Sis toons ome tents, 
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offers easy-to-sell features, 
to keep up your volume... 










Both base and desk set are made of 
non-critical materials—yet you can de- 
pend on giving your customers all the 
well-known Handi-pen satisfaction, 
Choice of ivory, black or crystal glass. 
Set alone, with base, or double set with 
base (illustrated) . . . Here is the ap- 
pearance, quality, and price range you 
need to make a fast-selling item... 
Stock up for volume sales. Write for 
descriptive circulars; also ask about the 
Steeless Kleradesk. 


Sengbusch Self-Closing Inkstand Co. 


306 Sengbusch Bidg. Milwaukee, Wis. 
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UNCLE SAM needs 


Automatic’s Wartime production 

of rapid fire ammunition for air- 

craft ‘‘cannon”’ requires high 

precision manufacture and more 

volume than ever. Only a fraction 
of normal production of Sharpeners has been 
authorized. Many of these are delivered on priority 
orders to the Armed Forces. Your patience and con- 
sideration during this period have been most 
appreciated. 

Dexter, Giant and Draftsman Sharpeners are the is a ve 
only models now in manufacture. Cutters and other : — eo eeeeensie 1S 
replacement parts are available for prompt ship- gary ae tae ing on new 
ment. You may obtain improved service from your Soe ie P| designs for Post 
present Automatic Sharpeners by installing new cut- 
ters. Folder with full instructions on request. 


AUTOMATIC PENCIL SHARPENER COMPANY © 


Division of Spengler Loomis Mfg. Co. 58 E. Washington St. Chicago 2, Ill. 


ae Ri ONES 
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SH VEXTER oy 4 DRAFTSMAN 


Pe ge na hand ‘ : q Special 
sharpeners. v Y ' 

Excels both in : 3 : / Equipped with special 
appearance and es: ground Cutters which 
per teers i f) & : remove wood, but 
Jouble Bearing, 7 y leave large exposure 
Point Adjuster, eee of graphite to be 
Steel Pencil Stop, oe pointed as desired 
large receptacle. ‘ with sandpaper, etc. 
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PLAYS LEAD PART 


On any office stage Error-No line-by-line copyholders 
play the lead part with typists and stenographers. Error- 
No’s are always a hit because they banish eye strain 
and fatigue. 
Error-No all-steel 
copyholders will be back 
,, ! N in the spotlight as soon 
- NO as they tell us our war 
job is done. 

In the meantime or- 
ders are accepted with- 
out promise of specific 
delivery dates. 















VEG. cone. 











DIVISION OF 


Hall-Welter Co. 


ROCHESTER 7, N.Y. 
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"one of the most salable 


lines we have.ever handled" 


Tempo offers the most complete line of stencils, with 
or without film. Stencils to meet every operating re- 


"We have been in the office machine quirement with a generous profit margin to you and 
and supply business for the past SATISFACTION GUARANTEED THE USER. All 
12 years and find the Tempo line stencils we make are sold only under our own brand 
one of the most salable lines we names. 
have ever handled." The Tempo line includes stencils, inks and other dupli- 
cating accessories. Free literature for distribution to 
(A TEXAS DEALER) your customers. We sell only through dealers. 


WRITE TODAY FOR PRICE LIST AND CATALOG ie 


MILO HARDING CO. 


436 WEST PICO BLVD., LOS ANGELES 
317 THIRD AVE., PITTSBURG 





MAKERS OF THE FAMOUS TEMPO FILM STENCIL 


STENCILS 
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Prices based on first 66 months of both wars 





Source: Bureau of Labor Statistics 


Rationing, price and wage controls have held 
prices down ... but the next step is up to you! 


The silliest man (or woman) in 
America today is the one who 
thinks he’s ahead of the game 
when he finds a way around the 
rules of rationing. 

Why is he silly? 

Because every time you pay 
more than ceiling prices, every 
time you buy rationed goods with- 
out stamps, you are breaking 
down the very controls that have 
kept your cost of living lower in 
this war than in World War I. 


What else can you do to keep 
prices down? Tuck away every 
dollar you can get your hands on. 
Put it safely away into War 
Bonds, life insurance, banks. 

Why? With more money in 
people’s pockets than goods to 
spend it on—every unnecessary 
thing you buy tends to push 
prices up. 

Save. Don’t spend. It’s com- 
mon sense for today—safety for 
tomorrow. 


A United States War message prepared by the War Advertising Council; approved by the Office of War 
Information; and contributed by this magazine in cooperation with the Magazine Publishers of America. 







ONE PERSON CAN START IT! 
You give inflation a boost... 





—when you buy anything you can do 
without 






—when you buy above ceiling or 
without giving up stamps (Black 
Market) 


—when you ask more money for your 
services or the goods you sell. 








SAVE YOUR MONEY. Buy and HEL 
hold all the War Bonds you 
can afford—to pay for the 
war and protect your own 
future. Keep up your 
insurance. 
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want sales and want em quick 
ewriter Ribbons do the trick! 










If you 
Z Sy! 










; 


PWERY TYPIST (or would-be typist) yearns for 
fi a ribbon with the fine weave that produces 
mooth copies and doesn’t have to be changed 
yo often. Stylewriter Ribbon fits the bill. It’s 
stra long, which means extra miles of writing. 


Take a tip from the kitten—feature Style- 
witer Ribbons for repeat sales! 


THE CARTER’S INK COMPANY 


Boston, Massachusetts 


Garton aud Ribbon Specialists 


CONVERSION ay 









Soon many facilities now engaged in the manufacture of 
materials for our country's war effort will be freed for the pro- 
duction of civilian products. 


"PEERLESS" STEEL OFFICE FURNITURE 
will again be the dealer's best buy. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASEEOOK STS., PHER Aer riiA, PA: 
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Yes, your turn, Mr. Retailer, to run 
up your quota by a terrific hard-to- 
make 60% over the last drive—to 
help sell America’s $4 billions in E 
Bonds against only 21/2 billions last 
time. 


That's the reason for the mighty 
Retailers’ 7th War Bond Invasion, 
starting with B-Hour on B-Day, May 
14th. As Secretary of the Treasury 
Morgenthau declared, ‘‘War Bond 
Dollars may aptly be described as 
Invasion Dollars fighting side by side 
with our men as they inch their way 


to victory on the far-flung battlefronts 
of the Pacific.” 


The Retailers’ War Campaigns 
Committee has set three objectives: 


1. Retail Employees Buy Extra Bonds. A 
quota formula, based on wage scales, has 
been set. Find your employees’ quota—and 
ask them to make it. 


2. Substantially More Of Your Promotion 
Budget to Sell 60% More E Bonds. This 
means more newspaper and radio advertis- 
ing and more interior and window displays. 


3. Sell More Bonds. The retail quota is 
$500 per employee. Enroll your employees 
in a 3rd Army or Navy Task Force of hard- 
hitting bond sellers. 


The Retail Campaign Book is 
your “order of the day” book 
—for every day—in the 
Mighty 7th War Bond Inva- 
sion! If you haven’t a copy, 
get in touch with your local 
War Finance Retail Chairman. 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U.S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Councsl * 
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Walden Rofents Snanonn 
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Ze) e)i ile me) vial, (cm cele). wei fele] mm fe). 3 ee 
THE STANDARD FOR QUALITY <i CORALINE 3/0 — 


Mage in Newark, USA A 


NOS. 310,315 CORALINE 


NO. 900 a Soft coral color. Quality clear through. Bias 
SUEDE bevel ends and sharp edges erase lines and 


Soft gray texture. Slightly octagonal lettering, broad face cleans large surfaces 
shape. Erases ink and typewriting 


Correct Mistakes tn Any Language 


eS 
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WELDON ROBERTS RUBBER COMPANY 


£3. Newark 7, New Jerse 
Sa ” aan i Pa 8, = - po ern * ‘ 











Y tHelper's 4-Question NOW CHECK 
YOUR ANSWERS \ 
y 
4 
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. INDEX TAB® 


1. The important points to look for on 3. Index tabs are easy to write on, if: 


paper index tabs are: A—You slant your pen over your right 
A—Transparency and Chinese water mark. shoulder. 
B—Durability of stock and heavy gum- B—You use a ball point pen. 
: ming. C—They are made of finely woven cloth, 
| C—Deckle edge and a faint fragrance of or well sized paper. 
| wintergreen. 4, Index tabs are available in these four 
2. Cloth index tabs will stand hard usage types: 
when: A—Gummed, Riveted, Pinned, Welded. 
A—Tab extensions are strongly reinforced. _B—Cloth or paper individual tabs, plain; 
B—They have been tempered in tarragon cloth or paper individual tabs, printed; 


vinegar. cloth tabs in strips; cloth tabs on cards. 


C—They’ve been aged in pressure cham- C—Aluminum foil, varnished cambric, 
bers 29 hours. fibre, bombazine. 





Check your answers. Then turn the page upside down and see how good you are. 
Three right answers place you with the experts. Four right mean you're an ex- 
perienced Dennison dealer. In which case, you know that “Dennison” on a card 
or carton of Index Tabs means real satisfaction for your customers and for you. 


Sd 
RNN)ON == 


FRAMINGHAM, MASS. 
INDEX TABS CONSTITUTE JUST ONE ITEM IN THE DENNISON LINE OF ESSENTIAL STATIONERY 
* SUPPLIES FOR HOME, SCHOOL AND COMMERCIAL USE 
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Royal Steel Folding Chairs » * 








ae and nearer we ap- 
proach the day when peacetime 
pursuits can begin again. Then 
watch for Royalchrome! For as soon 
as possible after war production 
is no longer needed—we’ll start 
sending this famous line of qual- 


ity furniture to you. 


And you'll be glad you waited! 
Because postwar Royalchrome will 
have every popular feature you've 
always liked... plus a whole lot 
of new ones you'll like even more! 
The Royal Metal Mfg. Co., 175 
North Michigan Ave., Chicago 1, 


Illinois. 


LINE OF TOMORROW 


Metal Furniture Since '97 


P \\eltal_' s¢ fy 
= « Royal Housewares 


DIS TIMCTive Fuentes 
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HEYER Quality STENCILS 


Lettergraph Cellulose ........ AAA Grade 
ee eee AA Grade 
el a fo Cee A Grade 
DE ap ksinvaiwececacadeeans es Top Grade 


In note, letter or legal sizes. 





HEYER IDEAL DUPLICATORS 


Note - Letter - Legal - Folio Sizes. Com- 


plete with Ink, Sponge, Instructions. 






areas ke?” 


HEKTOGRAPH DUPLICATORS 
Note - Letter - Legal Sizes. Complete with 
Ink, Sponge, Instructions. 





HEYER GELATIN ROLLS and FILMS 
In amber or white for any model dupli- 
cator. Sizes 834” x 22” wide. 


THE HEYER CORPORATION 


Quality 
901-911 WEST JACKSON BLVD. 






MAKE THE BEST IMPRESSION 


They definitely improve the work of any stencil, 
gelatin or spirit type duplicator. Forty years 
of scientific research and refinement to meet 
modern methods, has developed outstanding 
quality and performance. HEYER PRODUCTS 
are recognized leader in business and educa- 
tional institutions throughout the world and 
they will insure good-will and lasting satisfac- 
tion to you and your customers. 

We manufacture a complete line of rotary 
stencil duplicators which will again be available 
very shortly. Our popular EFFICIENCY ROLL 
DUPLICATOR is now available. 





LETTERGRAPH POST CARD PRINTER 


Complete with Case, 6 Stencils, 2 Tubes of Ink, Correction 
Fluid, Stylus, StencilScope, Base and Instructions. 


AR wc tA 
a ed AYN. 




















HEYER HEKTOGRAPH SUPPLIES 
Finest in Inks, Carbon Paper, Pencils and Ribbons. 





PORTABLE CLEAROSCOPE 


Simplifies Drawing and Tracing on Stencils 
Complete with all Tools. 





HEYER Quality INKS 


Finest reproductions for automatic hand 
duplicators. 


Black and 7 colors, 





HEYER Quality REFILL 
For Any Pan Type. 1-21'2-5 and 10-Ib. Can. 


| SPimiT PROCESS 
' CARBON 
PAPER 





HEYER SPIRIT SUPPLIES 


SPIRIT CARBON PAPER for sharp, clean 
originals in Purple, Red, Green, Blue— 
Box of 100. 


SPIRIT PROCESS FLUID, assures maxi- 
mum brilliant copies. No odor—Galion 
Cans. 





HEYER Quality STYLI and GUIDES 

18 Varieties of Styli points with plastic 

handles. Guides for many type faces and 
sizes. 





Duplicators and “a Since 1903 


(CHICAGO 7, U. Stee 

















Sasi whai the Cocir ordered .) 


It wasn't rheumatism; 
Her diet was 0O.K. 
But still the patient suffered, 
Complaining more each day. 
Ler ron 
\f C} Ay % 72 
Clee, 
scowled at all her fam'ly; 
argued with her beau 
really couldn't help it... 
fingers hurt her so. 
lan 


ae 
o - 


Her working days seemed endless. 


Each letter was a chore. 
Until one day she blurted, 
"I can't type any more!" 


They took her to the doctor, 
Who smiled and shook his head. 
He said, "Cheer up, young lady; 
I'm sure you're far from dead. 


Unoerwooo. - WRITES A LETTER...BETTER! 


Copyright 1945, Underwood E)\» 





gies a 








"Look, Boss," the doctor whispered, 
"This really is a shame. 

The girl is quite unhappy, 

And you're the one to blame. 


"She just can't keep on pounding 

Her machine is her disease 

Just give her one with 'Velvet Touch' 
And light, responsive keys." 


He wrote out his prescription: 

"It's time you understood. 

There's one cure for this patient... 
A Brand New Underwood!" 





UNDERWOOD CORPORATION 


One Park Aver 


e, New York 16, N. Y. 








® 


